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Best holiday wishes to all the wholesalers and retailers who have done so 
much toward making Slaymaker a big name in the hardware field. Exciting new 
plans are in process. You will continue to profit in 1952 with Slaymaker Padlocks. 


SLAYMAKER LOCK COMPANY 


World’s Most Complete Line of Padlocks 


Nationally Advertised in the Saturday Evening Post 














‘Carefree 
is my big story about. 


LUMITE" 





says MR. S. M. PARKER, PRESIDENT 


of The Home Builders Lumber Company 
Inc., Charleston, S. C. 


‘‘Most people think screens are a darned 
nuisance!—something they have to put up and 
take down every year... and keep painting and 
repairing. 

“But when I explain how LUMITE is different, 
I almost always make the sale! 

“I tell my customers LUMITE is carefree—it 
does its job without asking attention. They don’t 
have to paint it... they don’t have to take it down 
in Winter .. . they don’t have to worry about it 
rusting or staining. 

“In fact, I've done so well with the LUMITE 
story, I’ve stopped carrying all other kinds of 
screen cloth!” 


Backed by the biggest 
advertising campaign 


in screen cloth history! 
NN _I 


LUMITE DIVISION «Chicopee Mfg. Corp. of Georgia * 40 Worth Street, New York13,N.Y. 












to sell more — tell 
THE BIGGEST STORY IN SCREENING! 
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Lumite screen cloth can’t rot, mil- 
dew or corrode! Never needs pro- 
tective painting! Won't stain sills or 
sidewalls! Stronger, longer-last- 
ing! Ideal for every exterior use! 





SARAN SCHEER CLOTH 
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“People buy this YALE nightlatch 





before Tfinish 





‘gelling it? 


“THE FIRST THING I tell a customer is, 
‘This is a YALE nightlatch.’ And more 
often than not the answer is, ‘T'll take 
it!’ before I can even get into my story 
about the extra quality and security 
that’s built into any YALE lock. That’s 
the beauty of YALE products. I’ve been 
selling hardware a long time, but I’ve 
never seen a brand name that makes 
people say ‘sold’ as fast as YALE.” 


WILLiaM A. RATZ 
Ratz Bros. Hardware Co. 
St. Louis, Mo. 








YALE is a registered trade mork 
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~ YALE & TOWNE } 


Here’s another reason why YALE nightlatches really move! 





Hundreds of hardware dealers are discovering that any here’s a nightlatch that’s especially popular, yaLe #042 
YALE nightlatch is a hot item these days—what with the —a neatly styled nightlatch that, with an extra turn of 
big yALe Security Promotion going into full swing. But knob or key, deadlocks the latchbolt so it cannot be 


pried back. There are many 
other types available. 


Find out today how easy YALE 
makes it for you to sell more 
nightlatches than you’ve ever 
sold before! Write for all the 
facts on our big FREE promotion 
deal. The yALE & TOWNE Manu- 
facturing Co., write Dept. S- 
1012-1, Stamford, Conn. In Can- 
ada: St. Catharines, Ontario. 





This Saturday Evening Post Ad starts 
nightlatch sales rolling! Are you 


YALE NIGHTLATCH #042 stocked? Check your distributor, today. 
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GREAT LOCKS 
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combine the S. J your customers demand... 


with the Seeantty they need.. 


Each outstanding in its class, these popular 5-pin tumbler Eagle Rim Night Latches and Dead !-<' 
meet the highest standards of attractive appearance, dependable security and fin 
traditional Eagle values that have customer approval whenever displayed. 


EAGLE NIGHT LATCHES . . . No. 3547, smart, sleek design, gold bronze finis } 
solid black case with nickel plated knob, cylinder and bolt . . . No. 3500BC, rug si won tatch 
with brass cylinder . . . No. 3532, rustless alloy, finished in gold bronze . . . EAGLE DEAD LOCKS... 


“Jimmy-proof” No. 3548B, rustless alloy, solid brass cylinder, steel bolt, metallic luster finish .. . 
No. 3539, cast iron case and bolt, black finish. 


For complete details and prices, see your jobber or write... 


the EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. 


TERRYVILLE, CONNECTICUT 
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“You still have to pull the 
chain off the reel, measure it, 
wrap it and ring up the 
money in the cash register. 

The “‘SALES-MAKER” just stands there. But... 


. .. it does store a lot of chain in a small space. 

It keeps the chain out where customers can see it 
and get their hands on it, where it will remind them 
of a job at home—or at the farm or factory — 

that calls for a length of chain. 


And that’s why we call it the ““SALES-MAKER.”’ 


Next time your AMERICAN CHAIN distributor salesman 
comes around, ask him for details about the 
AMERICAN CHAIN SALES-MAKER. 


Better still, pick up the phone and call him right now. 


SELL AMERICAN 


«+ THE COMPLETE CHAIN LINE 









Detroit, Los Angeles, New York, 
an Francisco, Bridgeport, Conn. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Just Among Ourselves 


Informal Editorial Cian ents 


” In a very few days a large part of the world will celebrate the 


Christmas holidays. The tensions of the world will relax for a 
short time and the pleasant rituals of Yuletide will take over 
the affairs of men. 


One of the most pleasant customs we enjoy on HARDWARE AGE 
is this annual opportunity to extend to everyone of you our wishes 
for a very happy Christmas. 


It seems to us that this year this greeting has added sig- 
nificance. While the spirit of “peace to men of good will” is still 
mocked in many lands, the rest of the world still finds great 
solace and hope in this celebration of the birth of the Prince of 
Peace. 


So long as this spirit lives, so long will there still be hope that 
mankind may truly learn to live in peace. 


We of the hardware trade are doubly fortunate in that despite 
the pressures of everyday competition, there is still dominant 
the feeling that there is more to business than selling. 


We of HARDWARE AGE count ourselves fortunate indeed at the 
many new friendships we have formed in the past year and at 
the old friendships that have been renewed. We have endeavored 
to be worthy of these friendships and many of you have kindly 
indicated that our efforts have been meeting your approval. We 
will bend every effort to continue to merit this approval. 


So with all the sincerity at our command we wish every one 
of very Happy Christmas. 


w * odilers of 
yo Age 
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Are Your Store 
Hours Adequate? 


Each year brings innovations in our way of 
living. Some of these changes persist, some fade. 
And each one that persists alters in some form or 
other our merchandising techniques. 

One trend that has persisted for many, many 
years has been the shorter work week and the 
accompanying extension of leisure time. Coupled 
with this, and probably directly attributable to it, 
has been a speeding up of shopping time. 

Both these developments are having their effect 
on merchandising, but the effect of particular in- 
terest to us now is the effect they have on store 
hours. 

The old concept of 8 to 6 store hours is slowly 
going by the board, if we may judge by studies 
made by department stores, supermarkets and 
other merchandising organizations. A study of 
the store hours now being kept by the large stores 
in many areas will reveal a growing emphasis on 
evening shopping. 

Lengthening of store hours is not pleasant to 
contemplate from a store owners’ viewpoint. But 
the problem is not one of a store manager’s pref- 
erence so much as it is one of the customer’s 
preference. 

You will find it profitable to check up on the 
store hours being kept by supermarkets, etc., lo- 
cated in your shopping area. If they are stay- 
ing open late, it suggests that they feel that there 
is business then. This is business that means 
traffic and possible sales for you. 

The importance of this study of shopping 
hours is given added weight by the growing activi- 
ties of rack jobbers in putting some hardware lines 
into supermarkets. Many items being put into 
supermarkets are not adapted to this type of mer- 
chandising and will eventually disappear from 
their racks. But if customers are out shopping 
and your windows are dark, while others are 
lighted you stand to lose not only sales, but cus- 
tomers, too. 





Retailers Fail to 
Follow-Up Sales 


It has often been said that your best prospect 
is a customer you’ve already sold merchandise. 
Yet, while most dealers will agree to that state- 
ment, they are usually very lax in follow-up and 
in maintaining contact with the customer to pave 
the way for future sales. 


This situation is emphasized in the results of ° 


a survey of rural families undertaken recently by 

NEMA and the Country Gentleman magazine. 
One of the questions asked in the survey was 

whether or not a retailer who had sold a major 
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electric appliance made any follow-ups in the way 
of direct mail, telephoning, personal calls, etc. 

The answers to these questions by purchasers 
of appliances showed that retailers were missing 
real sales opportunities by not making this fol- 
low-up. A few dealers apparently send out some 
direct mail pieces, but very, very few ever tele- 
phone or make a personal contact. How about you? 

This survey also lent emphasis to the fact that 
price is not a major factor in the purchase of a 
major electric appliance. In answer to the ques- 
tion “Why do you prefer to buy from this re- 
tailer?” the five first reasons given by customers 
were, in order of importance, (1) carries pre- 
ferred brands, (2) service facilities, (3) past 
business dealings, (4) reputation and (5) con- 
venient for other purchases. 

Prices were listed as the No. 9 reason, with 
only 1.9 pct stressing fair prices, as compared 
with 55.8 pct listing preferred brands as the prime 
reason for buying from a specific store. 

While surveys don’t sell your merchandise, they 
can and do help you understand what influences 
a buyer’s decision. 

Read these facts over, then ask yourself if your 
merchandising efforts are directed to capitalize 
on these buying influences. 





Manufacturers Should 
Check Mail Responses 


Apparently dealers are not the only ones guilty 
of failing to follow-up sales leads. 

We have a letter from a Chicago dealer telling 
us that on several occasions he has sent for sales 
bulletins that a company has advertised as being 
available on request and has not received the mate- 
rial. In fact, he received no response of any kind. 

An experience of this type does great damage 
to a company’s reputation and undoes a great part 
of its efforts to establish dealer acceptance of its 
products. Ignoring a dealer’s request is particu- 
larly inexcusable when the company publicly states 
that it will send the material on request. 

This is certainly the poorest type of sales pro- 
motion we can think of. Dealers will not quickly 
forget such treatment. 

It is quite possible that the fault may lie in a 
company’s mail room, rather than in company 
policy. But it still remains the manufacturer’s 
responsibility to see that his mail room functions 
properly. 

We endeavor to limit notices of such booklets 
in our editorial columns to material which a manu- 
facturer specifically says is available on request. 
We'd like to know if any of our readers have had 
the experience of not getting a response when 
requesting a copy of a booklet listed in our pages. 

We are sure that the executives of the companies 
involved would consider it a favor if this type of 
situation were drawn to their attention. Let us 
know if you’ve had experiences along this line. 
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Mr. Key 'n Knob is quite sincere 
Gn his thanks for your friendship 


throughout the year. 


Cs he waves his wand, he brings to You 
Our very best wishes for 52. 
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LOCKWOOD HARDWARE MANUFACTURING CO. 


FITCHBURG. MASSACHUSETTS. U. S. A. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


OPS Working on “Hardship” 
Regulation for Retailers 


Further work faces government pricers who are 
preparing a “hardship” regulation for the relief of 
retailers in a loss position because of the scant leeway 
between costs and prices. 

Part of the difficulty may be eliminated by estab- 
lishment of a different base date for determining ceil- 
ings on seasonal merchandise. Additional help is sup- 
posed to be contained in the proposed dollars-and-cents 
directives, still in the works after a number of weeks. 

Prospects are that major appliances will not be 
tagged with dollars-and-cents ceilings. An industry 
group has recommended avoidance of this pricing tech- 
nique in this connection. 

The same seven-man subcommittee also is on rec- 
ord as believing pricing action on changes in service 
rates is not advisable now. 


OUTLOOK—Retailers may be offered op- 
tional methods of determining the relation- 
ship between higher freight costs and their 
own final prices. Top pricers are considering 
alternative techniques which would allow the 
merchant to absorb freight charges and 
emerge with the traditional profit margin di- 
rected by the amended Defense Produc- 
tion Act. 


Fleischmann Sees Better Steel, 
Aluminum Supplies by Mid-Year 


The Defense Production Administration admits 
that supplies of controlled materials will be tighter 
for the first half of 1952. But Administrator Fleisch- 
mann says he sees no need at the moment “for ruth- 
less cutting” of civilian allotments for steel and alumi- 
num. 

He still maintains that the steel and aluminum 
supply will begin to ease about mid-year. On paper, 
this means that while supplies of hardware and other 
hard goods might remain in tight supply for another 
six months, the situation should rapidly grow better 
from then on. 

But he also warns against undue optimism. Steel 
and aluminum make only part of the picture. Sup- 
plies of other basic materials are likely to grow tighter. 
Further reduction in use of copper and tin are pend- 


10 


ing despite protests from several sources, including 
private contractors and government housing agencies, 
both of whom think building is the DPA’s whip- 
ping boy. 

DPA’s insistance on substitution of materials has 
created a situation wherein copper producers have 
raised loud objections to such recommendations— 
holding that copper supplies may be relatively as plenti- 
ful within two years as aluminum. 


OUTLOOK—Further cutbacks in copper, 
tin, and brass, perhaps aluminum, for civilian 
goods are inevitable for the second quarter. 
Death sentences for more items in the first 
three materials are definitely a possibility. 
All nickel may have to go for defense uses as 
jet programs expand. 


DPA Chief Denies Butter 
Has Precedence Over Guns 


Controversy continues over whether the defense 
program is being sacrificed to keep the national ci- 
vilian economy above the 50 pct mark. 

The joint congressional committee on defense pro- 
duction says it is. And some defense agencies concur. 

But DPA Chief Fleischmann says no lag in de- 
fense production is caused by under-allotment of ma- 
terials, and that no specific cases have been offered to 
support such criticism. He says defense projects will 
continue to get materials allocations for “as much as 
they can use—and no more.” If actual shortages 
threaten, they would be remedied at once. 

It just “looks” to some agencies as if they are being 
shorted, the control chief says, because materials are 
not allowed to pile up outside their doors for months 
ahead. 

Fleischmann’s stand is supported by Defense Mobi- 
lizer Charles Wilson, who says “guns” are not being 
sacrificed for “butter,” but that growing defense needs 
may well cause “margarine” to be substituted for 
“butter.” 


OUTLOOK—The uproar is forcing “organi- 
zational” changes in the defense set up. While 
details are still being decided, insiders say 

© these likely mean only the naming of key men 
as “czars” with the job of breaking specific 
production bottlenecks. 
(Continued on page 143) 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


Line of Drill Sets 


Here is a new line of driil sets, 
six of which contain high speed 
drills, either regular length or the 
shorter length for use in portable 
electric drilling machines, and three 
of which contain carbon steel drills 
in regular length only. Each has 
a complete assortment of popular 
sizes from 1/16 to 1% in. or from 
1/16 to % in. Each set comes in 
a clear plastic cylinder with screw 





top, available singly or in attractive 
display cartons holding either 6 or 
12 sets. The Cleveland Twist Drill 
Co., 1242 E. 49th St., Cleveland 14, 
Ohio. : 





Fan-Heater Circulator 


Here is the new Handyhot com- 
bination fan - heater circulator, 
Model 1207, for circulating warm 
or cool air in the winter or sum- 
mer. There is a powerful, quiet 8- 
in. fan for circulation. The radiant 
elements are set in an attractive 
gray radio-type cabinet and en- 
closed by wire, and there is a cun- 
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vex front guard of highly polished 
grill-work; 115 volt AC only, 60 





cycle. Chicago Electric Mfg. Co., 
6333 W. 65th St., Chicago 38, III. 





Garage Door Stripping 


Specially packaged units of ready- 
cut lengths of heavy-duty Inner- 





Seal Garage Door Cushion are now 
available for installation on over- 
head garage doors. It will seal out 
coll, moisture and dirt, and protects 
the door by cushioning shocks and 
jars in closing. Bridgeport Fabrics, 
Inc., Bridgeport 1, Conn. 





Glass Bait Casting Rods 


Here are two new True Temper 
laminated glass bait casting rods. 
No. 820 Dynacaster rod (shown 
here, top) comes in 5, 5% or 6 ft. 
lengths with a tubular laminated 
tip. Winding and trim are black 
silk. Packed in gray duck zipper 
case with inside aluminum tube for 
tip. No. 805 Falcon Rod (shown 
here, bottom) has a tubular lami- 
nated tip and comes in 5 and 5% ft. 
lengths. Windings are orange silk 








with green trim, and the rod is 
packed in brown cloth carrying 
case. True Temper Corp., 1623 
Euclid Ave., Cleveland 15, Ohio. 





Heavy-Duty Chain Saw 


This new extra-duty, light-weight 
chain saw, DA-211 Intermediate, is 
a two-man saw that can be operated 
easily by one man, and knocks down 
into two sections weighing less than 
35 Ibs. each. It is powered by a 9 
hp. Mercury engine, and features 
automatic clutch and chain oiler, 
non-clogging air intake, oversized 
cooling fan and simplified controls. 
Available with Disston “C,” chisel- 
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in hardware merchandise... 


' - FOR THE HARDWARE DEALER 


type, or “L,” leader, cutting chain. 
Lists at $480.00 with standard 2-ft. 


cmd 


rail. Henry Disston & Sons, Inc., 
Tacony, Philadelphia, Pa. 





Steam and Dry Iron 


Casco steam and dry iron with 
the new “M-T” spout allows the 
user to empty the iron’s water 
reservoir after the iron has cooled 
by raising the ball-cap head of the 





spout, which. automatically shuts 
when the handle is closed. Safety 
and cooling features include circu- 
lating air space between the iron’s 
handle and base, a dual water tank, 
and tap water only is required to 
make steam. Retail: $19.95. Casco 
Products Corp., Bridgeport, Conn. 


HARDWARE AGE, DECEMBER 13, 1951 


Ski Preparation 


For greater skiing speed and 
longer life of skis, Duk Kote, a new 
ski preparation, is treated to stop 
rusting of steel ski edges, harnesses 
and other metal surfaces. May be 
sprayed on either wet or dry skis 
from the 12-0z. push-top dispenser, 
and dries quickly to form a non- 
oily, protective finish. Harmless to 





painted, lacquered or plastic sur- 
faces. The Thomas Co., 1645 Hen- 
nepin Ave., Minneapolis 3, Minn. 





Deodorizer Deal 


Until Dec. 31, one container of 
Good-aire deodorizer will be given 
free with each order of 11 of either 
the 12-0z. or 344-0z. size. With each 
Good-aire Pack (6-12 oz., 6-31 oz.) 
ordered, one 31% oz. container will 
be given free. Bridgeport Brass Co., 
Aer-a-sol Products Div., Bridge- 
port 2, Conn. 


Gas-Fired Wall Heaters 


There is a new line of Royal gas- 
fired recessed vented wall heaters, 
(Continued on page 114) 
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Lockset Demonstrators 


Five attractive, colorful National 
Lockset wooden demonstration 
models display and demonstrate the 
complete lockset line. The ‘4-in-1” 
model, 12x10% in., displays key, 
turnbutton, and privacy locks, and 
knob latch. The other models are 
single demonstrators, measuring 
7x65 in. Locksets are completely 
installed in the units, and can be 





assembled and disassembled easily. 
National Lock Co., 1902 7th St., 
Rockford, III. 


Housewares Merchandiser 


This compact, permanent display 
fixture for merchandising Rubber- 
maid housewares is a multi-tier unit 
measuring 52x28x38% in. It may 
be ordered with or without a fluo- 
rescent-lighted identification sign. 

(Continued on page 132) 
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$3-Billion Hardware 
Sales Record Almost 
Certain for the Year 


The retail hardware trade, for 


the first time in history, is headed 
for a $3-billion sales mark. 

During the first nine-months 
the trade has rolled up a sales 
total of $2,233 millions, which is 
far-and-away, the largest ever 
registered. 

On the basis of early and scat- 
tered reports, this year’s holiday 
selling season got off to a strong 
start. 

Since there is no reason to be- 
lieve that the hardware trade will 
not fare as well as other consumer 
trade lines, there is every expecta- 
tion, on the basis of seasonally 
adjusted totals, reported by the 
Dept. of Commerce, of coming 
close to—or surpassing—a $3 bil- 
lion mark. 

This year’s mark will probably 
stand for some time to come. The 
inventory problems which are ex- 
pected to develop sometime during 
the first half of next year will prob- 
ably preclude another market of 
this size. 

This year’s business was not 
quite as great as would be indi- 
cated by the sales total. Included 
in it are the price rises which have 
occurred during 1951. 

In the Thanksgiving Day week, 
ended Nov. 24, the nation’s de- 
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> Holiday Trade Encouraging 
> 1951 Top Year for Dealers 


> September Store Sales Higher 


partment stores gained 11 pct in 
sales as compared with the com- 
parable week of 1950. 

In that week New York depart- 


Better ‘Breaks’ Ahead 


ment and apparel stores had a 
16 pct increase over last year and 
Newark stores had an edge of 28 
pct over the same week of 1950. 





Experts See Better Prospects for Retailers 


An increase in retail sales in 
the first six months of 1952 was 
forecast by George Hansen, presi- 





October Store Sales 
6% Above Last Year 


The Commerce Dept. esti- 
mated total October retail 
sales at $13 billion, a 6 pct 
rise over a year ago. Sales 
were 11% pct over September, 
after allowance for seasonal 
factors and trading day dif- 
ferences. 

The building material, 
hardware and apparel groups 
showed a rise of from 3 to 
4 pet. The biggest increase, 
almost 25 pct, took place in 
the miscellaneous non-dur- 
able section, which mainly 
reflected purchases of liquor 
in anticipation of the recent 
excise tax increase, the de- 
partment said. Other group 





changes were minor. 








dent of the National Retail Dry 
Goods Association, in addressing 
the Wilkes-Barre-Wyoming Valley 
Merchants Association at Wilkes- 
Barre, Pa. 

A high level of employment 
which is still rising was one of 
the reasons given for his belief 
that the retail outlook is favor- 
able. Expanding employment, Mr. 
Hansen said, means higher con- 
sumer income which, despite in- 
creased taxes, will in large degree 
be translated into retail sales. 

Ability of retailers to reduce 
heavy inventories was another 
reason for optimism, he stated. 
As these stocks approach normal 
levels, stores will be able to re- 
turn to more normal buying, thus 
resulting in more attractive mer- 
chandise assortments. 

Should the international situa- 
tion take a turn for the worse, 
the volume of buying may again 
rise well above normal, Mr. Han- 
sen said. 

He expressed the belief that 

(Continued on page 158) 
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How To Boost Impulse 


} pROTO-TO0Ls | 


Sales = 
of Tools! 


Flashing 
Sign Stops 
Customers 


Stand Revolves 
Holds Fastest Selling Tools 


Price and Size 
Markings Save 
Clerks’ Time 


Attractive Displays 
Are of Strong 
Plywood 


FRREEEE 


Takes Very 
Little 
Counter 


Space 











REG. US 
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Whether you are a manufacturer of a product on which you use 
aluminum metal moulding, or a distributor who 





supplies functional aluminum shapes to the building industries, 
you can profit by doing business with the big name 
in the extruded aluminum industry—Youngstown Manufacturing, Inc. 








You profit when you do business with people who can 






give you what you want in moulding, in any shape, size or style. That's 






Youngstown Manufacturing, Inc. 






You profit when you do business with specialists, men who 






concentrate on aluminum extrusions. They can give you the assistance 






you demand in your specific requirements. 






You profit when you do business with a manufacturer 






who has the big facilities, the people who work in quantities. 






You profit when you do business with a company which has pioneered in 






aluminum extrusions; who can interpret what you want 






and deliver when you want it. 






That's Youngstown Manufacturing, Inc., the big name in the 






aluminum shape business . . . complete line, mass production facilities, 






specialists in aluminum extrusions. Prompt service. 






TIE UP WITH THE STEADY SUPPLIER 


@ Stable and steady—that’s the reputation which Youngstown Manu- 
facturing, Inc., has built among distributors and dealers in their many 
years in the aluminum business. Youngstown Manufacturing, Inc., sells 
exclusively through distributor-dealer channels. If you are interested in 
doing business with a manufacturer who will give you the delivery, the 
service, the assistance you need as a distributor or dealer, write to 
Youngstown Manufacturing, Inc. 


FINISHED MOULDINGS FOR YOUR PRODUCT 


















@ Whatever you make to sell . . . dinette sets, doors, laboratory 
instruments, functional shapes, mechanical pencils, windows, soda 
fountains . . . Youngstown Manufacturing, Inc., can be your supplier of 


aluminum in any extruded shape for your product. Shapes of intricate 
design, or standard shapes, polished or finished to your specifications, 
ready for your assembly line, is the business of Youngstown Manutfac- 
turing, Inc., the big name in the aluminum moulding business. Engineering 
and designing service available. Write about your requirements. 


YOUNGSTOWN MANUFACTURING, INC. 


66-76 South Prospect Street 
Youngstown 6, Ohio 
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we don't need the hose because 


EVERYTHING HINGES ON HAGER / 





C. Hager & Sons Hinge Mfg. Co. > 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 


“Chief, 
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fo buy 
a tank! 





TANKLESS 






bargain for your customers. 


SELF-ADJUSTING CAPACITY 
True “city” water service—no spurt, 
no lag—uninterrupted flow within 
pump capacity (up to 520 G.P.H. 
at 10 ft. suction lift). 


CORROSION RESISTANT 
All cast iron parts touched by water 
treated with a “baked-on” coating to 
resist rustand corrosion in the pump. 


PRICED RIGHT 
Meets all competition— priced to 
MOVE. 


DEPENDABLE 
It's a GOULDS! 


PROFITABLE 
No other pump can offer your cus- 
tomers so much for so little—or pro- 
vides a sounder base for pump and 
allied sales profits! 


NATIONALLY ADVERTISED 
Your customers will demand this unit 
— it’s backed by the largest national 
advertising campaign ever put be- 
hind a water system! 


Here's a complete 
water system — 


You don't need 


No storage tank, fewer fittings. Best 





SS 


FREE! 
Outstanding display 
and merchandising 
pieces like this silent 

‘Salesman Sam.”’ 





























New! Different! 


Goulds tankless Close-Cupid Balanced-Flow Jet Water System 


means increased pump profits for you. 


Just check the outstanding features at the left and call your 
Goulds distributor—don‘t miss the amazing profits you can 


get with this revolutionary new unit. Or write us today! 


GOULDS PUMPS INC. Seneca Falls, N. Y. 





WATER SYSTEMS 
aye \848_ 


FOR EVERY FARM AND HOME NEED 
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SWAN RUBBER COMPANY 
BUCYRUS, OHIO 


WORLD'S LARGEST MANUFACTURER OF GARDEN HOSE 
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Here’s a real profit item that speeds your sales turnover and increases 
store traffic . .. Dowflake (calcium chloride 77-80%). Once tried. . . 
always satisfied. Customers will come back to your store again and 
again for Dowflake . . . a real repeat seller! 


When Dowflake is spread on icy surfaces, an immediate melting action 
begins to thaw the slippery surfaces. This prompt result provides safety 
and convenience to practically everybody. Especially useful for homes, 
schools, churches, all public institutions and buildings. Dowflake keeps 
sidewalks, steps, driveways and parking lots free from dangerous ice... 
providing greater all-around safety against dangerous accidents. 
Stock Dowflake in 25 and 100 Ib. bags. Display it prominently and get 
your share of sales from this fast-moving item. 


THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN 


FREE NEWSPAPER MATS AVAILABLE 
This is newspaper mat No. 513. 
Write Dow for the complete 
series of these sales-making 
newspaper mats. 








Consumer ads 
create demand for 
DOWFLAKE. 





Counter display and literature 
help you sell DOWFLAKE. 





MELT SIDEWALK ICE 
with DOWFLAKE 


To melt dangerous sidewalk, 
step, or driveway ice, sprinkle 
DOW FLAKE sparingly on 
the surface. These clean, easy- 
to-handle flakes of Calcium 
Chloride act fast. . mele ice 
in a hurry. Come in and get 
an inexpensive 25-lb. bag of 
DOWFLAKE today. 


DEALER'S NAME 
MAT NO. 513 
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When people are passing your windows or inspecting the counters 
in your store, having products from the famous J&L line on display 
is good business. People know and recognize this trade mark... they 
buy it in preference to less well-known brands .. . it ties-in your 
galvanized ware with other reputable brands of merchandise. 

J&L Ware is sturdily built. It’s priced to cover the big volume market 
and yield a healthy profit. See your local hardware jobber. He will pro- 


vide you with complete information concerning prices and deliveries. 


| g ; : . > fe & 
; Ss } > & E . & — © 
c a, oe ra 


NEW YORK 17, NEW YOR K 


Subsidiary of: JONES & LAUGHLIN STEEL CORPORATION 
galvanized ware plants; TOLEDO, OHIO and ATLANTA, GEORGIA 


- & \ 
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AIR FILTERS 
SILENCERS 
SPARK ARRESTERS 
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AIR-MAZE CORPORATION ANNOUNCES 


PURCHASE OF THE 
DETROIT AIR FILTER COMPANY 


Production of Detroit’s DUSTAY* warm air furnace filters 
to be increased to meet growing demand 


Cross-section of the Air-Maze Dustay filter 
panel showing how air changes direction 
twice, bringing dust particles in contact 
with the adhesive-coated cellular channels. 











Boo 





ITH THE ACQUISITION of The Detroit Air 

Filter Company, Air-Maze—which has pre- 
viously manufactured only the permanent types 
of filter panels—now offers customers a choice of 
disposable filters as well, thus supplying every 
filter panel need. 

Dustay® filter panels have had outstanding 
acceptance for warm air furnaces, air conditioning 
units and ventilating systems because they hold 
more dirt and last longer than other disposable 
types. And Air-Maze is stepping up production 
to meet the growing demand. 


HOLD MORE DIRT—LAST LONGER 


Dustay filters hold more dirt—and last longer— 
because: (1) they hold more adhesive—over a pound 
compared to only 3 to 6 ounces for most competi- 
tive makes, and (2) their cellular passages permit 
“depth” of dirt-holding capacity, where other 
disposable panels rely on surface loading. 

The large amount of adhesive stored within 
the highly-absorbent filter cores makes possible 
Dustay’s remarkable “wick action”. As dust 
adheres to the collecting surfaces it absorbs the 
adhesive through capillary attraction. The adhe- 
sive-laden dust then becomes a medium to collect 
succeeding particles. 


CHANGES AIR FLOW TWICE 


Air changes its direction of flow upon entering 
the Dustay filter, then is forced to take a different 
direction half way through. This creates a scrub- 
bing action which assures thoroughly cleansed 
air at the outlet. 


REPEAT PROFITS FOR HARDWARE DEALERS 


There’s big profit and repeat sales for hardware 
dealers who sell Air-Maze Dustay filters for home 
warm air furnaces and ventilating units. Nationally 
advertised Dustay filters hold more dirt and last 
longer, building repeat business for the hardware 
dealers that handle them. For details on how to 
become a Dustay dealer, write today to Air-Maze 
Corporation, Cleveland 5, Ohio. 


LIQUID FILTERS 
OIL SEPARATORS 
GREASE FILTERS 





jae i 

















THE FILTER ENGINEERS 
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New Westinghouse Decorator Lamp for 


use in overhead fixtures. Beautifies 


and modernizes old fixtures . . . adds 


more sparkle to new fixtures . . . gives 


softer downward light 


... has unusually attractive appearance. 


y) 


Seldom a one-bulb sale, women 
buy these in lots of 3 to 6, to 
fill multiple-socket ceiling fix- 
tures. Westinghouse Decorator 
Lamps will provide immediate 
sharp increases in your lamp 
bulb profits. 


| 
| ows cae os tune 2mn Westinghouse 


FREE—“Decorator type” dis- 
play card attracts attention of 
every customer. All you have 
to do to sell this bulb is stock 
it and display it! 


NEW WESTINGHOUSE DECORATOR LIGHT BULB 
BUILDS BIG PLUS BUSINESS! 


You'll see greatly increased activity at your bulb counter the day you 


put this new Westinghouse Lamp on display. A real stopper because 
of its new shape and color, this bulb sells itself on sight. Customers 
see at a glance how the new lamp will dress up overhead fixtures. 
It also reminds them to buy regular household bulbs. So you get 
higher profits from this 40¢ item . . . plus greater over-all lamp 
volume. Ask your distributor about this bulb, or write Lamp Divi- 


sion, Westinghouse Electric Corp., Bloomfield, N. J. 


ORDER TODAY 


you caw 88 SURE...1F « Westinghouse 
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it can happen to you 


if you don’t stock these WIZARDS WITH WO00D 


If a customer asks for Satinlac, Firzite or Weldwood Glue’. . . and if you don’t 


carry them in stock ... he’s likely to get them from your competitor. Don’t 


let him get the habit of buying these more-and-more-demanded products 


elsewhere. Stock up now—order these wizards from your jobber today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 352, 55 West 44th Street ° 


New York 18, N. Y. 








America’s Largest Selling Wood Give 


WELDWOOD" 
"asm GLUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue — for all 
wood - to- wood 

wet: ~ bonds. Makes joints 
stronger than the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c and larger sizes. 











Tame that wild grain with 


FIRZITE’ 


Over 40 million feet 
of fir plywood are 
» sold every week! 
Here’s your market 
for FIRZITE, be- 
cause it’s a “MUST” 
when finishing fir ply- 
wood or any other 
soft woods. Used as 
an undercoat it “tames” unsightly wild 
grain on stain jobs... virtually prevents 
grain raise or checking on paint jobs 
. .. readies the surface satin-smooth 
for stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy” look, recommend White 
Firzite on either soft or hard woods.) 





SATINLAC’ 


The big modern trend 
fq is for light natural 
V8) Ege wood finishes. When 
f keg customers ask you what 

- , 
} to use, you'll make 


a 


a friends by recommend- 

=> @ ing SATINLAC. It 
brings out and pre- 

serves the natural 
grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 
low or darken with age. “Water- 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 





In pints, quarts, gallons. 





A*Natural” for these modern “natural” finishes 












= Zi 


ag 
| » e 


*In response to our stepped-up ad 
campaign in Saturday Evening Post, 
Better Homes & Gardens, American 
Home, Living for Young Homemakers, 
Popular Science and over 20 others. 


*Trade Mark 
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‘*Renta Clarke’s More Business Plan really 
works,” says Bill Goggin. “It brings regular and 
dozens of new customers into the store. It creates 
‘double-sales’—because we always sell related 
items such as sandpaper, paint, varnish and 
stain, as well as merchandise from other depart- 
ments. In fact, we average about $1,000 a year 
in rental fees from each set of Clarke machines 
alone! Plus $3.00 worth of related items for every 
dollar in rentals. That is really profit. Our Clarke 
rental department more than pays our rent.” 


Remember, the Clarke Plan provides the most 
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William J. Goggin of the Goggin Paint Store, Kalamazoo, Michigan, 
always takes time to acquaint his rental customers with the operation of a 
Clarke sander. His 5 sets of Clarke machines are busy most of the time. 


BILL GOGGIN 


GOES FOR ite CLanke's 


William J, Goggin 


complete selection of point-of-sale displays and 
promotional materials in the rental field—every- 
thing to build a profitable rental department. 
You'll find, as Mr. Goggin did, that Renta Clarke 
will increase your store traffic, win new cus- 
tomers and really pile up profit. Write for full 
details today! 


e SELL OR RENT 
CLARKE SMOOTHIE SANDER 









... for professional rough, medi- 
um or fine sanding. 5 to 10 
times faster than by hand. Many 
customers rent... then buy! 





3012 CLAY STREET ¢ MUSKEGON, MICHIGAN 












7K Made by the 
manufacturers 
of famous 
PITTSBURGH 
Gold Stripe 
BRUSHES 





Here’s why 


NEOCETA® 


Brushes are 
easier to sell! 


Shaped bristle surface holds more paint 





Always work easily spread smoothly 
Bristles permanently set in rubber 
Easy to clean 


Much lower in price than pure bristle brushes 


Contact the Pittsburgh branch nearest you for full infor- 
mation on how the fast-selling line of Pittsburgh Neoceta 
Brushes can help you boost your brush profits. Or write 
PittsBuRGH Piate Grass Company, Dept. D-2, 3221 
Frederick Avenue, Baltimore 29, Maryland. 


BRUSHES ° PAINT ° GLASS ° CHEMICALS ° PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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“The SAIL Wow to Do It’campaign 
is paying off for us!" 


say A. N. Justus and C. E. Justus, Justus Lumber Company, Hopkins, Minnesota 













“four customers ask for SKIL 
Home Shop Tools by name” 


























4 


~ MOBBYISTS - FARMERS - REPAI 





Home Shop Tools 


“SKIL advertising in The Saturday Evening Post sell easier and faster with 
and other national magazines is doing a great job 
that pays off in sales for us,”’ say the Justus brothers. customers coming in 
“Our customers see these ads that show things they for free ‘How to 
can build for the house. They send for free SKIL- 
Charts that tell ‘how to do it.’ And,” they add, 
“most important of all, our customers buy SKIL 
Home Shop Tools to build the lawn furniture and 
other things they see in SKIL advertising!” 


do it’’ plans 


Contact your $K{L wholesaier 
The Best-Advertised Line Is The Biggest, e 
Most Profitable Line! without delay f 
There are 16 tools in the SKIL Home Shop Line, one for 
every purpose. You never miss a sale because you couldn’t 
fill the order. With more tools in this line you naturally do 
a better repeat sale business. On every SKIL tool you get 
the full 30% profit. And SKIL accessories guarantee extra 


profits for you. Sell SKIL Home Shop Tools, the best- 
accepted line, the biggest line, the most profitable line! 





Skilsaw, Inc.—Home Shop Division * 5033 Elston Avenue, Chicago 30, Ill. 
In Canada: Skiltools, Ltd., 3601 Dundas Street West, Toronto, Ont. 
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What Makes Selling FEDERATED SOLDER Profitable? 






REPEAT SALES! 











VOLUME SALES! Mik ae NRA 


SOLDER 








= users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 
performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercia'! sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 


Sededidit Wiis Diwiion |e - 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. ate 
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When windows ore occidentally broken, you 
on them fixed—ond quickly. 
We are equipped at 
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WHEN YOU NEED 


BROKEN window 
GLASS REPLACED 





Put these FREE L-0-F salesmen to work for you 


the easy cutting L-O-F Window Glass that 


Here’s a carefully co-ordinated sales plan of 


four cards to help you get more replacement carries the famous nationally advertised 


window glass business. You can use them as shield trade-mark. For advice on what 


package inserts, as separate mailings or as 
stuffers in your monthly statements. 


Any way you use them, they’re all de- 


quantities of the fastest selling sizes to stock, 
call your nearest L-O-F distributor, or 


write us direct. Libbey-Owens’Ford Glass 








signed to set you up as “‘glass headquarters” Co., 52121 Nicholas Bldg., Toledo 3, Ohio. 


in your neighborhood—and bring this 


profitable business to you. 


FREE! SEND FOR THESE caRDS Today! 





Of course, you’ll want a good stock of 
IMPORTANT: 


Mail this coupon to your L-O-F glass distributor 


Please send me a supply of window glass mail advertising 
material. 


COMPANY NAME 


LIBBEY: OWENS - FORD 
a Geil, (Vent wm GLASS 


( Please Print) 
STREET ADDRESS ____ 
CITY —_— ZONE—— STATE——_____ 
a 
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painters about nylon paint on ATIONAL 
w AMERICAN PAINTER & ae DECORATOR 
PAINTERS MAGAZINE and PAINTER 
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| 3 A good 4” nylon wall brush should nop 
j *have more than 4h” to 4% 












” of stock 
extending out of the ferrule, Because of ny- 
rf lon's durable wearing QWolities, it i, not 
necessary to 9et a long & sure to 
thness of distribution ond op measure the length of nylon bristie in the 
Plication of the paint, * brush YOu are considering, 










2 A good brush should have an ample 
* quantity of nylon, Assur 

the brush has a full h, 

ture influences Paint 
















4 Be sure that the brush contains 100 Per 
* cent Dy Pont nylon bristies, First, be sure 






thot it is nylon. Look for 
all, remember this— ip is nop 
it says nylon on the handle, 











tant information on the nylon-bristie Situation 
terials wil} be available for the manufac. 
i of the ne NPA. Though thy 
demands of the Paint-brush industry: 
n Wear t. to five times longer should Pp 
ease any short-supply Situation that might develop. 
An independent Tsanization recently Proved that nylon 
8 do last that much longer, and that in over-all Performance 
nylon is Superio; ma 
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Come Hell or High Water... 


can take it / 


Last July, a carload of Columbian Rope was swamped in the Missouri 
River flood that hit Kansas City. After 15 days under mud and water, 
the boxcar was shipped back to Auburn, N. Y., for inspection. For two 
weeks, while temperatures outside ranged in the 90's, the coils of 
Columbian Rope “sweated out” the return trip. 


The rope was scrubbed on arrival — then given 
Columbian’s torture test for strength. 
Here are the results: 








t Submerged boxcar arrived with doors jammed 
shut — took muscle and crowbar to pry open. 


king Strength 
1,410 Ibs. 
ee " 1,410 Ibs. 
anes + . 1,450 Ibs. 
fa ME cama : 1,250 lbs. 
ae axe" gee .- 1,430 Ibs. 
Me tS cea ele, eee . 1,340 Ibs. 
nasa ORR Ae ee a t. ¥ 4 
ae erreeee ee 70 Se Govt: jla T 
aT hk SS ee 480 Ibs. %” dis: ma 


i 1,377 Ibs. 


Average: ° Ds 12,000 Ibs- 
















” eee ee rat " ifications 
GE ee west ee soFederal SM 00 Ibs: 
312" pene °° Or ak agure: }? 


7 pe 
GW ewee 12,300 Ibs. 





Average 


t What a mess! Tumbled rope — mud-caked 
coils — and 9” of silt on the boxcar floor. 


Speen sagigatils "92,000 Ibs- 


i jons 
eseFederal specificat! 
- sneer ” ae ’ 


(500 \bs. 





Kansas fopsoil and Missouri River 
water couldn't get past Colum- 
bian's superior waterproofing. —» 


+ After cleaning, rope was 
sold as “‘soiled."’ Users re- 
port no flaw in strength or 
serviceability. 





- « « Which all goes to prove what Columbian users have known for decades— 
“There is No Finer Rope!” 


COLUMBIAN ROPE COMPANY 


400-70 Genesee Street 
mm Auburn “The Cordage City,” N. Y. 
HINDI 
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ARDWARE dealers—2 to 1—pick Better Homes & 
Gardens as their most powerful selling aid among 
all major magazines! 


The reasons are obvious: 


BH&G is the biggest magazine of particular interest to 
home builders and owners. 7 out of 10 families building 
homes read BH&G—and 3 out of 4 of all BH&C 
families own bigger-than-average homes and remodel 
or repair them at the rate of more than 1%4-million 
jobs a year. Yes—and they buy garden tools and 
supplies in the same big way! 


And—these multimillion ideal prospects have, for 
years, considered BH&G their friendly family counselor 
on everything pertaining to home and garden! 


When these selected husbands and wives pore over 
BH&G’s plans and suggestions—and advertisements— 
isn’t it a great big help when your wares are there? 






Its 3/-million ideal prospects for hard- 
ware, paints and garden supplies are 
screened for the BUY on their minds! 







Serving a SCREENED MARKET of 3'2- Million Better Families 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
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ALABAMA 


Birmingham—Moore-Handley Hdwe. 
Co., Inc. 

Mobile—McGowin-Lyons Hdwe. & Supp. 

Mobile—Moore-Handley Hdwe. Co., Inc. 


ARIZONA 
Phoenix—Arizona Hdwe. Co. 
Phcenix—Momson-Dunnegan-Ryan Co. 


ARKANSAS 


Ft. Smith—Berry Dry Goods Co. 

Hot Springs—F. C. Stearns Hdwe., Inc. 
Little Rock—Berry Dry Goods Co. 
Little Rock—Fones Bros. Hdwe. Co. 
Little Rock—Little Rock Wholesale Co. 
Texarkana—Buhrman-Pharr Hdwe. Co. 


CALIFORNIA 
Fresno—Thomson-Diggs Co. (Br.) 
long Beach—American Whlise. Hdwe. Co. 
Los Angeles—California Hdwe. Co. 
Los Angeles—General Merchandise Corp 
Los Angeles—M. Seller Co. 
Los Angeles—Union Hdwe. & Metal Co., 

| 


inc. 
Los Angeles—Wesco Merchandise Co. 
Oakland—Skaggs-Stone Whlise. Co. 
Sacramento—Thomson-Diggs Co. 
San Diego—Western Metal Supply Co. 
San Francisco—Boker & Hamilton 
Son Francisco—Dunham Carrigan & 
Hayden 
San Francisco—Evers Dist. Co. 
San Francisco—Rawson Whise. Drug 
& Sundry 
Son Francisco—M. Seller Co. 
San Francisco—Seller Bros. & Co. 
San Francisco—Sloss & Brittain Co. 
Stockton—Rawson Racks, Inc. 


COLORADO 


Denver—Morey Mercantile Co. 
Denver—The Merchants Service Co. 
Grand Junction—Salt Lake Hdwe. Co. 
Pueblo—Holmes Hdwe. Co., Inc. 


CONNECTICUT 
Bridgeport—Smith Comstock Co., Inc. 
E. Hartford—Robinson Clay Prod. Co. 
Hartford—Sechtman Hdwe. Co. 

New Haven—Bronson & Townsend 
New Haven—A. L. Schneider Co. 


DISTRICT OF COLUMBIA 


Washington, D. C.—Doubleday-Hill 
Electric 
Washington, D. C.—May Hdwe. Co. 


FLORIDA 


Jacksonville—Florida Hdwe. 
Jacksonville—The S. B. Hubbard Co. 
Miami—Frank T. Budge Co. 
Miami—t. Luria & Son, Inc. 
Miami—Railey-Milan, Inc. 
Tampa—Knight & Wall Co. 
Tampa—. W. Phillips Co., Inc. 


GEORGIA 
Atlanta—Beck & Gregg Hdwe. Co. 
Atlanta—Sharp Horsey Hdwe. Co. 
Macon—Peeler Hdwe. Co. 


IDAHO 
Boise—Davis Supply Co. 
Boise—idaho Hdwe. & Plumbing, Ltd. 
Boise—Salt Lake Hdwe. 


ILLINOIS 


Chicago—M. Block & Son 
Chicago—Butler Bros. 
Chicago—Herst-Allen Co. 
Chicago—A. C. McClurg & Co. 
Chicago—Robinson Clay Prod. Co. 
Danville—Conron, Inc. 
Decatur—Morehouse & Wells 
Evanston—Hibbard Spencer & Bartlett 
Peorio—lsaac Walker Hdwe. Co. 


INDIANA 


Evansville—Ohio Valley Hdwe. & Roofing 
Ft. Wayne—Wayne Hdwe. Co. 
Indianapolis—Capito! Wholesalers 
Indianapolis—Robinson Clay Prod. Co. 
Indianapolis—Van Camp Hdwe. & Iron Co. 
Richmond—wMiller Bros. Hdwe. Co. 

South Bend—W ayne Hdwe. Co. 


1OWA 
Burlington—Drake Hdwe. Co. 
Cedar Rapids—Harper Mcintyre Co. 
Des Moines—Brown Camp Hdwe. Co. 


PYREX WARE 


36 


1951 LISTING 


| 256 Authorized PYREX WARE Distributors in 157 Cities 


| offer you local delivery advantages anywhere in the U. S. 


Des Moines—Luthe Hdwe. Co. 

Des Moines—Rack Service, Inc. (Rack) 
Ottumwa—Harper Mcintyre Co. 
Ottumwa—Haw Hdwe. 

Sioux City—Knapp & Spencer 
Waterloo—Cutler Hdwe. Co. 


KANSAS 
Atchinson—Blish Mize & Silliman Hdwe. 
Hutchinson—Frank Colladay Hdwe. Co. 
Salina—Lee Hdwe. Co. 

Topeka—W. A. L. Thompson Hdwe. Co. 
Wichita—Wichita Building Material 


KENTUCKY 


Lexington—Van Deren Hdwe. Co. 
Lovisville—Belknap Hdwe. Mfg. Co. 
Louisville—Stratton & Terstegge Co. 
Lovisville—Peyton’s, Inc. 


LOUISIANA 


Alexandria—Brown-Roberts Hdwe. & 
Supply Co., Ltd. 

Baton Rouge—Doherty Hdwe. Co. 

Monroe—Monroe Hdwe. Co. 

New Orleans—J. C. Morris Co. (Rack) 

New Orleans—Emil Schulingkamp Co. 


New Orleans—Stauffer-Eshleman Co., Ltd. 


New Orleans—Stratton-Baldwin Co., Inc 
Shreveport—Lee Hdwe. Co. 


MAINE 
Bangor—Rice & Miller Co. 
Portland—Burbank Douglas & Co. 
Portland—Emery Waterhouse Co. 


MARYLAND 


Baltimore—Butler Bros. 
Baltimore—F. A. Davis & Sons 
Baltimore—David Kauffmans Sons 
Hagerstown—Schindel Rohrer Co. 


MASSACHUSETTS 


Boston—Boston Supply Co. 

Boston—Jos. Breck & Sons 
Boston—Decatur & Hopkins 
Boston—Robinson Clay Products 
Boston—S. Simons Hdwe. Co. 
Holyoke—J. Russell & Co., Inc. 

So. Boston—Bigelow & Dowse Co. 

So. Boston—Supermarket Dist., Inc. (Rack) 


MICHIGAN 


Bay City—Jennison Hdwe. Co. 
Detroit—Buhi Sons Co. 
Detroit—Merchants Whise. Service 
Detroit—Morley Bros. 
Detroit—Geo. C. Wetherbee & Co. 
East Lansing—Morley Bros. 

Grand Rapids—Buhl Sons Co. 
Grand Rapids—Michigan Hdwe. Co. 
Grand Rapids—Morley Bros. 
Saginaw—Morley Bros. 


MINNESOTA 
Duluth—Kelly-How-Thomson 
Duluth—Marshall-Wells Co. 
Minneapolis—Butler Bros. 
Minneapolis—Groves Whise. Drug Co. 
Minneapolis—Janney-Semple-Hill Co. 
Minneapolis—Our Own Hdwe. Co. 

St. Paul—Farwell-Ozmun-Kirk & Co. 
St. Paul—Merrill Chapman Co. 


MISSISSIPPI 
Jackson—Orgill Bros. Hdwe. Co. 


MISSOURI 


Kansas City—T. M. James & Sons China 
Kansas City—Mileham Sales Co. (Rack) 
Kansas City—H. T. Poindexter & Sons 
Kansas City—Richards & Conover 

Kansas City—Stowe Hdwe. & Supply 
Kansas City—Townley Hdwe. & Metal Co. 
Springfield—Rogers & Baldwin Hdwe. Co. 
St. Joseph—W yeth Co. 

St. Lovis—Blackwell Weilandy Co. 

St. Lovis—Butler Bros. 

St. Lovis—Ely Walker Dry Goods 

St. Lovis—Gen. Mercantile & Hdwe. 

St. Lovis—Shapleigh Hdwe. Co. 

St. Lovis—Witte Hdwe. Corp. 

St. Lovis—Redi-Rack Co., Inc. (Rack) 


MONTANA 


Billings—Billings Hdwe. Co. 
Billings—Kelly-How-Thomson 
Billings—Marshall Wells Co. 
Butte—Montano Hdwe. Co. 
Great Falls—Montana Hdwe. Co. 
Helena—A. M. Holter Hdwe. Co. 
Kalispell—Kalispell Merc. Co. 
Missoula—Missoula Merc. Co. 


NEBRASKA 


Hastings—Dutton Lainson 
Lincoln—Henkle Joyce Hdwe. Co. 
Omoho—Marks Distributors 
Omahe—Omaho Crockery 
Omaho—Paxton & Gallagher Co. 
Omaho—Wright & Wilhelmy Co. 


NEW HAMPSHIRE 
Manchester—Emery Waterhouse 


NEW JERSEY 


Jersey City—Chas. J. Smith & Co. 
Newark—Eagle Sales Co., Inc. 
Newark—H. Schultz & Sons 
Paterson—S. Federbush Co. 


NEW MEXICO 


Albuquerque—Zork Hdwe. Co. of 
New Mexico 


NEW YORK 


Albany—Albany Hdwe. & Iron Co. 
Binghamton—Babcock Hinds & 
Underwood 
Binghamton—The Wilcox Whlse. 
Brooklyn—Akorn Housewares Corp. 
Brooklyn—Horn Bros. 
Brooklyn—L. H. Heberlein, Inc. 
Buffalo—Garrison Supply House Inc. 
(Rack) 
Buffalo—Robinson Clay Products 
Buffalo—Weed & Co. 
Buffalo—The Wholesale Mart, Inc. 
Elmira—Barker Rose & Kimball 
Jamestown—Clark Hdwe. Co. 
(Tinkham Bros.) 
Kingston—Herzog Supply 
New York—Beacon Sales Co., Inc. 
New York—W. L. Blumberg & Co. 
New York—Wm. Goldenblum & Co. 
New York—H. Kornahrens, Inc. 
New York—Laufer & Rothbaum, Inc. 
New York—Loring Lane Co. 
New York—Masback, Inc. 
New York—Sickels Loder Co. 
New York—Times Appliance 
Rochester—Allison’s, Inc. 
Rochester—Matthews & Boucher 
Rochester—Robinson Clay Products 
Rochester—Weed & Co. 
Schenectady—Clark Witbeck 
Syracuse—Burhans & Black 
Troy—J. M. Warren Co. 
Utica—Albany Hdwe. & Iron 
Uticao—Roberts Hdwe. Co. 


Watertown—W. W. Conde Hdwe. Co. 


Yonkers—irval Sales Co., Inc 


NORTH CAROLINA 


Charlotte—Allison Erwin Co. 

Charlotte—Housewares, Inc. 

Greensboro—Odell Hdwe. Co. 

Monroe—Monroe Hdwe. Co. 

Raleigh—Job P. Wyatt & Sons Co. 

Winston-Salem—Brown Rogers & 
Dixson Co. 


OHIO 


Canton—Canton Hdwe. Co. 
Cincinnati—The Herst Allen Co. 
Cincinnati—imex Corp. 
Cincinnati—Kruse Hdwe. Co. 
Cleveland—W. Bingham Co. 
Cleveland—Super Market Service 
Cleveland—Geo. Worthington Co. 
Columbus—Smith Bros. Hdwe. Co. 
Columbus—Tracey Wells Co. 
Dayton—The W. H. Kiefaber Co. 
Toledo—Bostwick Braun Co. 
Youngstown—Federal Paper Co. of 
Youngstown (Rack) 


OKLAHOMA 
Oklahoma City—Merritt Whise. Co. 
Oklahoma City—Miller Jackson Co. 
Okich City—Oklah City 
Hdwe. Co. 
Oklahoma City—Richards & 
Conover Hdwe. 
Tulso—Gates Hdwe. & Supply Co. 


OREGON 
Klamath Falls—Lorenz Co. 
Portland—Marshall Wells Co. 
Portland—M. Seller Co. 
Portland—Woodbury Hdwe. Co. 


PENNSYLVANIA 


Allentown—C. F. Wolfertz & Co. 
Canonsburg—t. H. Smith, Inc. 
Erie—Wrm. |. Arbuckle 
Harrisburg—Domestic Distributors 
Johnstown—Morris Electric Supply 
Kingston—Harris Hdwe. & Supply 





a product of CORNING 


**PYREX"’ is a registered trade-mark in the U. S. of Corning Glass Works, Corning, N. Y, 
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Lancaster—Herr & Co. 

Philadelphia—l. Lodge 
Philadelphia—Philadelphia Notion Nov. 
Philadelphia—Supplee Biddle Steltz Co. 
Pittsburgh—American Hdwe. Supply Co. 
Pittsburgh—Morris Electric Supply 
Pittsburgh—J. A. Williams Co. 
Reading—Bechtel Lutz & Jost Co. 


RHODE ISLAND 
Providence—Ballou Johnson & Nichols 


SOUTH CAROLINA 


Anderson—Sullivan Hdwe. Co. 

Charleston—C. D. Frank & Co. 

Spartansburg—Montgomery 
Crawford Co. 


SOUTH DAKOTA 
Aberdeen—Jackson Hdwe. Co. 


TENNESSEE 


Bristol—C. M. McClung Co. 
Chattanooga—Kennedy Herring 
Hdwe. Co. 
Chattanooga—C. M. McClung Co. 
Knoxville—House Hasson Hdwe. Co. 
Knoxville—C. M. McClung Co. 
Memphis—W>m. R. Moore Dry Good: 
Memphis—Orgill Bros. Hdwe. Co. 
Memphis—Stratton Warren Hdwe. Co. 
Nashville—Keith Simmons, Inc. 
Nashville—Moore-Handley Hdwe. Co. 


TEXAS 


Amarillo—Amarillo Hdwe. Co. 
Amarillo—West Texas Whise. of Amarillo 
Austin—W alter Tipps Co. 
Beaumont—Tyrell Hdwe. Co. 

Corpus Christi—Corpus Christi Hdwe. Co. 
Dallas—Butler Bros. 
Dallas—Higgenbotham Pearlstone 
Dallas—Huey Philp Hdwe. Co. 
Dallas—The Joe Smith Co. (Rack) 
Dallas—Schoellkopf Co. 

El Paso—Momsen Dunnegan Ryan Co. 
El Paso—Zork Hdwe. Co. 

Ft. Worth—Nash Hdwe. Co. 
Houston—Bering Cortes Hdwe. Co. 
Houston—Peden Iron & Steel Co. 
Houston—Radoff Bros. 
Orange—Sabine Supply Co. 

San Antonio—Allensworth Carnahan Co. 
San Antonio—Southwestern Sales Co. 
San Antonio—Wm. Van Hoogenhuyze 
Waco—Higgenbotham Hdwe. Co. 
Waco—San Antonio Machine Supp. 


UTAH 


Ogden—Geo. A. Lowe Co. 

Salt Lake City—Salt Lake Hdwe. Co. 
Salt Lake City—Strevell Patterson Hdwe. 
Salt Lake City—Zions Co-op Merc. 


VERMONT 


Burlington—Vermont Hdwe. Co. 
White River Jct.—Vermont Hdwe. Co. 


VIRGINIA 


Norfolk—Norfolk Dist. Co. 
Norfolk—Universal Products Co. 
Norfolk—W atters Martin, Inc. 
Richmond—Richmond Hdwe. Co. 
Richmond—W atkins Cottrell Co. 
Roanoke—Graves Humphreys Hdwe. Co. 
Roanoke—Nelson Hdwe. Co. 
Roanoke—Roanoke Hdwe. Co. 


WASHINGTON 
Bellingham—Morse Hdwe. Co. 
Pasco—iniand Hdwe. Co. 
Seattle—Marshall Wells Co. 
Seattle—Schwabacher Hdwe. Co. 
Seattle—Seattle Hdwe. Co. 
Seattle—Secoma Dist. Co. (Rack) 
Seattle—Transpacific Mdse. Co. 
Spokane—Jensen Byrd Co. 
Spokane—Marshall Wells Co. 
Spokane—M. Seller Co. 
Tacoma—Hunt & Mottet 
Yakima—Yakima Hdwe. Co. 


WEST VIRGINIA 


Bluefield—Bluefield Hdwe. Co. 
Bluefield—Superior Sterling 
Charleston—Southern Hdwe. Co. 
Charleston—Service Whise. Co. 
Huntingt Huntington Whise. Furn. 
Huntington—Foster-Thornburg Hdwe. Co. 
WISCONSIN 
Green Bay—Morley Murphy Co. 
Milwavkee—Frankfurth Hdwe. Co. 
Milwaukee—Morley Murphy Co. 
Milwaukee—John Pritzlaff Hdwe. Co. 
Wausau—Morley Murphy Co. 
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Feature the line that people want! 
...the name that everyone knows! 


Your customers are quick to see that Sargent Night 
Latches, like all other Sargent Locks, mean safety, 
dependability. 

And when you sell Sargent Night Latches and 
Dead Locks, you know that your reputation and 
profits are safe. 

Sargent Auxiliary Locks are easily applied, con- 
venient to use. They insure protection by Pin 
Tumbler Lock security. 

And they bring you satisfied customers for life. 

Feature them for extra profits—along with the 
famous Integralocks, the 4500 line of locksets and 
exit bolts. 

Ask your jobber or write us for complete informa- 


tion. Dept. 1M. 


You’re safe, too... 


night latches 
made by SARGENT 





or 





| Available Models: 


NO. 4288 NIGHT LATCH 
with double throw latchbolt (illustrated) 


NO. 4267 NIGHT LATCH 
NO. 4277 NIGHT LATCH 


(economy model) 


NO. 4338 DEAD LOCK 
















A Better Product 
by— 


Builders Hardware 
and Fine Tools since 1864 





Sargent and Company New York. NEW HAVEN, CONN. « Chicago 
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“There's no use working up your appetite, Reddy. It's Bethlehem Fence.” 











This cartoon advertisement is typical of our campaign in 
regional farm magazines. 





BARBED WIRE 


FENCE POSTS 


CLOTHES LINE 
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GEiHLEHEN . 
FENCE 





V Tightly wrapped hinge joints . . . for long, 
hard service 


V High-quality zinc coating . . . wards off rust 
and corrosion 


V Tough, full-gage wires . . . for strong, per- 
manent fencing 


V Springy tension curves . . . that keep fence 
tight and trim in all seasons 


Here’s top value in farm and poultry fence. Husky 
in every detail of its construction, Bethlehem 
Fence has a big appeal to farmers. Invite them to 
give it close inspection . . . they’ll see for them- 
selves that it’s built to give years of faithful service. 
And remember to ask your jobber about Bethle- 
hem fence posts, barbed wire, and the other 
quality steel products shown below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEY 





STEEL 


AUTOMATIC 
BALE TIES BALER WIRE 
- 
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No Building is | 
Weatherproof 
until it is 













CALKED | 
































PUTTY 


Does the job better than 
putty, and makes you bigger 
profits too! Nationally ad- 
vertised, nationally known 
and nationally used. Stock 
up on Nu-Glaze today! 


Nu-CALK 
CALKING 
COMPOUND 





Same fine product as in 
Speed Load. Nu-Calk Calk- 
ing Compound is available 
in Y pint, pint, quart, gal- 
lon, 5-gallon cans. Also 55- 
gallon drums. Nu-Calk is the 
Standard of calking quality 
















here's the 
most efficient, 
most popular 
calking load 
on the market! 






Na (ALK 


SPEED LOAD 







© Use YES! And eve eacier t 
ere are ome 1’ the rea nm wt ul 
CALK SPEED LOAD en 
i The specially ; 
with gun nozzle ca 
Giassine-lined « 
ture-proof, practically vacuu 
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HERE’S THE 
STREAMLINED GUN 
TO GO WITH IT! 





CG-4 SPEED LOADER 
Here’s the other half of this, famous sales- 
making combination! This SPEED LOADER 
calking gun retails at a price that paves the 
way to more calking sales. It’s light, sturdy, 
fool-proof. Retails for only $1.95. Show it and 
you'll sell it! 


Your order will be shipped same day received! 


STANDARD CG-3 CALKING GUN AVAILABLE PACKAGED 10 LOADS TO A CARTON 


There are 10 
Loads to 


(Appr. one ) 
Experienced calking appliers still favor ~ th, nate 
our CG-3 Standard Calking gun’s easy order in multi- 
trigger action and powerful piston action. ~ yh -» 


Fitted for use with either Nu-Calk Speed 
Loads or bulk calking. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 

































These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to a 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 





Square head and headless—cup point—case hardened —sizes V4" 
diameter and larger. Carried in stock for immediate shipment. ' 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ~ * ~ CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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YOUR CUSTOMERS 
SELECT THE BEST... 


| hand them CHANNELLOCK 
Wade only by 


CHAMPION DEARMENT 
































Oftentimes you are in the 
“‘middle’’ during the time a cus- 
tomer is choosing his purchase. 
That's when you make or lose 

friends. You can always be sure of 
the right recommendation when you 
suggest Channellock Pliers. 


> 
Channellock pliers are made by skilled 


craftsmen of a company known for 

nearly 3/4 of a century for its highest 

r iy quality products. The outstanding features 
of Channellock pliers such as Longer 
Wearing, No Wear on the Joint Bolt, 
Closely Spaced Adjustments and Greater 
Strength make them the most desired pliers. 


Whenever your customers ask for pliers . . . 
help them select the Best . . . Hand them 
Channellock. And remember, Only Champion 

DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 


Channellock pliers are listed in the 
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G ALUMINUM PAINT 


Axterior  Heat-Resisting » Interior 
* bu tiie! 
a -- ty Ae, p 4 a 


iN 
THE SHEFFIELD BRONZE PAINT CORPORAT! 
CLEVELAND. OHIO 






Shefticld Zroreze 
PAINT CORPORATION 
CLEVELAND 6, OHIO SS 



















= for bigger tape 
profits now and 
for the future! 


i 


ACCURATE 


FRICTION AND RUBBER 





Hews te. Proof! 


SALES HAVE BEEN Goinc UP—UP—[JP 
EVERY YEAR FOR OVER 30 YEARS! 


Every year—for more than 30 years—sales of 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay —get all 
the details, now! 


| 

| 

\ 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

I 

| 

| 

WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 

1 wholesaler nearest you and new illustrated catalog. 

| Address inquiries to: ACCURATE MANUFACTURING 

ls COMPANY, -Garfield, New Jersey. 
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WATERPROOF 


GLUE 


The only completely waterproof 
wood glue nationally distributed 
in small packages 





Meets Army-Navy 4-hour-boil-test (Spec. JAN-A-397), for waterproof, boilproof glue. 


Ar LAST, meet the demand 





for a completely waterproof, boil- 
proof wood glue for hobby and 
home repair use. 

Sell Borden’s CASCOPHEN re- 
sorcin resin glue...for boat-build- 
ing, outdoor furniture, sports 
equipment, toys... all critical 
wood gluing. Meets rigid Army- 
Navy Specification JAN -A-397, 


| 


Ke 


CASCAMIT 


UREA RESIN 


a: 





for outdoor exposure (ordinary 
cold-setting urea resin glues do 
not). Makes a joint stronger than 
the wood itself. Cures quickly at 
70°F .Stores indefinitely. Requires 
only moderate clamping pressure. 

The demand for CASCOPHEN 
is big...continually stimulated 
by advertising to 14,126,500 
readers (your customers and pros- 


pects) of the top national maga- 
zines shown here. These ads not 
only boost CASCOPHEN but every- 
thing you sell, for they offer EASI- 
BILD Full Size Patterns* requiring 
scores of hardware items to build. 
Order from your jobber or write 
Borden’s Chemical Division, 
Dept. HA-i2], 350 Madison 
Ave., New York 17, N.Y 


*Copr. 1951, Easi-Bild Pattern Co. 


BIG NATIONAL ADS MONTH IN MONTH OUT! 





~ 


bo 


> ‘ > 
’ Pay ee os 





CASCO... 
water-resistant, cold - wa- 
tercasein glue for interiors, 
rough surfaces. 


CASCAMITE... 


highly water-resistant, 
stain-free urea resin glue 
for veneering fine cabinets. 
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First in Waterproof Glues 
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Taal GENERAL ‘csi FILTERS 
hy? Here Are GZ Good Reasons 
There’s a GENERAL FILTER for every fuel oil filtering 
7 job — large, medium, or small. 
DELUXE MODEL 2A-300 
FOR WHE BIS JO8S 2 GENERALS are easy to install. All that’s needed is one 
wrench and a few minutes’ work. 
It takes just two minutes to insert a GENERAL Replace- ALLEN’S 
3 ment Cartridge —and every GENERAL installed means BARNES 
cartridge sales for years to come. BENNER 
MASTER MODEL 2A-700 BEYER 
FOR MESIEM NEERS Customers WANT GENERAL FILTERS because they elimi- COLE H¢ 
y nate shut-downs due to clogged nozzles. Costly service COLEMA 
“call-backs” are minimized, too. COLEMA 
CREST (C 
STANDARD MODEL 1A-25 » ovoid 
FOR SMALL HOMES, GENERAL FILTERS now distributes CLEAN / ON 
HEATERS, ETC. ' cust 
RIGHT SOOT REMOVER—Certain-safe for all | DOMEST 
heating plants. Tell your customers about it { DRACO 
se —EaE ae DUO-TH 
GENERAL FILTERS 12890 WESTWOOD AVE. — ENTERPR 
INCORPORATED DETROIT 23, MICHIGAN — ENTERPF 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO oo 
EVEN-TE 
FAWCET 
FAST SELLING — BIG PROFITS eee ome 
FINDLAY 
FLOOR-C 
FLOREN( 
a , GILLEN 
Here are the utility stools with H. C. LIT 
a “million and one” uses in 
: HERCO | 
every home. Smart looking and (Can 
sturdy ... with colorful seats | 
and brilliantly polished chrome — 
plated legs and frame. No. 201 JUNGER 
is the “All Around Stool,” ideal ‘a KEMAC 
- kitchen, den, workroom, ‘pt tf KLEER-K| 
playroom. 2 ’ Then = | LACO 
’ = § 
You |) Sell Em fe: Fm | LONERG 
No. 201 UCET REPAIR SET me ¢€ t MAGIC 
Smpulae ee We AN es MONAR 
* MONAR 
MONOG 
No. 200 NESCO 
No. 200 is just perfect for the NORGE 
bathroom, a comfortable 17 { 4 : oo Bs ORAN 
inches high. Both stools are ranging jj ee | aw PERFECT 
fashioned of long-lasting, chrome — a en PARTS CARD — > PREWAY 
plated tubular steel. Washable Duran plastic seats in a — of washers, i & A Q 
- Assorted sizes ‘worth i ‘ f UAKER 
choice of 5 decorator colors. Capped feet prevent ugly screws and nu-seats. 50¢ o QUAK 
floor mars. for 3! Ask f vp i, RS SAPEWA 
r Rio, 
SEND IN YOUR TRIAL ORDER TODAY! ro ro Trade Price is. SCOTSM 
Write for prices and information on other Logan products. ‘Ss Guaranteed by > List. oa I ‘ 
Good Housekeeping SIEGLER 
S hop at ts SILENT F 
LOGAN MANUFACTURING CO. 45 aovearisto 8 “ SUPERFL 
THERMO 
NORTH TONAWANDA, NEW YORK EDW. VALVE CO. VIKIMA’ 
A 
11948-50 SOUTH HALSTED STREET, CHICAGO 28 WASHIN 
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‘DO YOU SELL ONE OF THESE 


ALLEN’S 

BARNES 

BENNER-NAWMAN 

BEYER 

COLE HOT BLAST 

COLEMAN 

COLEMAN (Canada) 

CREST (Canada) 

CREST-AIRE (Canada) 

CUSTOM AIRE 

DOMESTIC 

DRACO FIREBALL 

DUO-THERM 

ENTERPRISE 

ENTERPRISE (Canada) 

ESTATE HEATROLA 

EVANS 

EVEN-TEMP 

FAWCETT TORRID- 
OIL (Canada) 

FESS (Canada) 

FINDLAY (Canada) 

FLOOR-O-LATOR 

FLORENCE 

GILLEN 

H. C. LITTLE 

HERCO HEAT FLO 
(Canada) 

INTERNATIONAL 

JUNGERS 

KEMAC (Canada) 

KLEER-KLEEN 

LACO 

LONERGAN 

MAGIC CHEF 

MARCHAND (Canada) 

MONARCH 

MONARCH (Canada) 

MONOGRAM 

NESCO 

NORGE HEAT 

ORAN 

PERFECTION 

PREWAY 

QUAKER 

QUAKER (Canada) 

SAFEWAY 

SCOTSMAN 

SIEGLER 

SILENT FLAME 

SUPERFLAME 

THERMO-PRODUCTS 

TORRIDAIRE 

VIKIMATIC 


WASHINGTON FRUGAL 
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If you do .ce 


NOW You S a oes 


ADDITIONAL PROFITS BY SELLING 
AUTOMATIC HEAT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here 
you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 
and convenience equal to the most expensive kind of heating, with no 
wasted heat — and substantial fuel savings! ° 

What’s more, this easy-to-sell comfort means AppiTIONAL Prorits for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 










EASY TO INSTALL 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 





Famous for completely reliable 
DEPENDABLE Controls service... in oil heating... 
gas heating .. . refrigeration, 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 


2442 N. Thirty-second Street * Milwaukee 45, Wisconsin © In Canada A-P Controls Corporation, Ltd. * Cooksville, Ontarie 





Hardware dealers say 
“Hallelujah” for this 
NEW, EASY WAY to SELL 
ASBESTOS 






F. rom coast to coast, from 
Florida to Alaska, hardware jobbers 
and dealers praise this forward step, 
are expressing their thanks with an 
avalanche of orders. 


For the first time in this old industry, Asbestos Paper 
has been made available in a quick sale, household size pack- 
age. No more measuring, no more cutting, no more wrapping. 
The package is sealed with gummed tape, all ready to pick up 
and carry home. 


18 rolls, each roll 12 ft. 
long, 18 inches wide, are put 
up in a carton which is quickly 
converted into an attractive 
counter display. The display 
carton invites the attention of 
the customer to some of the 
"101" uses for Asbestos in 
every home. 


ORDER a supply—from 
your jobber—today. Just spec- 
ify '"___ cartons Sal-Mo Asbes- 
tos Paper, Catalogue No. 101.” 


SALL MOUNTAIN COMPANY 


Rockdale Lane, 
HAMILTON, 
OHIO 











SS 


HOO igs 














In this modern plant at Hamilton, Ohio, are all of the 
facilities for efficient production of the very finest asbestos 
products. The dependable, unvarying quality of Sal-Mo As- 
bestos Products is assured by the fact that asbestos fibres 
used in their manufacture come from our own mines in 
Canada. Sal-Mo Products include: Asbestos paper, pipe joint 
tape, millboard, ductboard, rollboard, corrugated air-cell 
paper, cloth, gaskets, air-cell pipe coverings and sheets, 
range boiler jackets, rope and wick packings, wool and sponge 
felts, furnace cement. 
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Step-Up Xmas Sales with these... 





| Display them...Recommend them 
+ to all your women customers! 





settle. vee ; 
Sell [UF KIN rarer res 


THE LUFKIN RULE CO e SAGINAW, MICHIGAN 


132-138 Lafayette S+ New York City © Barrie, Ontario 
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SEEN... 


an open-vision Pittsburgh Store Front "8 






\s 


presents your wares fast, clearly... persuasively 


N open-vision Pittsburgh Store 
Front helps keep your place of 
business busy. It has an attraction that 
makes the passer-by stop, look . . . and 
come in to buy. The pulling power of 
an attractive front is especially im- 
portant today when competition in re- 
tail selling is so keen . . . shoppers 
more critical. 


Take advantage of the magnetism 
of an open-vision Pittsburgh Store 
Front to build customer confidence in 
your hardware store . . . to boost your 
sales volume. And don’t overlook the 
importance of an attractive interior 
when you remodel. Do a complete job 
for the biggest returns in increased 
business. 


Meanwhile, why not send for a copy 
of our modernization booklet, “How 
To Give Your Store The Look That 
Sells”? It’s packed with photographs 
of actual Pittsburgh installations and 
descriptions of versatile Pittsburgh 
Products. And it’s yours without obli- 
gation. Just fill in and return the cou- 
pon below. 








( ay 

Store Fronts 
and Interiors 
by Pittsburgh 














a 


PAINTS 


PITTSBURGH 
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The more you show the more you sell. And 
this open-vision hardware store in San Carlos, 
Calif., uses large panels of Pittsburgh Polished 
Plate Glass to show off a maximum of mer- 


chandise clearly and pleasingly. The entire in- 


[ 
| 
| 
1 
| 
terior is on display ... night and day. Sash I 
and division bars are of lustrous, clean-cut 
Pittco Store Front Metal. A Herculite Tempered | 
Plate Glass Door accents the invitation of the | 
recessed open-vision front. Designer: Francis 

= 


H. Kappeler, San Carlos, California. 


GLASS CHEMICALS 


PLATE 


BRUSHES 


GLASS 


eee 


Pittsburgh Plate Glass Company 
2301-1 Grant Building, Pittsburgh 19, Pa. 


“a 
Without obligation on my part, please send me | 
a FREE copy of your modernization booklet, | 
“How To Give Your Store The Look That Sells. | 

—s 


PLASTICS 


COMPANY 
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KING of the can openers 
For the rs) QUEEN of the kitchen 


SWING-A-WAY MFG. CO, 


4100 BECK AVE. + 


ST. LOUIS 16, MO, 


to originate the SWING-AWAY PRINCIPLE. ‘As essential 


as hinges on a door. 


to introduce SYNCRO-GEAR DRIVE and SHOCK-PROOF 
ASSEMBLY. “Rolling Pierce” action keeps cutting wheel 
ever sharp and cushions it against injury from damaged cans. 


with MAGNETIC “LID-LIFTER” ATTACHMENT—No 
fishing for lids. Can opener holds the lid for you. 


with ANGLE KNIFE-BLADE GUIDE, REVERSIBLE TWIN 
WHEELS ON KNIFE SHARPENERS. Insures sharpening 


precision, and so thrifty. 


in WALL MOUNTING WITHOUT SCREWS. Adhesive 
“Magic-Mount” puts Swing-A-Way appliances into kitchens 
that won’t take screws. 


in DELUXE PACKAGING with Metal-Fibre 4-Color Pack- 
ages. Boy, do they spur impulse purchasers! 


with 5-POSITION BRACKET. You can put your Swing-A- 
Way in wall spots that won’t take any other can opener. 


CABINET MODEL CAN OPENER. A modern kitchen 
decoration. The aristocrat of Can Openers. 


SELF-SERVICE VENDING DISPLAYS 


© THESE COUNTER MERCHANDISERS 
SELL! STOCK! 
SAVE WORK! 


Swing-A-Way manufactures a complete line of 

Can Openers... Ice Crushers ... Knife Sharpeners... 
Jar Openers... Utility Racks 

Comparison of dollar-for-dollar value proves Swing-A-Way 
your best buy! 
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Hodell Dog Chain assort- 
ment includes 12 chains 
complete with snaps and 
holders, on attractive two- 
color metal display hanger. 


ite 
QQuSEHOLD | 
CHAIN | 




















Your customers are pre-sold—they know the 
Hodell name! Plan now to stock the full 
line of Hodell Chain—display it where the 
Hodell ‘Silent Salesman” can catch your 
customers’ attention! 


Hodell Household Chain counter display contains 
four most popular sizes of small chain for house- 
hold use. 50 feet of each per reel: No. 16 Single 
Jack, No. 2/0 Safety, No. 18 Register, No. 7 Bulldog, 


drums of Proof Chain in the four fully labeled. 

most popular sizes for a complete, 

compact chain department. 

? ; 
pov" 
et m 
Orr an 
fe) 


Sewes te Bese 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 








Hodell “Chainvender” is available Hodell Porch Swing Chains are 
with six different fast-selling as- packaged one complete set to 
sortments. Put it together with 4 a carton, clearly and color- 





HARDWARE AGE, DECEMBER 13, 1951 





AS 





HARD 


' contains 
or house- 
16 Single 
’ Bulldog, 


> 


Ohio 


3, 1951 














Why not stock 
the line that your 
customers recognize 
for outstanding 
quality? It's the 
sure way to make 
maximum profits 
from your sales 

of padlocks, 
cabinet locks and 
miscellaneous 


hardware! 


CORBIN 

CABINET LOCK 
Division 

i The American Hardware 


Corporation 
New Britain, Connecticut 


Be sure //|\... with 
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Your H-! man 
can be 
a life-saver r 


pine" 





<\ 


J 3 





Your H-I man knows tackle and the tackle business — 
because tackle is his business. Doesn’t it make sense to rely 
on him for sound advice on tackle buying and selling? 


He’s in a perfect position, too, to supply you with exactly 
the right tackle that’s right for your area. That's because 
the H-I line is complete—29,000 items, including complete 
equipment for every fisherman and every kind of fishing. 
He’ll show you H-Il Power Glass Rods — the largest line, 
greatest values in the field—bamboo and steel rods, reels, 
lines and lures. It’s the H-I line, one great source for all 
your tackle needs. 


Ask about national advertising and’ promotion. Your H-I 
man will give you details on H-I’s outstanding 1952 cam- 
paign, and how easily and economically you can tie in. 


Rely on your tackle man — your H-I man. See him — or 
write us direct. 


<Q horson 


UTICA, N.Y. 





Manufacturers of the Largest Line of Fishing Tackle in the World 
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mS Daun sreeers 
LADELDHIA, Pa. USA 


Sell Your Gun Owners 
Hoppe Products 


and you'll save yourself a lot of selling time and talk 
because Hoppe Products will give any gunner 
unquestioned gun cleaning satisfaction. There’s noth- 
ing can equal Hoppe’s No. 9 and Hoppe’s Paiches for 
removing primer, powder, lead or metal fouling and 
for protecting guns from rust. There’s nothing can 
beat Hoppe’s Lubricating Oil for guns — and when 
it comes to long time gun protection recommend 
Hoppe’s Gun Grease. Your Jobber can supply you. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Pa. 
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HERE'S HOW HELLER suis 
ADDITIONAL SALES AND PROFITS FOR YOU 


Just think! You can now cash in on greater sales and 
profits with the present stock you are now carrying. 


The time tested fact is sales and profits go up when 
added attractiveness is imparted to a store with smart new 
Heller fixtures. 

With every Heller fixture, sectional and interchangeable, 
you receive the finest in construction, materials and quality, 
a tradition since 1891 — and your assurance of sturdy, dur- 
able, warp proof, eye-catching, sales producing fixtures. 

You'll surely want to take advantage of these new sales 
and profit possibilities. Get full details by writing for cata- 


log No. 51HH. 
W. C. HELLER & COMPANY MONTPELIER, OHIO 
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7o Start You Off On Anorher Profit-Facked Year... 


Gillette Airs Kose Gow/ 
And Orange Bow! Games! 


a : SS Keep Plenty Of Gillette 
ae =~i \ ‘Products On Your Counters 
. «+ They'll Get The Call! 


- yaemnagee by the first transcontinental tele- 
cast of the fabulous Rose Bowl classic, 
Gillette’s great New Year’s Day feast of foot- 
ball will break all audience records. 






@ Be sure to be well stocked with the full 
Gillette line. You’ll make a barrel of money! 





More Millions Than Ever 
Will Look And Listen! 


From Pasadena .. . 


ROSE BOWL 


via Radio and TV over NBC 
ae 
From Miami... 


ORANGE BOWL 


via Radio over CBS 





AND IMPROVED 
00 \ 10-Blade 


$1.75 . Dispenser 
VALUE With Used- 


| our Cos ets Mounted In Two 
ee mues ans med et her Blade 
» $ oe Comportment 


Se 
IT PAYS BIG TO KEEP GILLETTE BLUE 
BLADE DISPENSERS OUT FRONT! 


@ Take full advantage of the added impetus that the 
bowl game broadcasts and telecasts give Gillette sales! 


20 for 98¢, 10 for 49¢. In original package... .5 for 25¢ 



















oe 
« 
oe 


4 


Retail $ 






FOR EXTRA SALES FEATURE 
GILLETTE SHAVING CREAMS 
—LATHER AND BRUSHLESS! 


















Your cost per carton, 20s (200 blades).......... $7.36 
Your cost per carton, 10s or 5s (100 blades)..... $3.68 
ZIP: Retail, regular size, 35¢, giant size, 50¢ 
OUT COMES 
NEW BLADE Your cost per dozen tubes: 
ooo IN GOES Lather, regular size, $2.70; giant size, $4.00 
USED BLADE 
Copyright, 1951, Brushless, regular size, $2.36; giant size, $3.51 
by Gillette Safety Razor Co 














lock," feelys*” be,” use Gillette Blue Blades 


L nue 
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@ PACKED IN ATTRACTIVE DISPLAY CARTONS 


9 assortments of the 


famous drills 
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They’re Easy to Sell because... 


] These twist drills are the identical high quality tools that 
have been first choice in America’s leading metalworking 
plants for 75 years. They are the best drills you can buy! 


Each set is complete ... compact... handy to use. Clear 
plastic container gives perfect visibility ... makes it easy 
to select the right drill. 


3 The sets are available singly, or packed in the new self- 
selling display carton illustrated at the right. Carton takes 
up little counter space ... speeds your turnover. 


THESE SETS CONTAIN REGULAR LENGTH, 


en dnpaonne —_— 7 ‘ , THESE SETS CONTAIN SHORTER HOME LENGTH 
Set No. H-370 Contains 13 high speed drills, 4%” to % DRILLS, FOR PORTABLE USE 
by 64ths. 12 sets in display carton . A : ; P 
Set No. H-170 Contains 13 carbon steel drills, 4%" to %” Set No. H-270 Contains 13 high speed drills, 4%" to 
by 64ths. 12 sets in display carton by 64ths. 12 sets in display carton 
Set No. H-371 Contains 7 high speed drills, 44” to %” Set No. H-271 Contains 7 high speed drills, 4%" to %" 
by 32nds. 12 sets in display carton by 32nds. 12 sets in display carton 
Set No. H-171 Contains 7 carbon steel drills, 4%" to 4” Set No. H-272 Contains 8 high speed drills, 4%” to 4” 
by 32nds. 12 sets in display carton by 16ths. 6 sets in display carton 
Set No. H-372 Contains 8 high speed drills, 4%” to 4” 
by 16ths. 6 sets in display carton Order from your Jobber, or 
Set No. H-172 Contains 8 carbon steel drills, 14%” to 4" write to our nearest Stockroom 
by 16ths. 6 sets in display carton Se ee ee 


THE CLEVELAND TWIST DRILL CO. a 
1242 East 49th Street Cleveland 14, Ohio ‘Sag 
Stockrooms: New York 7 « Detroit 2 * Chicago 6 « Dallas 2 * San Francisco 5 

Los Angeles 58 « London W. 3, England 


CLEVELAND JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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sign of 
Customer 
satisfaction 










GENT | S902 


STEEL 
| WEAVY STRAP HINGES 


THE STAMLEY works. 
MEW BRITAIN, CONN, 






When you sell a customer shelf hardware made 
by Stanley, you can be sure of a satisfied customer. 
For the Stanley trade mark means as much on 

a box of T-hinges as it does on the famous Stanley 
Ball Bearing Butt Hinge. 

So, for years of trouble-free service... for . 
customer good will that builds sales volume, 
recommend Stanley Hardware for all building, 
remodeling and repair jobs. Point out to customers 
the Stanley trade mark on the yellow-and-green 
label. It’s a sales advantage! 

The Stanley Works, New Britain, Conn. 


STANLEY 


Sag. 0-5, Fete peMeMBEn THREE HINGES TO 4 eoo™ 






Lesa Ce eeeeokeneme ELECTRIC TOOLS ¢ STEEL STRAPPING «+ STEEL 


71] 
ve 


HARDWARE AGE, DECEMBER 13, 1951 











GLASSY 
BRASS 


ASAX 


Here's an eyeful of real class! Smart designing... 








IT’S 











cast beautifully in durable brass. Polished 

and lacquered for permanent sparkle... then 
dressed-up in individual packages that make 
customers stop, look and buy. Yes, AJAX brass has 
loads of class—the kind that pays off in bigger, 
quicker sales. Competitively priced. And all 

AJAX hardware is unconditionally guaranteed. 


Order today for prompt delivery ! 


Drower pulls 














Monogram door 
knockers and grilles 























Entrance door handles 
(3061 ) 








Escutcheons for 
backset 


AJAX HARDWARE MANUFACTURING CORP. 


4351 Valley Bivd. « Los Angeles 32, California 
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Architects and ~(CHICAGO)~ 
Builders Specify — SPRING HINGES 





@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


Every year more and more Architects 
and Builders are specifying Chicago 
"Triplex" Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
requirements. 





Type BU2001 
“Triplex'' 


“Spring Hinges of Quality" 





ete Spring Hinge Co. 


CHICA U.S.A. NEW YORK 








ASK YOUR WHOLESALER FOR YOUR 


Free RV-LITE © Advertising Kit! | 





Cash in on the growing demand for R-V-Lite — 
featured in ‘‘top magazines,’’ over leading radio 
stations. Use your FREE KIT to remind those “‘pre-sold”’ 
prospects that YOUR STORE is HEADQUARTERS 
for these all-year materials of 1000 uses about 
the farm and home! 


COLORFUL COUNTER 
DISPLAY 
suggests year ‘round uses 
STRIKING WINDOW 
POSTER 


affords double impact 
STORE BANNER 
OF R-V-LITE 
demonstrates flexibility and 
transparency 


CONSUMER “SAMPLER” 
FOLDERS 


contain actual swatches of 
all 6 types 


DIE-CUT Eeeonemne 


Contact your 
wholesaler TODAY! 


for wall, door, counter and 
shelf edges 


NEWSPAPER AD 
MAT SHEET 
shows wide variety 
of free mats 


ARVEY CORPORATION 
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You pon’ HAVE to take less than the best in bathroom 
accessories. Crystalcrome — the outstanding line of 
all the fine accessories manufactured by Hall-Mack— 
is being produced to meet greatly increased demands. 
In this sparkling Crystalcrome combination of bril- 


oh 


Bathroom accessories 
are important... 


You build a bathroom for a lifetime of use. 
Make sure you build with Hall-Mack’s 
lasting quality and style. Write for our folder 
describing Crystalcrome and other 
available Hall-Mack accessory lines. 


HARDWARE AGE, DECEMBER 13, 1951 








MAOMME 4, BEEBE 





liant chromed metal and clear jewel-like Lucite, you 
have the tasteful styling, quality construction and 
fine workmanship to assure lasting good appearance 
and lifetime service. Why substitute when you can 
get quality-made Hall-Mack Crystalcrome? 


pans WR tae 8 oy 21 sire fodr we ey | 


SOAP AND GRAB 







SINGLE HOOK 





/ Of Vesa 
CZ r 


«ACCESSORIES 


ba 





Se 


~»ethe “Buy-Sign’’ 
for WOOD SCREWS 


Stocked by distributors and preferred by users for nearly five 
generations— AMERICAN WOOD SCREWS continue as a stand. 
ard of quality. 

The familiar blue and tan package—identified by the American 
eagle trademark, containing “144 Grade A Wood Screws,” and 
clearly labeled for quick, — stock-keeping—attracts 
the customer's eye. A well-rounded inventory of steel, brass, and 
Everdur bronze wood screws, in eae sizes of Flat, Round, and 
Oval heads with plain or plated finishes, creates and maintains 
customer “goodwill.” 

AMERICAN’S friendly and well-known service to distributors 
backed by its complete line of quality fasteners makes it profitable 
to fasten onto the American brand. 





—— 
2a AMERICAN 
Olm SCREW oh. 
COMPANY 
Cums) WILLIMANTIC, CONNECTICUT 
Main Office & Plant UD) 
Willimantic, Conn. 
Office & Plant, Norristown, Pa. 
Office & Warehouse, Chicago, Ill. 
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ENTRANCE LOCKS 


> 








S 


arly five 
a stand. 





INSIDE TRIM 


with 





handle locks, 
e trim, have 


sic designs in griP> 

yenience on 

el. Easy 10! 
re PLYMOUTH 

pANY 

BLDG. 

w YORK 


These clas 
Jputton con ee 


solid Schlag - 
Jatchbolt ore = 


astall...mech- 


push 
reversible. 


that 
anism and 


K co 
pire STATE 
NE 


EM 








a QUAKER 
Helps You Sell with — 


* Counter Folders Broadsides Signs 
Window Streamers Hose Hangers Literature 
Sparkling Packages Displays 














SALES-LEADING 
Medel 50/50 
18” Cut 

Briggs & Stratton 
and Clinton 
1H.P. Engine /; 







Re i ees 
Y if. Wd. q 
4 ‘ a 


ee on = 


: - 
“an OB 
ra __ 


sme YOUR GOLDEN OPPORTUNITY FOR SALES AND PROFITS 





“BIG BROTHER” 


Model 52 

22” Cut 

Briggs & Stratton 
1.6 H.P. Engine 










a 
\ K E 4 Exclusive Davis 
ith — fon FLEX-A-MATIC 
Safety Clutch, A 


igns 
terature 


V-Belt Automatic 
Transmission 
“ Simplest, Safest 


Davis Unit 
Boxed 


Exclusive 
Patented 





“Mower” power and profit to YOU 
in ’52... 


With DAVIS—the live, fast-moving 
golden anniversary line that gives your 
customers built-the-best (since 1902) 
quality at modest price—and gives you 
mass volume with minimum stocking 


and selling effort. 


This page—at a glance—shows you 
how Davis concentrates on fastest mov- 
ing models . . . every one a high profit, 
volume seller for you . . . and every 
one with built-in quality and special 
Davis features that satisfy your cus- 
tomers. 


Why not cash in on the golden profit 
opportunity of DAvis’ golden anniver- 
sary line? 
Ask your jobber today... 
direct to: 


G. W. DAVIS CORPORATION 


Richmond, Indiana, U.S.A. * Established 1902 


or write 


_ Model 51 " 
20” Cut . 
1.6 to 2 H.P. , 















ROTARY “MULCHING” 






Clinton Engine 


4-SQUARE Model 56 
New, Improved 
Smartly Styled 
Davis Quality 
Throughout 











WHISPERING Model 57 t . 
( 
Streamlined AN 
Beauty and 
Mechanical 
Perfection 















KLEINS 





IT PAYS TO HANDLE 
Rapidayton’s 
JET PUMP LINE 


| 
| 
| Trouble-free performance and long service life 
| 










make the RAPIDAYTON Jet Pump Line a very 
profitable one to handle. All models have one 
basic design and it is a very simple and easy 
matter to adapt them for either shallow or deep 
well service. There is a wide range of sizes 
which provides the right model for 
every type of installation. Fill 
out the coupon below and 
send it in TODAY. 





VERTICAL JET PUMPS— 
RAPIDAYTON S complete 


line includes vertical | 





pumps for both deep and 





shaliow well service. 

Sizes range from '/; h.p. 

up to and including 1 1/2 
a ff 

h.p. Supplied with any fhe man who walks out of your 


| 4 size tank store with a pair of Klein Pliers is 
| a satisfied customer. Workman or 
hobbyist, he appreciates the hand 
fit—the individually honed knives 
—the serrated jaws that give a sure 
HORIZONTAL JET hold—the fitted hinge that oper- 
nee ~ Raven ates smoothly. Yes, quality is your 


horizontal jet pumps 
; range in size from Yq best salesman. 
i h.p. to 1 h.p. inclusive, 


tock and display a representa- 
with models suited for P s 2 yr =P < 
either deep or shallow tive selection of Quality Klein 
well service. Pliers. The complete line includes 
side-cutting pliers, oblique cutters 
and long-nosed pliers in a variety 
of types and sizes. 

RAPIDAYTON ‘‘PACK- 
AGE SYSTEMS''—The DISTRIBUTED THROUGH JOBBERS 
new RAPIDAYTON line fea- 
tures horizontal jet pumps 
for both deep and shallow International Standard Electric Corp. 


well service—with pump New York 
mounted on a horizontal 


Foreign Distributor: 





| i oe 4 y tank when a ‘‘package 
system” is required 











\q y= The Klein Pocket Tool Guide, showing Ca 
THE DAYTON PUMP & MFG. CO., \ 


RAPIDAYTON Line of Jet Pumps. 












| Ws the Klein line and containing useful 
Dept. HA, 500 Webster St., Dayton 1, Ohio es information, will be sent upon request. 
| Please send me complete details and prices on the new 

| 

| 





Faas Since 1857 

NAME . . 

aDoRess | BGR UCLUEE KLEIN & Sons 

city see good 200 BELMONT AVENUE HiCAGO 14, !LUiNOIS J 
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UBRAND NEW SAWS 


by Rockwell: 


¥ Fiat in Appeanance i Suponioe in Quality 
Outstanding Long-life Performance 


NUMBER 33: 


26” straight back, four gauge 
taper ground, two stroke bevel 
filed; handle—beech, full carved, 
mahogany stained, four nickel 
plated screws and medallion; plain 
finish, limed off. Available 5 - 
8-10 pt. Packed 4 dozen 


to « carton. “at ml ™ RETAIL 


NUMBER 22: 


26” straight back, two gauge 

taper ground, one stroke bevel 

filed; handle—beech, mahogany c 

stained, grip carved only, three ae a - 

nickel plated screws and medal- Frm % : RETAIL 
lion; plain finish, limed off. 

Available 512-8-10 pt. 

Packed “3 dozen y 

to o carton. 


a bs. so et ee 
NUMBER 11: ae Rae 49 
26” straight back, flat ground, ' \ x 4 —— e 


straight filed; handle — beech, 

mahogany stained, no carving, a . : e 

three nickel plated screws and ao a. se RETAIL 
medallion; plain finish, no liming . 7 -_ 

off. Available 5%2-8-10 pt : 

Packed twelve to a ; 

master carton. 


CKW 
ey: 
4 ~ 
Subsidiary of ROCKWELL 
ss Aj Rockwell Tools, Inc. MANUFACTURING COMPANY 
FORMERLY OHLEN-BISHOP MANUFACTURING COMPANY 
1314 KINNEAR ROAD . COLUMBUS 12, OHIO 


99 Year OF FINE QUALITY SAW MAKING 
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DIAMOND 











DISPLAY BOARD +1 


TOOL DISPLAY 


Show one of these beautiful Diamond Tool Dis- 
plays with its complete line of gleaming Diamond 
hand tools, on the floor or counter near your front 
entrance. It will sell tools . . . fast, and dress up 
your store besides. Only highest quality tools ' 
of finest drop forged steel are included. Every 
cutting edge on cutters or snips is electronically 
hardened . . . giving an extremely hard face and 
tough jaw. Diamalloy tools are for buyers of the 
best. They create repeat orders. 








Sold by 


leading v7 F 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 


jobbers 
everywhere 
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FALLs CITY. 
MINNOW BUCKETS 


TACKLE BOXES 


STRATTON & TERSTEGGE CO. 


MANUFACTURING OIVISION 


BOX 1859 LOUISVILLE 1 KENTUCKY 














the most practical working decoy DAREX 
on the market . . . the only decoy neoprene 
with all these features every hunter 
wants —" SLADBERS 
f basketball 
COLLAPSIBLE soccer balls, volley balla ie: 
SELF-INFLATING ing bags 
LIFE-LIKE 
SHOT-PROOF 
UNBREAKABLE 


One-piece ¢ 

onstruction conforms 
to exact shape of ball... no 
seams, no folds, no undue strain 


MALLARDS, BLACKS, PINTAILS, BLUE BILLS, 
CANVASBACKS and a new-type 
CANADIAN GOOSE 





oreaigeg DEWEY AND ALMY CHEMICAL COMPANY 


SECTION 
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MONTAGUE SOLID GLASS 
BAITCASTING BEAUTY... 


@ Here’s a rod to make any man proud — and a rod 
that’s making profits for dealers everywhere! It’s a 
beauty in solid glass, in 414 and 5 foot lengths for the 
medium action and 314 feet for the light action. At- 
tractively wound, this rod features many extras nor- 


mally found only in more expensive tackle. 


Model 3G7 retails for $6.95. Other solid glass baitcast- 
ing rods range from $5.45 to $15.25. And the popular 5 
foot Holloglass Model 3-3 bait-casting rod is marketed 
to sell at $7.95. 


To help you sell, over 100,000,000 people will see 
Ocean City-Montague consumer advertising this year! 


A FAVORITE COMPANION... 
MODEL 1600 OCEAN CITY 
LEVEL WIND REEL 


e Anall-metal sensation! One of the finest moderately 
priced reels ever manufactured. Light in weight... 
only 7 ozs. . . . the side plates and spool flanges are of 
aluminum. Level wind mechanism has trouble-free 
hardened steel pawl and protective cap; anti-backlash 
control. Line capacity 100 yards of 15 pound silk 
or nylon. Retails at $5.95. 


Write for Free Reel Catalogue. Dept. C 
- ' OCEAN CITY REELS 
Montague Rod & Ree! Co. Ocean City Mfg. Co. 
> Montague City, Mass. Phila. 34, Pa. 
; ONTAC 
leis Y-AF WORLD LEADERS IN RODS AND REELS 


- no : — 








strain 
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“UTILITY” 


Sattrr ott Can Opener and Bottle 


Opener with 


® Here’s the new Vaughan 
chrome plated canopener that 
sells on sight. Bright red plas- 
tic handle, plus “safety roll’’ 
feature, makes it a must for 
colorful kitchens. Effortless 
and safe to use, it rolls the edge 
smooth as it holds and opens 
square, round or oval cans. 


VAUGHAN MFG., CO. 
3211 Carroll Avenue ¢ Chicago 24, Ill. 


plastic handle 





Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. 

Made of heavy gauge steel, 
brightly chrome plated, with 
molded plastic handle. 
Individually boxed.’ 





World's Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


Half. Century of Quality and Service 
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IF IT'S 


BULL DOG 


IT WILL 


HOLD! 


PICTURE HANGERS 
PICTURE WIRE 

CUP HOOKS 

PUSH PINS 

DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 


FRICTION CATCHES 
SASH LOCKS 
COIL WIRE 


SOSTON, 





c.n.T ATE co. yy 


MASSACHUSETTS —U.S.A. 


GILBERT PLASTICS @ GILBERT PLASTICS @ GILBEe, 





Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen ... all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored .. . 
easily identifiable. The GILBERT UTILITY BO 

is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 


designs for each size. 
PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No | eee hinges to snag clothing 
or foul lines. ncealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 





Plastic boxes made to 
your specifications. 


e 
G : L f E x T PLASTICS CORP. @ HILLSIDE, N- >” 


EXTRA EYE AND SALES APPEAL 


HARDWARE DISPLAY 


ASSORTMENTS 
ON REVOLVING STANDS 


° 
Cr pert PLASTICS @ GILBERT PLASTICS @ SDILSVId ,uastioesoissY™ 











Complete assortments of 
hardware and revolving . 
stand all packed in one ¥ 
carton quickly set up 
ready te go to work. The & 
hardware assortments are “< 
packaged in Plastic bags 
that always stay “fresh” 
and clean. Mounted on 
Larson Red Merchandise 
Cards. 


They're attractive! 
They're colorful! 





They sell! 

Write for colorful [ 
literature on 

Larson's Hardware No. AS-7 Assortment 
Assortments Wire Goods 


CHAS. O. LARSON CO. 
STERLING « ILLINOIS 
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4 OUT OF 5 
ARE RED-HOT 
PROSPECTS FOR 
‘AMER-G/IS 
FILTERS! 


rR 















The 
HOSPITAL WHITE 
Filter 


Remember, of all the warm air furnaces now being 
installed, 4 out of 5 are forced air units. Added to these 
are the 4 million forced air furnaces already in operation. 
Cash in on this huge market by selling AMER-g/as Filters. 
Set yourself up to handle the post-Christmas volume two 
easy ways: 1. Remind your customers that they need filters. 
2. Be sure your stock of AMER-glas Filters is ready for the 
demand . . . send for the AMER-glas profit story, today! 
















LET US SHOW YOU HOW TO 
MAKE MONEY WITH AMER-G/s.. - 


HEBER EX BREE Ree OH 





AMERICAN AIR FILTER CO., INC., 435 Central Ave., Louisville 8, Ky. 


Please send me complete information on AMER-glas Replace- 
able Air Filters. Tell me how | can get free selling aids. 


NAME. — 


ws 

8 

| 

Grgmeted product of mm iideos, : -- 
| 

a 

4 














ais: Aw Bitter — 


CITY. 0 eee 
COMPANY, INC. 


BARRE SC ECE BESS C8 
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— Boxee 


GAS HEATERS 


FOR EVERY CUSTOMER 








WALL INSERT 


Royal Wall Insert Heaters 
are ideal for bathroom or 
other small rooms. Inner unit 
and louvers of Armco Alumi- 
nized Steel. Extra easy ‘to 
install. Shown here Model 
1202, 8000 B.T.U., Front 
1814," x 20", Depth 334". 
Other sizes ovailable. 


















GAS LOGS 


Remarkable replica of 
real oak logs. A fa- 
vorite all over the na- 
tion. Two sizes avail- 
able: 22,000 B. T. U. 
(20'' wide) and 
30,000 B. T. U. (24" 
wide). Delivered  se- 
curely packaged with 
3 orifices, for Natural, 
Manufactured and LP 
Gas. Andirons at extra 


cost. 








VENTED 
CIRCULATORS 


Luxuriously finished in 
baked-on enamel. Extra 
sturdy inner construction. 
Available in 20,000, 40,- 
000 and 60,000 B.T.U. 
sizes with and_ without 
radiants, 





WRITE TODAY for illustrated folders and 
name of your nearest Royal distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 


QUALITY. ..c8S INCE 1891 
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OUTSTANDING QUALITY 
IN 










Get your big share of the dust 
pan business. Feature and sell the 
Fulton Line. Top quality and fast 
selling. 


THE KITCHENETTE PATTERN 


Today's modern line. It's dainty, 
attractive and efficient. Sturdily 
constructed and will stand “lots 
of use". Made in hooded and 
open pattern. 


® Colors—Black enamel, 
Red or green 


® Size-10/2" x 734" 


See your jobber or write 
today for colorful litera- 
ture on the Fulton Line. 


PATENT NOVELTY CO. 
FULTON 12, ILLINOIS 


Dept. HA 














.. . by Edlund beat 
up sales and do a 
better beating job for 
the customer. Nation- 


ally advertised. 


Replacement guar- 
antee. 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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Pilsner— 

“Jim Haw- 
kins’ Fight 
for Life’’ 





on the 
Stockade” 
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and West. 
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Here’s your newest 


Libbey profit-maker 











<> 
Pilsner— Wine glass— Cocktail— Cordial— 
“Jim Haw- “Blind Pew at “Pirates Aban- ‘‘The 
kins’ Fight the Admiral doned on Treas- Good Ship 
for Life’’ Benbow”’ ure Island’’ Hispaniola”’ 
-——> 
—_— 
* 
tet 
—s =z 





Hi-Ball— Old Fash- Sour—““Jim_ Jigger— 
“Long John ioned—*‘Dis- Hawkins ‘‘Boarding 
on the Silver, the covering the in the the 
Stockade’ Sea Cook’’ Treasure”’ Apple Barrel’ Ship’’ 






Libbey “Treasure Island” 
Hostess Sets are beauti- 
fully pre-packaged 
Stemware about 
$5.50* for box of 
eight; Tumblers 
about $3.50* 

for box of 

eight. 


Jiggers about $1.25* for box 
of four *Suggested retail price. 
Prices slightly higher in South 
and West. 
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“Treasure Island 


















HOSTESS 
SETS 


Just in time for your fall gift promotions 


Here’s the newest addition to Libbey’s 
popular, prohtable Hostess Set line— 
it’s one that’s bound to be popular 
with your customers. 


The tumblers and stemware in this 
complete beverage service set are dec- 
orated with scenes from Stevenson’s 
famous novel. Colors are permanent, 
and crowning each glass is a sparkling 
rim of 22-kt gold. 

“Treasure Island” Hostess Sets are 
beautifully prepackaged in handsome 
Treasure Map gift boxes. They’re easy 
to wrap, easy to handle, easy to build 
into eye-catching selling displays. 

Your customers know the name 
Libbey means quality in glass 
know the famous Libbey guarantee: 


IBBEY GLASS-+hitar § 


esTasiisuend 1818 


“A new glass if the rim of a Libbey 
‘Safedge’ glass ever chips’. ill 
know these Hostess Sets from our big, 
full-color page in November Sth LiFe 
and our advertisement in the special 
gift section of November FoRTUNI 


Make your display plans now and 





be ready for the coming 





gift-buying season. 








To order: 
Contact your 
Libbey Glass 
distributor 
now ...or write 
direct to 
Libbey Glass, 
P. O. Box 1035, 
Toledo 1, Ohio. 





LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 
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People who know quality ask for 
Griffin Hack Saw Blades 


HEY know that for a straight clean cut, even under 

the worst conditions, Griffin is the blade to buy. Your 
customers will also like the long life no other blade can 
equal. 


G. W. Griffin Co. has been making hack ae? 
saw blades since 1880. The knowledge ~ 

and experience of over 70 years of manu- xe* 
facturing goes into every Griffin Hack <°” 


Saw Blade. 


Griffin Blades are 
available in High 


Speed Molybdenum git? 
or Standard Steel, et Cc 
hand and power sizes. .on" 
: git 
ess O 
tind shorn 
Las 


G.W. GRIFFIN CO. 
Franklin, New Hampshire 


Sales Agents 


JOHN H. GRAHAM & CO. INC. 


105 Duane Street, New York 8, N. Y. 


Letters to the Editor 


Co-Op Tax Protest 





Editor's Note: The following is 
a letter sent by a Chamber of Com- 
merce of a relatively small town in 
New Jersey to various members of 
Congress to express an opinion on 
the recent tax bill. Copies of the 
letter were sent to Sen. Hendrick- 
son of New Jersey, Sen. Robert 


| Taft and HARDWARE AGE. We are 


publishing the letter here as a sug- 
gestion of another way in which 
dealers can make the voice of re- 
tailers heard in Washington. Keep 
up the work. 





Hon. Robert Hendrickson 
Dear Sir: 

Seventy members of the Mays 
Landing Chamber of Commerce, 
their families, their employees and 
their families strongly object to 
any additional taxes. In voicing 
this objection, they have in mind 


| the great number of corporations 


who pay no tax. The small busi- 


| nessman who does pay taxes, and 


is willing to pay taxes, must com- 
pete with these tax-exempt groups. 
We, the merchants of a small 
town, find it especially tough to 
compete with the Co-Ops, who we 
believe should be taxed the same 
as any other merchant. You no 
doubt are aware of the large num- 
ber of small merchants in New 
Jersey who are vitally interested 
in your actions on this subject. 
Very truly yours, 
W. V. Currier, 
Secretary 
Chamber of Commerce, 
Mays Landing, N. J. 


Thank You, Sir 
Dear Sir: 
I wish to thank you for the re- 


| port in your Nov. 1 issue of my 


comments at the recent Wholesale 
Hardware Convention in Atlantic 
City. Would you be good enough to 
send me a copy of this issue for my 
personal files? 
Yours very truly, 

Joseph Sloss, Jr 

Sloss & Brittain, 


| 100 Potrero Ave., 
| San Francisco 1. 
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A Bell Ringer 
Dear Sir: 

While we have been receiving 
HARDWARE AGE regularly, for some 
reason or other the Nov. 1 issue 
seemed to me to have more “oomph” 
than usual. I realize that a goodly 
portion of the material in the issue 
had to do with the Atlantic City 
Convention, but it seems to me that 
the whole layout rang the bell in a 
big way in this issue. 

Yours truly, 
Bert J. Clark 
Bert J. Clark Co., 
Kansas City, Mo. 





Editor’s Note: We appreciate your 
comments, Mr. Clark. A number of 
readers have had kind words for 
the Convention issue, all of which 
makes us the more anxious to do a 
still better job. 


CPR-7 


Dear Sir: 

We have been advised that you 
can furnish us with copies of the 
authorities issued to hardware 
manufacturers under CPR-7. . 

Yours very truly, 
H. H. Hughes 
Chapin Co., 
Myrtle Beach, S. C. 








Editor’s Note: We are sending you 
a copy of CPR-7, together with 
amendments. This order covers 
pricing at the retail level, not the 
manufacturing level. Some sec- 
tions, however, cover the authority 
given to manufacturers, for e2x- 
ample, to establish Fair Trade 
prices. 


40 Years of Hardware 


Dear Sir: 

Can you tell me where I can 
obtain a copy of the book pub- 
lished by you in 1924 entitled “40 
Years of Hardware,” by Saunders 
Norvell? 

Yours truly, 

H. T. Scarborough 
E. R. Porter Hardware Co., 
Dothan, Ala. 





Editor’s Note: This hardware 
classic has been out of print for 
some time now, and we have long 
ago exhausted our supply. Perhaps 
some reader would consider sell- 
ing his copy of this book to Mr. 
Scarborough? We suggest you 
write directly to Mr. Scarborough 
if you'd like to discuss this with 
him. 





Rugged Equipment like 
White trucks Require 


TOUGH TRIPLEX 


FAS TEN ER S 


White Trucks built to haul heavy concrete mixing machines, have to stand 
up under rugged punishment. Every effort must be made to assemble the 
component parts to withstand the heaviest pounding over rough roads, 
curbs and obstructions. 

That's why TRIPLEX threaded fasteners are also used to assure maxi- 
mum dependability with surplus holding power. This is another typical 
case where TRIPLEX for Toughness delivers the goods. Write for catalog 


ec 


Machine Bolts 


and wall chart for easy ordering. 


7hke TRIPLEX SCREW @. 
5317 Grant Ave. Cleveland 5, Ohio 







Semi-Finished Nuts 





Cop Screws 





Set Screws Cerriage Bolts 





TOUGHNESS 


BOLTS, NUTS AND RIVETS 
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TOYS 


a year ‘round profit opportunity 


a seasonal toy display brings only 

seasonal profits ... that’s why more hardware 
dealers are treating toys as a 52-week- 
a-year, traffic-building, profit-making line 


rY\HOUSANDS of hardware dealers throughout the 

| nation are now ringing up good profits from toy dis- 

plays. In a few weeks’ time, many of these toy dis- 
plays will be dismantled. Why? 

Why should a hardware dealer limit his toy profits to 
the all too limited Christmas selling season? Many alert 
dealers have found that toys can be profitable 52 weeks of 
the year. They know that toys will build traffic, attract 
new customers and account for good profits themselves. 

Merchandising authorities report an increase in the 
number of hardware stores that maintain displays of 
toys throughout the entire year. Child specialists and 
well informed parents realize that toys are an essential 
factor in a child’s growth and physical and mental devel- 
opment. They know that scientific attention is being 
given to making toys both educational and entertaining. 

And the alert hardware merchant realizes that toys 
are profit and traffic builders throughout every year. He 
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knows that there are many occa- 
sions, in even the most modest 
homes, which call for gifts for the 
youngsters. Birthdays, holidays, 
Valentine’s day, school closing and 
school opening, are just a few toy 
gift occasions. 

Toys are top ranking gifts to 
amuse children who are ill or con- 
valescing, reward those making 
good school marks, express appreci- 
ation for helpfulness in the home 
or help them in their school or 
spare time projects. 

The merchandising of toys is 
neither difficult nor expensive. If 
the hardware dealer neglects to of- 
fer toys, throughout the year and 
without regard to the season some 
other merchant will. Every time a 
prospective customer visits some 
other type of store in your com- 
munity he is likely to buy other 
wares that he would normally buy 
in your establishment. 

There are just a few simple keys 
to toy profits: 


(1) Keep a 12 months a year 
display; (2) advertise your toy 
section; (3) know your age groups; 


(4) maintain complete stocks and 
(5) have a toy specialist. 


SALES KEY No. 1 


Display 12 months a year. A 
permanent display of toys should 
be part of your coordinated around 
the calendar merchandising plan. 
Wherever the display is located 
there should be signs in at least 
one window and close to your main 
entrance to call attention to the 
department. 

“very item in your toy depart- 
ment stock should be represented 
by at least one sample on display. 
All items should be plainly price 
marked, with careful attention to 
groupings by age and type. 

Special attention should always 
be given to seasonal demands for 
various types of juvenile goods but 
without neglecting those items for 
which there is no set season— 
games, books, construction sets, 
dolls and related lines, electric 
trains and accessories. It is de- 
sirable, space permitting, to have 
a working electric train display. 
SALES KEY No. 2 

Advertise your toy section. The 


hardware dealer having a regular 
advertising contract with news- 





papers or radio stations would do 
well to feature some of the best 
sellers in his toy department at 
various times of the year. Adver- 
tising toys around Christmas time 
is a must. They should also be ad- 
vertised, prior to Easter vacation, 
just before summer vacation, im- 
mediately after summer vacation 
and at times tying in with local 
celebrations or anniversaries. And 
window display tie-ins will help to 
supplement these ads. 

Some merchants keep track of 
the birthdays of youngsters in 
their area. When you know a 
youngster’s birthday is approach- 
ing a card or phone call reminding 
the parents that you have toys in 
his or her age group can pull addi- 
tional business. Other dealers use 
classified ads as a constant reminder 
of their well stocked year ’round 
toy departments. 


SALES KEY No. 3 


Know your age groups. Inter- 
ests and aptitudes of children vary. 
However, certain basic principles 
will help adult customers to prop- 
erly select toys suitable for various 
age groups. Toys of intense inter- 
est to a two-year old would bore 


Typical of toy dis- 
plays at C. C. Col- 
lins & Son, Inc., in 
Madison, Wis., is 
this showing of toys 
having, in most in- 
stances, as much ap- 
peal in one season 
as in another. 
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Vivroux Hardware in 
Seguin, Tex., shows 
wheel goods, games 
and dolls where 
there's ample room 
for demonstration 
and examination. 


a four-year old and might not even 
attract the attention of a year-old 
baby. 

In How to Sell Toys — A Sales 
Manual for Toys and Playthings, 
the Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave, New 
York City, divides toy interests 
and needs into six groups: Infancy 
to two years; nursery school age— 
two to four years; kindergarten 
age—four to six years; six to eight 
years; eight to 10 years, and 10 
years and over. Copies of the man- 
ual are available for you and your 
staff at no charge. 

For the nursery school age toys 
should be large and simple to avoid 
strain on the eyes and muscles. In 
the kindergarten age children begin 
to enjoy playing simple games to- 
gether. Boys and girls start to 
have different play interests be- 
tween the ages of six and eight. 
For most youngsters interest in 
hobbies begins between their eighth 
and 10th years. 

Intense interest in sports—base- 
ball, handball and other games— 
starts among youngsters before 
they reach the age of 10. Many of 
them are thus well on their way to 
becoming good and long-time cus- 
tomers for a variety of sporting 
goods items. This tendency makes 
it desirable for locating your toy 
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and sporting goods sections close to 
each other. 
SALES KEY No. 4 

Have complete stocks. Many 
hardware dealers with all year toy 
departments constantly buy and 
receive new items which they place 
on sale immediately. This serves 
to tell their trade that they are 
alert as to new merchandise and 
helps keep their toy sections ever 
fresh in appearance. Some dealers, 
who greatly condense their toy dis- 
plays, after Christmas, use sample 
displays for bulkier items, other 
than at Christmas time. In the 
case of games they have one price 
marked sample, wrapped in cello- 
phane. Dolls, stuffed toys and other 
items which can become shopworn 
from excessive handling are shown 
in glass cases or wrapped in cello- 
phane. 

Dealers using syndicated toy 
catalogs, at Christmas time, would 
do well to analyze the sales of items 
in the catalogs used this Christ- 
mas. They will have a guide as to 
the toys, games, dolls, books and 
wheel toys that should be in the 
departments’ stock for the entire 
year. They can follow a like idea if 
using a consumer catalog supplied 
by their wholesalers. 

Your wholesale toy sources can 





assist you in planning a _ proper 
stock for setting up a year ’round 
toy department. The Toy Guid- 
ance Council booklet, Development 
Through Play, offers suggestions 
as to the selection of the proper 
toys for a child of any age. Dealers 
operating under the Toy Guidance 
Council’s franchise plan are offered 
colorful signs briefly outlining the 
different classifications of toys for 
boys and girls of various ages. 

As toys become shopworn they 
should be marked down for quick 
clearance or donated to a church, 
school or charitable institution. 
Nothing can rob an otherwise neat 
and inviting toy department of its 
sales pull so quickly as the pres- 
ence of shop worn merchandise. 
SALES KEY No. 5 

Have a toy specialist. At least 
one member of your staff, regard- 
less of other duties, should be as- 
signed the job of thoroughly study- 
ing the matter of proper selection 
of toys for different ages. That 
salesperson should be a specialist 
in toys and should be encouraged to 
study all available toy catalogs and 
literature on toys for youngsters of 
all ages. Your toy specialist should 
have a working knowledge of the 
rules for games you add to stock. 
He or she might well be asked to 
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assist in selection of new merchan- 
dise for the department. 

If your store is within reason- 
able distance of large toy shops or 





department stores your toy special- 
ist would do well to frequently visit 
those establishments to check on 
their selling technique and to note 
what they are featuring. 

In the following pages are case 
histories on the methods used by 


four hardware dealers who profit- 
ably operate toy departments on 
a 52 week a year basis. Each of 
the concerns has ideas that your 
store can follow or adapt. You can 
use their ideas regardles of the 
size of community you serve. 


Case History No. 1 





Toy Advertising 
Must Be Consistent 


All of Landwehr’s advertising calls 
attention to firm’s 12 months of the 


year toy department. 


Toys account 


for half of store’s annual volume 





Miss Katherine Landwehr with her stock of chairs and tables 
that provide good sales to churches, schools and nurseries. 
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Toys are sold throughout the 
year at Landwehr Hardware, 826 
Madison St., Covington, Ky., be- 
cause Miss Katherine Landwehr 
never ceases promoting them. All 
of her ads in local newspapers and 
church bulletins carry the line, 
“Toys the Year Around,” just above 
the firm’s signature. This is true 
whether the advertisement con- 
cerns jugs for summer picnics or 
supplies for fall painting. 

The store shows a stock of from 
$10,000 to $12,000 in toys and fully 
half of its display room, 42 by 90 
ft., is devoted to playthings 
throughout the year. This has been 
Miss Landwehr’s policy in the 20 
years she has operated the store 
which her father founded 40 years 
ago. 

Bernard Landwehr, a native of 
Germany, early impressed upon his 
daughter the fact that almost any 
American children are able to en- 
joy toys that only the real wealthy 
may have in Europe. Mr. Landwehr 
promoted toys and his daughter 
continues doing so, firm in the be- 
lief that they are a good year 
’round line for a hardware store. 

Says Miss Landwehr, of her big 
toy stock, “At one time people pur- 
chased large toys, only at Christ- 
mas. Now they buy tricycles, coast- 
er wagons, scooters and other whee! 
goods, chiefly in the seasons when 
they can be used. People buy wheel 
goods for Easter, for birthdays 
and at other times.” 

Time and again Miss Landwehr 
has had customers who may not 
spend more than $20, in a year, for 
her hardware lines, think nothing 
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Does this look like a Christmas 
stock? It shows a portion of 
the store's stock last April. 


of buying $30 worth of toys at one 
time. She finds a good volume in 
toys intended for youngsters who 
are ill. 

She numbers among her toy cus- 
tomers many who first patronized 
her father, as long as 40 years ago, 
and now come to the store to buy 
toys for their own youngsters or 
grandchildren. Among her regular 
customers for juvenile equipment 
are churches, nurseries and Sunday 
Schools, which buy tables and 
chairs as well as toys and games 
for various events. Her 52-week 
toy department inventory equals 
about one-third of the entire store’s 
stock. Toy volume, most years 
matches the store’s combi hard- 
ware and housewares salés. 








Case History No. 2 


Separate Shop Helps 
Christmas Volume 


How Vivroux’s separate-around-the 
calendar toy department is a big 
factor in increasing its Christmas 


volume in juvenile goods 


Toys are a line that build profit- 
able traffic and increase the volume 
of the Vivroux Hardware at 101 
Austin St. in Seguin, Tex., through- 
out the year. Operation of a separ- 
ate toy shop across the street from 
the main store has been the source 
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of a good increase in annual volume 
and has also boosted the firm’s 
holiday toy sales. 

Until the opening of the toy shop 
three years ago the firm had con- 
fined its toy merchandising to the 
Christmas season. And they were 


a profitable line for the company. 

Says Mr. Vivroux, “There is a 
year ‘round demand for toys, and 
if the hardware dealer is not set up 
to cash in on this demand, he loses 
in more ways than one. Investiga- 
tion showed us that many of our 
regular customers were buying 
their Christmas toys in other 
stores. They did this without think- 
ing; they had been in the habit of 
buying toys in other stores. When 
out to buy toys they often saw 
things, in other stores, that they 
bought on impulse. Sometimes they 
noted things they returned to buy 
at some other time.” 

Before the Vivroux firm operated 
its permanent toy display its em- 
ployees had to do considerable 
shifting of merchandise displays 
in order to put in its Christmas 
showings of toys. After Christmas 
another big shift was formerly re- 
quired incident to removal of the 
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toy department. With its year 
‘round toy department this extra 
work is avoided, And profits are 
increased by the operation of the 
department on a 12-month basis. 

As the concern’s toy department 
is the only one operated by Vivroux 
Hardware that caters to young- 
sters, its importance goes even 
beyond that of current sales. Says 
Mr. Vivroux, “We want these chil- 
dren to get to know us and to grow 
up with us. They will be tomor- 
row’s best customers. 

“Generally speaking, toys are im- 
pulse items and they must be dis- 
played so that a customer can see 
them at a glance. For example, a, 


customer coming in for a doll might 
also buy extra doll clothes, a doll 
buggy or doll blankets if she sees 
them properly displayed.” 

As for bicycles he maintains that 
one model of a kind is not suffi- 
cient. There must be as wide an 
assortment as to both models and 
colors as possible. Although only 
one or two units of a particular 
model will be on display the store 
will stock as many models and 
colors as possible. 

The toy center’s complete and 
varied stocks include children’s 
books, wheel goods, phonograph, 
records for children, games, dolls 
and doll buggies, furniture and 





Above—A youngster evinces interest in a toy pistol. At 
Vivroux's, holsters and other fixin's are also shown him. 


Left—While a young girl displays interest in a doll 
pram and folding chair, a boy discusses bikes nearby. 


mechanical trains. Trains are sold 
mostly to “youngsters” from 45 to 
70 years of age. 

Outlining the merchandising prin- 
ciples othe toy center, Mr. Vivroux 
states, “We follow the trade publi- 
cations carefully for new items. 
We want to be first with new 
items to hold our prestige. We 
don’t want to overstock with slow 
movers. Salesmen are another good 
source of information as to what 
is currently popular in the terri- 
tory. After a certain toy has en- 
joyed a steady sale, we seldom re- 
order it. Cheap toys are sought in 
variety-type stores and we do not 
try to compete with them.” 


Case History No. 3 





Feature Quality Toys 


Baker & Roof’s advertising and display 
tie in to constantly sell better toys 


Quality toys are the top sellers 
in the all year toy department of 
Baker & Roof in Springfield, Ohio, 
because they are featured in dis- 
plays and advertising. Bob Baker 
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and La Mar Roof lose no oppor- 
tunity to tell parents of the im- 
portance of quality toys in the edu- 
cation of their youngsters. And 
their emphasis on quality merchan- 


dise pays dividends throughout the 
year. 

As in its other specialties the 
firm’s constant reference to the 
quality angle is a good and profit- 
able sales builder. Mr. Roof, who 
was an instructor in the Army dur- 
ing World War II, stresses at all 
times the fact that the mechanical 
knowledge gained by youngsters in 
their play with high quality Ameri- 
can toys was a big aid in helping 
them to handle heavy military 
equipment. Further he points out 
that the use of toys having peace- 
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time applications and tied to vari- 
ous. hobbies helps in developing 
good future adult citizens. 

By spending 2 per cent of its an- 
nual sales volume on newspaper and 
catalog advertising the firm at- 
tracts considerable traffic. With its 
ample parking facilities on the out- 
skirts of Springfield the firm at- 
tracts shoppers from a wide sur- 
rounding area. Since their park- 
ing problems are easily solved many 
shoppers have a tendency to browse 
in the store and thus have ample 
time to see the year ’round toy sec- 
tion. 

Although toys sell better in the 
weeks prior to Christmas than at 
any other time of the year a very 
good volume is sold throughout the 
rest of the year. In the first four 
months of 1951 extra toy traffic 
played an important part in boost- 
ing the store’s volume by 30 pct. 
The firm’s average toy inventory— 
other than at Christmas—is about 
$3,500. For the Yuletide selling 
season that inventory is increased 
to $10,000. 

Among the store’s best selling 
toys in 1951 was a line of authentic 
model autos — Fords, Studebakers, 
Pontiacs and Plymouths, priced at 
$2.25 per unit. By the middle of 
the year 2000 of these toys were 
sold at the store. Currently the 
firm is successfully featuring a line 
of remote control cars as advertised 
on TV programs. ; 

Interesting is the store’s perma- 
nent toy display shelving. The 
partners bought $60 worth of mill 
rabbeted one inch board and used it 
to build a 16 by 7 ft. toy rack along 
one wall. Messrs Baker and Roof 
used an electric drill and an electric 
screw driver to build the unit. All 
shelving is 24 in. deep with the bot- 
tom shelves being alternately 30 and 
36 in. high. These shelves hold 
guns, sweepers and other tall toys. 

Visitors to the store are also at- 
tracted by two 2 by 12 ft. Toy Selec- 
tion Guide streamers prominently 
displayed above the store’s year 
’round toy stocks. Briefly outlined 
are the types of toys in six age 
groups: for infants up to 1 year; 
for toddlers—1 to 2 years; pre- 
school age—2 to 4 years; early 
childhood —5 to 7 years; inter- 
mediary childhood—7% to 9% 
years and advanced childhood—10 
years on. 

Copies of the Toy Guidance Coun- 
cil’s book, with the firm’s imprint, 
were distributed prior to last 
Christmas in local school yards. 
Youngsters, 10 years of age or 
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Bob Baker, one of the partners, prices toys. He is shown 
next to the shelving he and his partner built. 
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One of the Toy Selection Guide posters, shown above, used 
to help parents buy the right types of toys for their children. 
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La Mar Roof examines one of the current best sellers. 
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older, visiting the store were also 
given the illustrated catalog. Many 
youngsters or their parents visited 


the store prior to Christmas and 
during the first four months of 
1951 with these catalogs in their 
hands. 

Reasoning that youngsters want 
and need toys the year ’round, and 
that as part of their mental and 


physical development they  con- 
stantly want a variety of toys, the 
firm features a selection sufficient 
to cater to these varying needs. Its 
toy display is, in fact, one of the 
most prominent in the entire es- 
tablishment. 


Case History No. 4 





Toys Pull 


Profitable Traffic 


Collins in Madison, Wis., pulls traffic 
throughout the year to its mezzanine 
toy department 


Installed about five years ago to 
build traffic and pull in more trade 
from the west side of the city the 
second floor toy department of C. C. 
Collins & Son, Inc. in Madison, Wis., 
has been highly successful. Quality 
toys are featured in price brackets 
to meet all types of demand. 

The firm, which operates a hard- 


ware store and lumber yard, de- 
votes a 30 by 30 ft. area to its 
permanent toy displays. Located 


about two miles from the heart of 
Madison the Collins store has a 
good parking lot and about 95 pct 
of its customers come by car. Al- 
though the store’s trading area 
encompasses communities within a 








Stuffed toys and higher quality wheel toys get attention in the wall units in this portion 
of the department. Note fluorescent lighting in the wall and provision of ample room for 
the inspection of merchandise. 
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25 to 30 miie radius there are many 
people from more distant points 
who are good customers of the toy 
department. 

Traveling salesmen from such 
distant points as Duluth and the 
Twin Cities are among the depart- 
ment’s regular customers. One such 
customer stops off in the toy de- 
partment at least four or five times 
in the course of a year. Visitors 
from Canada frequently shop the 
toy section. The firm ships toy pur- 
chases, in special gift wrappings, 
to numerous points in Wisconsin 
and surrounding states. Toys have 
even been shipped to Alaska. 

The second floor display is 
reached by a neat and well lighted 
staircase. The wall along which 
the stairway runs is decorated with 
several juvenile figures in color and 
a neon sign near the steps calls at- 
tention to the complete toyland up- 
stairs. 

From the early part of Septem- 
ber until Christmas a first floor dis- 
play of electric trains is shown on 
the main floor. During the pre- 
holiday season much of the window 
display space is devoted to toys. In 
other months it is not uncommon 
for at least one window to be given 
over to toys. 

Toys for beach and outdoor use 
are given advertising space in a lo- 
cal newspaper during the summer. 
From early in September to late in 
December toys are given newspaper 
space three or four times each 
month with space running from 3 
columns by 10 in. to as much as half 
a page. Toys advertised, for Christ- 
mas 1950, as an example, were 
priced from as little as 10 cents to 
as much as $79.50 for electric 
trains. 
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What is probably the biggest gen- 
eral toy promotion ever staged for 
independent dealers is reaching a 
successful climax in Philadelphia as 
you read this article. 

This promotion combines in one 
sharply-focused selling impact prac- 
tically all the promotional media 
available today for a modern mer- 
chandising effort. 

Included in this impressive sell- 
ing effort are a colorful consumer 
toy catalog for either direct mail or 
giveaway use; a newspaper edito- 
rial feature; full page newspaper 
ads, a radio program, a prize con- 
test, and bus, truck, streetcar and 
newsstand plugging. The promotion 
carried a single theme throughout 
every phase of the program to tie 
each activity into a complete pack- 
age. 

The results to date, while not 
complete, have forcibly demon- 
strated that a centralized promo- 
tional effort, employing skilled tal- 
ent, can help independent dealers 
achieve the promotional impact 
usually limited to big city stores 
and chains. 

This outstanding toy promotion 
effort is the Billy and Ruth promo- 
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small store 


TOY PROMOTION 


with big store impact 


... that's the quick story of this 
year’s Billy and Ruth promotion 
in Philadelphia. Here are the 
details of this outstanding toy 
merchandising program. 


tion in Philadelphia, sponsored by 
Supplee - Biddle - Steltz Co., hard- 
ware wholesalers. 

The Billy and Ruth toy promo- 
tion in Philadelphia is the brain- 
child of the merchandising-minded 
president of Supplee-Biddle-Steltz, 
Wm. Geo. Steltz. 

Mr. Steltz has two very strong 
opinions: One is that there are 
large profit potentials in toys for 
independent dealers. The second 
opinion is that to be able to realize 
these profits, dealers must have the 
assistance of the type of merchan- 
dising usually limited to the promo- 
tion budgets of big stores and 
chains. 

The Billy and Ruth promotion de- 
scribed in this article represents 
Mr. Steltz’s effort to provide a real 
hard-hitting merchandising pro- 
gram that an independent dealer 
can use to increase his toy sales. 

Foundation of the Philadelphia 
toy promotion is the Billy and Ruth 
Toy Book. This is a colorful 48- 
page consumer catalog with wide 
age appeal and well known brands. 
A story theme runs throughout the 
book to the effect that the toys in 
the book were carefully selected by 


. big store promotion for 
small stores. 





WM. GEO. STELTZ 
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two typical American youngsters, 
Billy and Ruth, who visit Santa 
Claus. While at Santa’s North Pole 
workshop they inspect every toy 
he has, and pick out about a hun- 
dred of the best and these are listed 
in the Billy and Ruth Toy Book. 

This book is available to dealers 
with their name imprinted for 
either direct mail or store give- 
aways. 

When a dealer joins the Billy and 
Ruth promotion by buying a quan- 
tity of the toy books, he receives 
a four-color decal to put in his win- 
dow, identifying him as an “Au- 
thorized Dealer for Billy and Ruth 
Toys.” 

In addition to toy listings, the 
Toy Book features, on the inside 
back cover, a prize contest in which 
nine puppies and 5000 other prizes 
are awarded for the best letter on 
the naming of a puppy. The entry 
blank for this contest requires 
noting the Billy and Ruth dealer’s 
address. There are other interest- 
ing aspects of this Toy Book that 
we will return to later. 


But, to continue with the Phila- 
delphia promotion, the next phase 
in the promotion, after the books 
are distributed, is an editorial feat- 
ure in the Philadelphia Daily News, 
entitled, “The Adventures of Billy 
and Ruth.” This column (see illus- 
tration) runs every day for 45 days 
prior to Christmas and features the 
same pictures of Billy and Ruth as 
appear in the Toy Book. 

This column tells all about Billy 
and Ruth’s visit to Santa and how 
they selected the toys. It also tells 
of their return to their home and 
of a series of visits they make to 
toy factories to see how the toys 
they selected are made. The column 
contains the actual names of the 
plants they visit and their execu- 
tives. The plants visited are those 
of the manufacturers whose toys 
are featured in the Toy Book. These 
visits to factories are combined 
with visits to points of historic or 
scenic interest, making the column 
instructive, as well as entertaining. 

While this editorial feature is 
running, a 15-minute radio program 


is also on the air, every day for 31 
days prior to Christmas. This 
broadcast is entitled “The adven- 
tures of Billy and Ruth with Pete 
Taylor, the Singing Wyoming Cow- 
boy.” This program tells of Billy 
and Ruth’s adventures with a west- 
ern flavor, songs and all. 

The daily story of Billy and 
Ruth is being aggressively pro- 
moted by the newspaper by means 
of ads (some of which are illus- 
trated here) on its delivery trucks, 
on street cars and on newspaper 
stands. Additional promotional 
pieces are carried on the delivery 
trucks of Supplee-Biddle-Steltz Co., 
and on the personal cars of their 
employees. Literally thousands of 
people each day are reminded of the 
daily column by this advertising. 

Timed to coincide with these ef- 
forts are a series of full page news- 
paper ads, some of which are 
illustrated here. Note how these 
ads continue to emphasize the Billy 
and Ruth angle and the identifying 
photographs of the two children. 
This series of ads was started with 





Newspaper column... 


Here is a sample of the editorial column that 
will appear in a Philadelphia daily newspaper 


for 45 days before Christmas. 





| voged and Ruth were up bright and early this morning. They had 


Br had helped Billy in making reservations for himself and Ruth 
and 





THE ADVENTURES OF ‘Saint Nick 
No. 1 aide 


to pack their belongings‘and gather up everything. The hotel to parents 


This & a wonderful time of the 
erry on the Wabash Railroad's crack train—The Bluebird. — year for psrents, for th: 
It left Chicago at 9 o'clock a ason when all boy: 


Newspaper ads... 







| The Ynest from Santis Pack 


BILLY Bade 





...The beliboy had brought their| ate... . The 

taxi had been called. |/00k and then brought of 
Billy hed paid his bill (that cer-| the Globe Democrat. Billy laughed 
tainly did make him feel impor- ne tel out 9 
tant) 


soon They 
‘were moving through the maze of | when Mr. Ungar paged them, 


at them, and said, .“Well, 
wether tickets were bought and/well, Billy and Ruth, St. 
On ae checked and Billy | welcomes you! I'm glad 
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When conduc! came! 

tnroush for their tickets, he told [piety Lau bm 4 
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Observation platform, which was mond reached i 
all enclosed with glass, and they | 499 909 items.” 
could see in every direction as they | piny end Ruth 
were go the countryside. |wer 

or they knew | gously impress- 
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they had had thejr breakfast.|{Tu!t and hot rolls and hot choco- dently uy become good children thai 
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had just finished breakfast 
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a traffic to the Dearborn|they were ready. Mr. Ungar| sen 
beamed 
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the influence of that jolly old 
fellow with the majestic whiskers, 
| twinkling eyes, and bulging waist- 
down 

















To get this letter for your 
youngster here's what you have to 
do. First, have your child write 
to Santa telling him whether or 
not he's been good (it’s easy to 








Secondly, clip the coupon you'll 
find om page 2 and fill in tHe) yy, 
address, 


Already we've received 

















letters 
from youngsters which fail to en- | 
pmo the cou | 






Here is an example of the full page toy ads 
that ran in newspaper. 
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NORTHWESTERN 
PRODUCTS COMPANY 
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an announcement of the puppy con- 
test, similar to that in the Toy 
Book. Responses to this first ad ex- 
ceeded 650 entries from children 
the first day. 

Then, with that promotional back- 
ground, the dealer picks up the ball 
and his success depends on how well 
he capitalizes on the program. 

While it is still too early to fore- 
cast the full effect of the program, 
early results indicate that new sales 
records are being achieved. In a 
more tangible fashion, reports of 
results at the retail level have been 
so satisfactory, that Mr. Steltz is 
convinced that the program has 
been well worthwhile. 

The Billy and Ruth Toy Book, the 
keystone of the Philadelphia toy 
promotion, was started in 1928 in 
a very small way. As a little side- 
light, the names “Billy and Ruth” 
were the names of Mr. Steltz’s chil- 
dren, who today have grown con- 
siderably beyond that shown in the 
photographs. Today the book is 
handled by Billy and Ruth Promo- 
tion, Inc., an organization of 16 


wholesalers, with Mr. Steltz serving 
as president. 

The sixteen wholesalers who are 
members of the toy book promotion 
are: Albany Hardware & Iron Co., 
Albany, N. Y.; Blatt Distributing 
Co., Los Angeles; Cullum & Boren 
Co., Dallas; Dale Products, Buffalo; 
Kipp Brothers, Indianapolis; Mor- 
ley Bros., Saginaw, Mich.; Morley- 
Murphy Co., Green Bay, Wis.; Ohio 
Valley Hardware & Roofing Co., 
Evansville, Ind.; Orgill Bros. & Co., 
Memphis, Tenn.; S. Starkman & 
Co., Chicago; Supplee-Biddle-Steltz 
Co., Philadelphia; Thomson-Diggs 
Co., Sacramento, Calif.; Tracy- 
Wells Co., Columbus; J. A. Wil- 
liams Co., Pittsburgh, Pa.; Wood- 
bury Hardware Co., Portland Ore.; 
Wyeth Co., St. Joseph, Mo. 

Distribution of the toy book this 
year totaled more than 3,100,000 
copies, going to 1400 dealers across 
the country. The Billy and Ruth 
theme... of two normal youngsters 
picking out toys .. . is carried 
through the book, ending up with 
the puppy contest. This puppy con- 


How the Newspaper Story 
Was Promoted W 


by trolley 





Consumer Catalog... 
Cover of the Billy and Ruth Toy 


the Philadelphia toy promotion. 
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Book, keystone of 
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Toy Hilden 
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Dealer identification .. . 


Dealers participating in the promotion put 


this decal in their windows. 





test gives the book unusually pene- 
trating readership, as indicated by 
the fact that last year some 60,000 
entries were received in the contest. 
As part of carrying through the 
Billy & Ruth theme, when an entry 
is received in the contest, the 
youngster receives a post card ac- 
knowledging the entry, signed by 
Billy and Ruth (and their pictures), 
with a dog, Terry, being added to 
the scene. With this acknowledg- 
ment is a reminder to make use of 
the Toy Book and the dealer whose 
name is on the front of the book. 
Some children ask questions in 


When the Neenah, Wis., Boys’ 
Brigade celebrated its Golden Jubi- 
lee in a day-long program, earlier 
this year, Wm. Krueger Hardware 
Co. had this highly decorative float 
on a trailer. The center of the 
truck had an almost full length 
sign which read, “Building Boys 
with Hobby Crafts.” Boys and 
young men riding on the trailer 
were posed as if about to use power 
and hand tools. A lad in the front 
of the trailer was clad in hunting 
outfit and held a gun from the 
store’s stock. Another youngster 
attired as a fisherman, including 
hip boots, etc., held a fully equipped 
fishing rod. 
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Contest follow-up .. . 


All youngsters entering the puppy contest an- 


nounced in the Toy Book received this post 


card. Note the continued emphasis on it 
and Ruth," and the reference to the Toy Boo 
and the dealer whose name is on the front of 


the book. 





| Dean Rae 


for one 


| Ruth and 


them from 


vacation. 





| 

Billy and I are so glad that you have joined our contest and sent a name | 

of the puppies, They are the cutest little puppies and Terry is ! 

just as anxious as we are that they have nice homes to go to when this 

magnificent contest is over, | 
| 
| 


ut I want you te look at every toy in our wonderful 1961 Book and 
just you tease Mom and Dad till they take you to the dealer whose name 
is on the front of your book - then you can see the real toys and buy 


He knows al] about us and he will help you, 


And then best of all - we want you to write to us often - we'll write 
to you, too, for we have lots of surprises for you - even on into 


Gosh, won't it be fun if you're the lucky winner} We're keeping your 
name on our record, Write to us and you will be hear 
Billy and I soon, 


ing from Terry and 


Your friends, 


Bw, Ruth se 








sending in their entries and these 
questions are answered by a per- 
sonal letter on special Billy and 
Ruth stationery. The youngster 
entering the contest also receives a 
button enrolling him in the “Billy 
and Ruth Boys and Girls Club.” A 
clever 63-page book, especially writ- 
ten for children, entitled “How to 
Raise Your Puppy,” is also sent, 
again with a reminder to be sure to 
visit your Billy and Ruth toy dealer. 

One of the outstanding character- 
istics of this Billy and Ruth promo- 
tion, a characteristic that provides 
it with intense consumer interest 





> 





and which assures it of continuing 
interest, from year to year, is the 
manner in which it is personalized 
by the constant emphasizing of the 
words “Billy and Ruth” and by 
using the same pictures of these 
two youngsters. 

The thoroughness of the Supplee- 
Biddle-Steltz promotion in Phila- 
delphia is a vivid demonstration of 
an important technique whereby a 
blue ribbon, sales making promo- 
tional impact, long limited to large 
stores and chains, can also be made 
available for use by independent 
dealers for building sales. 


Here's the float that featured Wm. Krueger Hardware Co. in the parade. 
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Here is a simplified explanation 
of how new NPA order helps hardware 


retailers get certain controlled materials 


How Retailers Use 
New NPA Allotment Plan 


Hardware retailers who have had 
difficulty maintaining working in- 
ventories of certain controlled ma- 
terials such as steel, copper, and 
aluminum, as per CMP Regulation 
1, have been given priority assist- 
ance in obtaining limited quantities 
of such items as fencing, nails, cop- 
per wire, pipe, barbed wire, and 
certain other products. 

This action was taken by the 
National Production Authority in 
Order M-89, effective Nov. - 19th, 
which permits a retailer to self- 
assign an allotment symbol (W-5) 
without filing a form. This symbol 
may be used by retailers, if they 
qualify, on purchase orders on their 
suppliers. 

Up to now retailers have not had 
any priority with which to obtain 
such supplies for resale to the 
general public (persons who buy 
for personal or household use, and 
farmers). Nevertheless, retailers 
have had to honor rated orders 
placed upon them for these con- 
trolled materials. 


© Who Is Covered? 


Order M-89 applies only to re- 
tailers and only to those retailers 
who sold any of the products listed 





Editor’s Note: Hardware dealers 
should obtain a copy of NPA Order 
M-89 from local field offices of the 
National Production Authority. If 
you have difficulty obtaining a copy, 
we will send you one. Address your 
request to the HARDWARE AGE Priority 
and Price Digest Editor, 100 E. 42nd 
St., New York City 17. Enclose a 
3-cent stamp to cover mailing cost. 
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This article tells— 


@ Who is covered by the order 

@ How to use the allotment symbol 

@ How to calculate quotas 

@ What records to keep 

@ What controlled materials are covered 


in Schedule 1 in substantially the 
same form, during the base period 

January 1, 1950 to December 30, 
1950. Those retailers can use the 
allotment symbol, W-5 and the cer- 
tification (see below) to obtain a 
particular controlled material which 
they regularly sold over-the-counter 
during the base period. 

Retailers not in business during 
the Jan. 1-Dec. 30, 1950 base period, 
or retailers who did not sell a par- 
ticular product listed in Schedule 


1 during the base period, must 
obtain written permission from 
NPA before they may use the allot- 
ment symbol. Permission is ob- 
tained by writing a letter, providing 
all the pertinent facts and referring 
to Order M-89, and sending it to 
the National Preduction Authority, 
Washington 25, D. C. 

Wholesalers, who also operate as 
retailers, may use the allotment 
symbol only for the retail portion 
of their business if they can segre- 





JOHN DOE HARDWARE CoO. 


Anywhere, U. S. A. 














Order No. Date 
Quantity Description Cost 
x Copper wire, insulated $00.00 
x Roofing naile $00.00 
x Barbed wire $00.00 


W-5 Certified under CMP Regulation No.1 and NPA 


Order M-89 Sle Boe.b 











Above is a hypothetical retailer's purchase order on his supplier for 
controlled materials. To certify this order (under M-89) all the retailer 
need do is write, type or stamp the legend, as shown above, and sign if. 














gate their retail business from their 
wholesale business. 


Where a wholesaler can establish 
his eligibility as a regular retail 
seller during the base period, but 
can’t segregate his retail business, 
he may only use the allotment sym- 
bol to obtain up to limited amounts 
of the controlled material he cus- 
tomarily sold at retail. These maxi- 
mum amounts are specified in col- 
umn 1 of Schedule 1, and may not 
be exceeded by such wholesalers 
without written permission from 
NPA. 


© How to Use Allotment Symbol 


Retailers and others to whom 
Order M-89 may apply, write 
the allotment symbol, W-5, on their 
purchase orders to their suppliers. 
Simply put on your purchase order 
the following and sign it: 


W-5 CERTIFIED UNDER 
CMP REGULATION NO. 1 
AND NPA ORDER M-89 


Retailers may hand-write the cer- 
tification, type it, or stamp it on 
their purchase orders, but it must 
also be signed by a responsible of- 
ficer or member of the firm. 

Where a retailer does not cus- 
tomarily write purchase orders, the 
certification may be made on a copy 
of the supplier’s sales order, or on 
the copy of the supplier’s delivery 
ticket which is to be retained by the 
supplier. In such cases, however, 
the retailer must also keep in his 
records a copy of the sales order or 
delivery ticket. 

Retailers may not place duplicate 
orders bearing the allotment sym- 
bol, in anticipation of cancelling one 
order upon delivery of the other. 
Insofar as possible, retailers should 
place their orders, bearing the W-5 
symbol, with their customary sup- 
plier or suppliers. While the symbol 
is not extendable by a retailer’s 
supplier, its use by the retailer may 
improve a supplier’s situation. 

Subject to the inventory limita- 
tions set forth in Section 9 of 
Order M-89, a retailer may pur- 
chase the controlled materials in 
Schedule 1, in addition to the quotas 
established under M-89, if he does 
not use the allotment symbol on his 
order for the additional material. 


© How to Arrive at Quotas 


Subject to the inventory limita- 
tions in Section 9 of M-89, retailers 
are allowed to buy in any calendar 
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List of Controlled Materials and Amounts 
That May Be Purchased on Orders 


(Schedule 1 of NPA Order M-89) 


This order does not authorize every retailer to purchase by order bearing 
the allotment symbol W-5, the amounts stated in Column 1. Each retailer’s 
purchases are limited in accordance with the inventory limitations in section 
9 of Order M-89; and if he did not purchase a particular controlled material 
in the base period, he is not authorized to use the W-5 allotment symbol to 


purchase it now. 








Maximum amount 
that may be pur- 
chased on order Percentage 
bearing the allot- of quar- 
ment symbol W-5 Controlled Materials terly base 
in a calendar period 
quarter without purchases 
determining 
a quota 
Column 1 Column 2 Column 3 
A. Carbon, stainless, and alloy steel (including wrought iron) 
ee eee (a) Bars, including tool steel and bar shapes such as angles......... 100 
(b) Sheets and strips: 
So eee Galvanized sheets and valley rolls............-+++eeeee0% 100 
RE, EEE SEE EE ETP Pee 100 
ea Tin valley rolls, painted one side. ............2eeeeeeeee: 100 
ei nchinoty sie tela SL REEDS EAL NEAT ETE 100 
ae (c) Structural shapes, such as standard lintels and beams.......... 100 
SEE ek: <cacarececcaibn (d) Standard and line pipe, water well tubular products and coupl- 100 
ings. (Includes steel and wrought iron pipe but only threaded 
couplings of the type customarily supplied on threaded pipe 
by pipe producers). : 
IE 1335s ...-| (e) Seamless and welded tubing, such as may be used for fuel lines 100 
of automobiles and stoves. 
(f) Wire and wire products: 
DE wcadeccesoee Nails, including box, common, cut, finishing, lath, plaster 100 
board, and roofing. 
$25. Staples for fencing and MOtGIAS. .....cccccccccrveccscvcccees 100 
$25.. Twisted wire, peo | as used for clothes line................ 100 
LEE eer Drawn wire, such as used for guy lines and bracing, and 100 
including galvanized used for clothes line. 
| errr Wire strand, such as used for overhead garage doors..........- 100 
EE: fe a arr rrr ere TT 100 
7a Poultry and rabbit fence wire netting.............502s0see08: 100 
ee Farm and lawn fencing and fence posts, including welded and 100 
woven wire fence. ; 
Eee Wire bale ties, including coiled wire for automatic balers....... 100 
B. Copper and copper-base alloy brass mill products 
Copper (unalloyed): 
DR istaceeneacnoar ee ee rer er re 60 
cats suio oneal (b) Sheet, strip, and rolls, such as may be used for roof patch- 60 
ing or flashing. oi 
Db wieaceees (c) Pipe and tubing, such as may be used for repairing water 60 
lines and fuel lines. 
Copper-base alloy: : 
ER Pe rer es di ts cbs cere oreetadt sasasowseeeeeeds 60 
BS Zo boc chcore wig he Se I OOD os 5.0 eb cbc nnes.c Seeds eteeeawewereon 60 
ERS: i ssp pulv mee ones hws weeewloeeeedina 60 
Copper wire mill products: , 
ee soa 1 (a) Copper wire and cable, bare or insulated, fer electrical 60 
conduction, including automotive. Does not include 
cord sets or automotive harnesses. 
C. Aluminum 
EE ee re (a) Bars and rods; rolled or extruded............-.0+++eee08: 60 
arte ES ERR Sr See eons ne ee 60 
Bea Paes anes CBF TOI. 66.3 5.6.0: 6:0:0:6:050 0:0:0:0. 90 00.9:9:0. 0:0 600.0002 490s 900s 209 see 60 
er (d) Foil in mill form, but not including foil sold for packaging 60 
Pon or general household use. 
rate ispalcar beet Ec orictcaig a lane h ide hoSeuweeesesatecteen eaereweswrs 60 
ESS ete rer ES a6 oi gnc a ek sok einen emo be bine aa ween eneeewibn 60 
AE (g) Powder (atomized or flake, including paste).............. 60 











quarter a particular controlled ma- 
terial they customarily purchased 
and sold over-the-counter during 
the Jan. 1- Dec. 30, 1950 base pe- 
riod up to the amount specified in 
column 1 of Schedule 1. This 
amount is the dollar amount billed 
on the seller’s invoice, less trade 
discounts and delivery charges. 
For retailers using this method 
of establishing their quotas, NPA 


set ceilings such as $25 for roofing 
ternes; $150 for nails; $50 for 
barbed wire; $125 for farm and 
lawn fencing and fence posts. These 
ceilings are for a calendar quarter 
and may be used without referring 
to base period records. 

Retailers requiring larger 
amounts, have an alternative meth- 
od for arriving at their quarterly 

(Continued on } uge 102) 
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IF you are an owner or partner 


in an unincorporated business, 


be sure to read this— 


Social Security Laws 
—How they affect you 


Effective January 1, 1952, the 
amended Social Security Act re- 
quires all sole owners or partners in 
unincorporated businesses to report 
on or before March 15, 1952, their 
net self-employment incomes earned 
in 1951. The opening of the year 
marks the first anniversary of cov- 
erage under Social Security of some 
4,600,000 self-employed. 

Unlike other workers covered by 
the Social Security Law, the hard- 
ware dealer or wholesaler who 
works for himself pays his own So- 
cial Security tax when he files his 
1951 income tax on or before March 
15th. He does not have his earn- 
ings reported by someone else, nor 
does he have his report submitted 
for him. 

Income from self-employment, 
subject to certain exceptions, means 
net earnings derived from a trade 
or business covered by Social Se- 
curity. 

The hardware dealer or whole- 
saler, who works for himself, must 
report and pay the tax on all such 
earnings over $400 and up to $3,- 
600, in every taxable year after 
1950. These net earnings may be 
from full or part-time self-employ- 
ment. 

If, in addition, he has wage earn- 
ings from a job covered by Social 
Security, he reports only that part 
of his self-employment net earn- 
ings which, added to his wages, to- 
tal $3,600 for that year. If his 
wage earnings are as much as $3,- 
600, he will not need to report his 
self-employment earnings. All re- 
ports are filed with the local Col- 
lector of Internal Revenue. 

All types of self-employment in 
a trade or business are covered by 
this new law. The few occupations 
that do not count toward Social Se- 
curity protection are farm owners 
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or operators, physicians, dentists, 
osteopaths, chiropractors, naturo- 
paths, veterinarians, public ac- 
countants, funeral directors, archi- 
tects, professional engineers who 
work for themselves, and a few 
other professions. 

Before filing the 1951 income tax 
return, every covered self-employed 
person will need a Social Security 
account number. If he never had 
a card, or has lost his card, he 
should get in touch with the nearest 
Social Security office. Blanks can 
be obtained at any Post Office and 
returned by mail to the Social Se- 
curity office. 

Social Security retirement bene- 
fits will range from a minimum of 
$20 to $80 a month. A man and 


wife, retired at age 65, could re- 
ceive a total of $120 a month. 

Survivor benefits, in addition to 
a lump-sum payment, are provided 
for the widow at age 65; to the 
widow with minor children in her 
care; children under age 18; de- 
pendent husbands, and dependent 
parents. Family benefits in death 
cases will range from a minimum of 
$40 to a maximum of $150 a month. 

It is important that you know 
about your new rights under Social 
Security, as well as your obligations 
to file your return. This reminder 
may help you in preparing for your 
first payment. Local offices of the 
Social Security Administration 
have a free explanatory booklet 
available upon request. 





Step-Up Unit for Visual Front Stores 
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An unusually effective display unit for use in a visual front window is this four-tier set-up 

used by Nickel Hardware & Supply Co., Wausau, Wis. Constructed of 3% in. plywood it 

is 8 ft. long and 4 ft. high. Painted white with black trim at the bottom, the unit is curved 
at each display level. Its light weight permits easy movement of the unit. 
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Appliance 
Merchandising 














Pays Customers 3% for Sales Leads 


Customers use post cards from ‘Dividend Books’ to suggest 


potential buyers to the Renton Hardware and Furniture Co. 





RENTON HARDWARE & FURNITURE CO. 


DIVIDEND BOOK 
FOR OUR CUSTOMERS 


CASH TO YOU 


FOR FRIENDLY CO-OPERATION 


mm Oe Coro ooroor woe 


SEE INSIDE FRONT COVER 1} 
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George Dobson, manager, and 
Sam Richardson, sales manager of 
the Renton Hardware & Furniture 
Co., Renton, Wash., believe that it’s 
possible for a small town store to 
do a “big city” job of merchandis- 
ing. While Renton is a town of only 
17,000, the sales of appliances alone 
put this store in the category of 
larger-than-average firms. 

An unusual method for develop- 
ing leads for new buyers of appli- 
ances, heaters, furniture and floor 
coverings, recently inaugurated, is 
a “dividend book” that is given to 
customers who have made a pur- 
chase in the appliance and furniture 
department. 

The book has eight tickets with 
spaces for the names and addresses 
of friends or neighbors who the cus- 
tomer thinks might be interested in 
a specific classification of merchan- 
dise. 

The customer filling in the ticket 
checks one or more of the following 
in which the prospect would be in- 
terested: refrigerator, washer, fur- 


<q Pages From the Dividend Book 


1. The book is of convenient size, about 
that of a check book. 


2. The inside cover explains how cus- 
tomers can make money from their leads. 


3. Six such perforated cards are part of 
each Dividend Book. The opposite side 
has a first class mailing permit and the 
store's address. 


4. Two such perforated cards are in- 
cluded so that customers can write for 
another book once they have used the 
six blanks. 
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This part of the store was 

renovated to give better 

display from both inside 
and outside. 


niture, range, heater, or floor cov- 
erings. 

There is space at the bottom for 
the name and address of the cus- 
tomer who is suggesting the sales 
prospect. On the reverse side is the 
name and address of the Renton 
company and a first class mailing 
permit imprint. 

On the inside cover is printed the 
following rules: 

1. We will pay you 3 pct on each 
sale completed and installed for 
each prospect whose name you send 
us on enclosed cards. 

2. The card must be mailed and 
should duplicate cards be received 
for the same prospect, the sender 
of that card bearing the earlier 
postmark will be the one rewarded. 

8. Each prospect must be some- 
one who is interested and who has 
expressed the desire to talk (with- 
out obligation of course), to one of 
our salesmen. 

4. Your prospect will be con- 
tacted promptly and the order must 
be placed within 90 days from mail- 
ing date of your card. 








The 3 pct reward is given in mer- 
chandise or cash. 

This plan gives customers a posi- 
tive incentive to promote Renton 
Hardware by word-of-mouth adver- 
tising, which Richardson considers 
the most effective of all. 

It increases advertising costs 
only by the modest cost of printing 
the incentive books since the firm 


. wate AIRE 


“APPLIANCES 


normally allots 3 pct of its gross to 
advertising. 

The plan has been in effect too 
short a time to gage results ac- 
curately, but preliminary results 
have been very encouraging, Mr. 
Richardson reports. 

Appliances are displayed on the 
main floor in an area of approxi- 
mately 3000 sq. ft., and furniture 





Working appliances are used occasionally for store demonstrations in the model kitchen in background. 
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and floor coverings occupy most of 
the second floor, in a 7500 sq. ft. 
space, but the firm’s five salesmen 
are trained to sell merchandise 
from either department. 

Sales are stimulated by massing 
plenty of appliances on the floor 
where it can be seen from the street 
and other parts of the store. The 
store was remodeled several years 


ago with exactly that purpose in 
mind. Partitions and backs were 
removed from the display windows. 

Both store and home demonstra- 
tions have been proven effective. In 
the store’s model kitchen, demon- 
strations by home economists at- 
tract prospective women customers. 
Demonstrations are publicized by 
advertising and by mailing mimeo- 





graphed notices to a mailing list. 


Occasionally a woman is asked to 
invite her neighbors to her home 
for a demonstration of some new 
appliance. The effectiveness of such 
demonstrations was clearly em- 
phasized recently when five sales of 
an ironer were made to a hostess 
and four neighbors following one 
demonstration. 


Serves Suburbs and City 


It’s free parking for customers. More than 700 cars can be 
accommodated in a new shopping center near Columbus, Ohio 


Opening a new store in down- 
town Columbus, Ohio, would have 
meant wrestling with insolvable 
parking problems. But out in the 
suburbs, where Sam and Jack Wise- 
man opened their new, modern 


hardware store, they offer parking 
facilities that meet the demands of 
residents of Columbus and the sur- 
rounding territory. 

Customers can avail themselves 
of either rear-of-store or front-of- 





In a new shopping center containing more than 30 different retail stores 
the new Wiseman Hardware, sells and displays in a storeroom that has a 
30-ft depth. Overall dimensions are 30 by 150 ft. 


sy ay 
i 
+ 


so 
+ + 


store parking facilities in the Lane 
Shopping Center, in the suburban 
district of Upper Arlington, Colum- 
bus, where the new S. S. Wiseman 
Hardware occupies a 100 pct loca- 
tion. The store is one of more than 
30 diversive retail stores and mod- 
ern 1,000 seat theater and is next 
door to a large food chain store. 

The Wiseman store is 30 by 150 
ft, sales and display space covering 
108 ft. The remainder is used as a 
rear receiving room and for stock- 
ing heavy inventory items such as 
pipe fittings, roofing, etc. 

The original plan of the store 
was worked out with the W. C. Hel- 
ler Co., Montpelier, Ohio, and the 
W. S. Bain Co., Newark, Ohio, 
which designed and supplied the 
wall fixtures and display counters 
which are 5 by 10-ft islands, with 
stepped-up display arrangements. 
Major store lines are shelf hard- 
ware, housewares, sporting goods, 
electrical and plumbing supplies. 

Officially opened in November, 
1949, sales response was immediate. 
On opening day alone 3,000 plastic 
household rules were distributed to 
shoppers thronging the store. 


ie Z ec 


| OFFICE | 





Fifty feet of the 150-ft length is devoted to a rear receiving room and for 
stocking heavy inventory items such as pipe, pipe fittings, roofing, etc. 
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Weekly Sales Score Sheet 
Boosts Personnel Interest 


Increased sales interest has resulted 

from the posting of individual sales 

record each week. Saleswoman is 
top producer in hardware sales 





















































FULTON, MEHRING & HAUSER, CO, 
CASH SALES ANALYSIS 
WEEK ENDING way 24, 195). 
WEEKLY SVAND- SALES ISTAND- 
CLERK SALZS ING TO DATE ING 
ete = 250.05 7 2,560.61 _ | 3 
i 141.07 9 1,083.19 q 
214.30 | 8 2,574.68 4 - 
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This weekly sales sheet is easy to compile from the individual 
daily sales records of the store's 10 hardware salespeople, 
each of whom has his own cash drawer in registers. 


The simple act of posting a rec- 
ord of the preceding week’s sales of 
individual salesmen has had a 
salutary effect on the personnel of 
Fulton, Mehring and Hauser Co., 
York, Pa., according to Gerha 
Scheffer, store manager. 

“We started to post.weekly sales 
totals about two years ago,” says 
Mr. Scheffer, and it has helped 
stimulate the interest of the indi- 
vidual members of our hardware de- 
partment sales force. 

“Not only does it give the indi- 
vidual a chance to compare his 


HARDWARE AGE, DECEMBER 13, 1951 


week’s sales total with that of pre- 
vious weeks, but it also shows him 
how his sales have compared with 
his nine fellow employees.” 

The store’s weekly sales period 
ends on Wednesday and the results 
for each week are posted in the 
manager’s office, in the rear of the 
hardware department of the store, 
where salespeople are free to check 
it. 

A mimeographed sheet shows the 
individual salesman’s sales for the 
week and a second column shows 
the individual’s standing for the 


week. A third column shows the 
cumulative sales totals for the year 
to date and another column shows 
the salespeoples’ standings for the 
year. 

It’s easy to compute these records 
since each clerk in the hardware de- 
partment has his own cash drawer 
in a register. 

It is interesting to note that a 
young woman, with only a few 
years of selling experience, leads 
in sales performance for the year. 

She is Mrs. Helen Hobaugh who 
is a rare gem as a seller of hard- 
ware, in the opinion of the store 
manager. 

“She came into the store a few 
years ago and asked for a job sell- 
ing hardware. She admitted that 
she had no selling experience but 
that she liked tools and knows how 
to use them herself. With some 
hesitancy at the idea of having a 
woman selling hand tools, and other 
strictly hardware lines, I hired her, 
and that was one of the smartest 
things I ever did,” states Mr. 
Scheffer. 

“At first we noticed that me- 
chanics and industrial buyers were 
reluctant about being served by 
woman, but it wasn’t long before 
these very people were starting to 
go directly to her when they came 
into the store. 

“Furthermore, some of York’s 
leading industrial engineers, con- 
tractors and architects will now ac- 
tually wait until Helen is free to 
give them her attention. They ap- 
preciate her intelligence and the 
product knowledge that she has 
managed to glean in such a short 
while. 

“Not only did she learn hand 
tools and shelf hardware,” con- 
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Top sales producer in the store is Mrs. Helen Hobaugh whose success in selling 


tools is based in large measure on her detailed knowledge of the items. 


tinued Mr. Scheffer, “but she also 
sells power tools and builders’ hard- 
ware like an expert. She is quali- 


fied to sell in any part of the store 
and can go into the intricacies of a 
large power tool with a prospect 





without having to call on an older, 
more experienced salesman for as- 
sistance. 

Not only does this young woman 
know how to sell tools but she also 
knows how to use them, as is evi- 
denced by the fact that she and her 
husband did most of the actual work 
in building their home. 

This store now employes another 
young woman in its large hardware 
department, and in a recent week 
this woman stood fourth among the 
10 full time employees in the de- 
partment. Four of the six sales- 
people in the housewares depart- 
ment are also women. 

Another reason why Mr. Scheffer 
likes to have women on his sales 
force is because of their inherent 
sense of neatness and cleanliness. 
They seem to notice dust and dis- 
array in stock when it never seems 
to be at all apparent to the aver- 
age man. 

Each employee in this store has 
the responsibility for keeping cer- 
tain sections clean and adequate 
stock on hand, and the women set 
the pace for their fellow employees. 


Bill Collecting Pays Off in Increased Store Traffic 
Two hundred people visit this New Orleans store 
every month to pay their utility bills. Most of 
them stop on the way out to make purchases. 


/ 


/ aes 





This young woman bought a can of varnish and a package of light bulbs on 
impulse when she came into Clarence Faivre's store to pay her utility bill. 
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Does the handling of utility bill 
payments attract enough paying 
traffic to make it worth the extra 
bother and paper work that is in- 
volved? It’s a question many hard- 
ware dealers ask when they survey 
the extra check-writing and the 
time spent in making change and 
furnishing receipts. 

A hearty “Yes” is the reply to 
this question by Clarence Faivre, 
owner of the Calhoun Hardware- 
Plumbing Store, 3150 Calhoun St., 
New Orleans. 

“Anything that brings around 
200 shoppers into my store every 
month is well worthwhile,” states 
Mr. Faivre. “We know from ob- 
servation that while every shopper 
won’t make a purchase, enough of 
them do toemake the service worth 
the trouble it takes, and more be- 
sides. Just think how much promo- 
tional money we would have to 
spend to pull that many customers 
into our store once a month.” 

In a recent month, Mr. Faivre 

(Continued on page 103) 
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Better Glassware Sales 


A summary of the successful selling ideas 


and promotions used by Ernst Hardware 


to build volume in glassware sales. 


For 20 years the Ernst Hard- 
ware Co., Seattle Wash., used local 
glass cutters to “build prestige’ 
on top quality glassware. Then, 
two years ago, after making an 
analysis of a changing market, 
the firm found it advisable to 
switch from “prestige” to “bar- 
gains” on glassware, and experi- 
enced a spurt in volume. 

The company uses glass cutter 
Ed Zelasky for demonstrations at 
its 10 branch stores. Recently he 
appeared during the firm’s 50th 
anniversary celebration, combined 
with the annual May sale, and 
drew his largest audience. 

“Coincident with the anniver- 
sary, the firm featured a 19-cent 
tumbler,” said P. M. Smith, home 
furnishings buyer. “The greatest 
impact came a week later.” 

Customers, surprised to find 
that designs are hand executed, 
rather than machined automati- 
cally, place a higher value on the 
glassware they buy after these 
demonstrations. 

“Tumblers are our best sellers,” 
reports Mr. Smith, “so we always 
glorify them during demonstra- 
tions.” 

Tumblers are stocked in all 
sizes, shapes and price but the 
Ernst firm concentrates its sales 
efforts on sets rather than on open 
stock. Sets, already packaged, 
enable salespeple to give faster 
service, particularly during heavy 
store traffic brought by the dem- 
onstrations. 

“Actually Mr. Zelasky does lit- 
tle production during the demon- 
strations,” says Mr. Smith. “He 
uses a grinding wheel and 
answers customers’ questions and 
when we run low on an item he 
starts cutting on those.” 
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Ed Zelasky builds up traffic on cheaper lines of glassware 
during demonstrations which he puts on for Ernst Hardware. 


Since using Mr. Zelasky for 
demonstrations the department 
has almost trebled volume in the 
same amount of space. 

The increasing use of glass in 
recent years for wall partitions, 
picture windows, store shelves 
and visual shop fronts made cus- 
tomers more glass conscious. 
Women’s magazines also stressed 
the influence of transparency. 
Crystaiware began to come out of 
china closets for everyday use. 
Pricewise, the trend was down 
and middle and low income fam- 
ilies were demanding utilitarian 
glassware. 


“Our glassware department was 
revamped to meet the trend,” says 
Mr. Smith. “Customers wanted 
items which were functional as 
well as aesthetic.” 

From the start, the glassware 
department was placed in the 
basement, which gets good traffic, 
due to customers’ inclination to 
“walk down” in search of bar- 
gains. 

Wall shelf displays against a 
mirrored background, are kept 
simple, and attractive. Display 
tables are topped with floral 
pieces so that customers might 
better visualize how items will ap- 
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pear in a home setting. Depart- 
ment layout invites self-service 
and impulse inspection. 

“We found that crystal is one 
line which will not sell from 
tables alone; it requires a back- 
drop,” Mr. Smith says. “Soft 
colors glamorize glassware. The 
Ernst stores are using multi-col- 
ored backing to accent the opales- 
cent qualities of glassware. 

In addition to live demonstra- 
tions and activated displays, the 
store participates in community 
floral shows and other commercial 
ventures. Customers often volun- 
teer that they first saw a pattern 
at a specific public event. 

The line is advertised consis- 
tently in metropolitan news- 
papers, in window displays, and in 
radio commercials. The store is 
now planning to use Mr. Zelasky 
in a TV demonstration. 

“Another steady producer is the 
little black book,” says Mr. Smith. 
“Each salesperson keeps a notebook 
for recording data on potential cus- 
tomers. Homebuilding, anniversa- 
ries and other special events are 
jotted down.” 

When a new shipment arrives, 
special customers are contacted 
by phone and mail. They are 
given first option in selection. 

During sales lulls, salespeople 
thumb through their notes to see 
which customers may need items 
for certain purposes, certain color 
schemes, or for special occasions. 
The department has some phone 
order customers who are of long 
standing. 

Customer questions and com- 
ments are discussed along with 
other intra-departmental problems 
during weekly sales meetings. Re- 
fresher sessions enable salespeo- 
ple to better counsel customers on 
“appropriateness.” 

Staff members in branch stores 
are given preliminary training at 
the main store so they can sim- 
ilarly “coordinate crystal with 
china. Sales personnel regularly 
study trade publications and 
homemaking sections of general 
magazines for up-to-the-minute 
trends, a subject frequently ap- 
proached by customers. 

Although Ernst stores have 
never advertised gift wrapping, 
this is a major item in glassware 
merchandising. 

The problem of breakage has 
been reduced to a minimum 
through careful attention to dis- 
play placement, good balance on 
wall shelves, and wide display 
margins. 
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To keep abreast of consumer 
trends Mr. Smith spends two 
hours “on the floor” each day. He 


are highly susceptible to changing 
market conditions.” 
The department, although han- 





says, “Salespeople are consumers, dling all priced goods, pushes 
too, and they also control buying middle and economy-priced mer- 
patterns. Ideas jell from their re- chandise to reach the mass mar- 


actions and responses and they ket. 





Wall Space Above Radiator Used for Display 
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Wall space directly above a radiator adjoining the office of Nickel Hardware & Supply 

Co., Wausau, Wis., is utilized by this wooden display unit with glass shelving. What would 

otherwise be waste space attracts considerable store traffic with its showing of clocks and 
cutlery. Its blond finish makes this unit a real eye catcher. 





Displays Faucets in Position for Use 


will look. Narrow strips of lum- 


Plumbing supplies on this 
ber fastened above and in front 


island display at K. & L. Hard- 








ware, Philadelphia, Pa., are fast 
sellers. Kenneth Raymond, owner, 
is shown touching a faucet dis- 
play which enables customers to 
better see how an installed unit 





Customers see this display and it puts them in a buying mood. 


of the top shelf show faucets in 
positions in which they are in- 
stalled in a home. Note promi- 
nence of price tags displayed upon 
them, 
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Picture Framing Service 
Builds Paint Volume 


Informative and obliging attention to customers on small 


paint jobs leads to large sales for Illinois store 


A picture framing service is a 
valuable adjunct to the large paint 
department of Tobinson’s, 1122 
Broadway, Rockford, IIl., for it is 
one that increases store traffic. 
More importantly, it introduces 
new customers to the personalized 
service which this store offers in its 
high volume paint department. 

Many people bring poorly con- 
structed frames to Tobinson’s 
where they are re-nailed, re-glued 
and properly backed for a modest 
fee, beginning at $1.00. 

A large selection of picture frame 
moldings is suspended from cup 
hooks in a picture frame section in 
the paint department where cus- 
tomers can make a quick selection. 
Picture moldings and mitre box 
saws are in a convenient working 
location in the basement. 

“People who have pictures to 
frame or reframe often are doing 
some interior painting and in this 
way the picture framing service 
frequently leads to the sale. of 
paints and accessories,” says R. W. 
Tobinson, owner. 

Mr. Tobinson and his staff make 
a point of being helpful in every 
possible way to customers who are 
doing a paint or refinishing job. 
They make a special effort to help 
customers get the colors they desire, 
and advise on color harmony. They 
also try to calculate the proper 
quantities of paints needed for a 
customer’s paint job. It is helpful 
service of this kind that has people 
driving from one part of town to 
another to buy paint at Tobinson’s. 

“While winter is the slowest sea- 
son of the year for the paint depart- 
ment, we find that there is a sur- 
prising amount of business done at 
this time of the year. Many home 
owners like to tackle inside paint 
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R. W. Tobinson, right, and a salesman check on a finished 
framing job. Note the suspended molding samples. 
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Color sample panels are suspended on hooks, at eye level, 
along the entire length of the paint department. 
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Low installation cost! Adaptability to all types of garages! Quick, easy con- 
version! Smooth, effortless operation! Long, trouble-free life! These are some 
of the advantages of the Coburn Swing-Over Garage Door Hardware Set 
that make it a popular, easy-to-sell item. 

Because it is priced lower than spring-actuated dodr sets, the Coburn 
gravity-actuated Swing-Over set is ideal for the great majority of home owners 
—which means that you're able to cash in on the benefits of broader customer 
coverage. Get the full story on fast-selling Coburn hardware products. Write 
today for catalog and prices. 

For additional information write to Sales and Engineering, 56 Sterling St., 
Clinton, Mass. 


THE COLORADO FUEL & IRON CORPORATION, Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION, Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo * Chicago 
Detroit * New York * Philadelphia 


COBURN PRODUCTS 


CEI 





jobs during their week-ends and 
spare time,” says Mr. Tobin. 

The Tobinson store stati works 
on the principle that if they can 
help a customer get satisfactory re- 
sults on one or two small painting 
or refinishing jobs they can get 
them to undertake more and larger 
projects. 

They make an effort to see that 
the customer gets the right kind of 
paint or finishing materials for a 
specific job; that he knows how to 
prepare the surface, and then they 
try to supply him with the proper 
brushes, sanding and scraping ma- 
terials, thinners, etc. 

The end of one counter is used 
for a rack containing all grades of 
sandpaper. each priced plainly for 
the customer to see. 

Since such a large part of the 
store’s volume comes from the paint 
department, the store’s window dis- 
plays are frequently devoted to this 
line. 

One of the most interesting fea- 
tures of the paint department, which 
extends along one entire side of the 
store, is a row of color panel strips 
which are hung from cup hooks at 
eye level. These give a customer 
ample choice of colors for almost 
any paint job. By studying the 
strips he can see how the color he 
is buying will look once it is applied. 


Compact Display Sells 
Pocket Knives 





When Lawlor's in Lincoln, Neb., installed 
this tilted panel case, 3 ft. 4 in. high and 
2 ft. by 22 in. at the base, pocket knife 
sales started to show a good increase. 
There are four rows of I knives in each line. 
Each knife's number and price are marked 
on tags above each item. Merchandise is 
shown on light weight cloth, with light from 
a concealed fluorescent tube. 

Tom Vance, advertising and display man- 
ager for the firm, designed the display unit. 
It is located close to where the main stream 

of store traffic flows. 
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CONTINENTAL SCREW COMPANY 
New Bedford, Mass. 


Manufacturers of famous HOLTITE-Phillips and Slotted Head 
Screws and Bolts and Allied Fastenings, both Special and Standard 


7 ~ 


HOLTITE Engineered FASTENINGS 
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COMBINATION 
WRENCHES 


@ Combination open 
end and box wrench— 


same size opening on 
both ends, 


















Narrow, 
stream- 

k/* lined jaws 
ere on open end— 
a0" thin walled 15° box 
end-—slender, long han- 
dle for needed leverage. 





Forged 2 
alloy steel, 
accurately f, 
heat-treated for sturdy, 
dependable, long, hard 
usage. Singly or in sets 
of 3, 6, and 11. 


FOR VALUE f/ “VAL-CHECK” 


THE VLCHEK TOOL COMPANY 


3001 East 87th St. « Cleveland 4, Ohio 


VLCHEK 


A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 





When The J. C. Turner Hard- 
ware store at 147 S. Main S&t., 
Marion, Ohio, changed from box 
displays of hand tools to panel 
displays the firm made its sales 
of such goods improve by 50 pct. 
The displays start just inside the 
entrance and run back 50 ft. 





Panel Displays Up Tool Sales 50% 







This improved display method 
plus frequent showing of hand 
tools in the store’s show windows 
have helpei create many impulse 
sales. Display of a wide variety 
of tool chests and kits on the 
ledge above the panels helps sug- 
gest additional sales. 


Part of Turner's 50 ft. expanse of wall and tilted shelf tool displays. 





Miniature House Helps Sell Paint 


Winter paint sales were stimu- 
lated for Selah Hardware Co., 
Selah, Wash., by this cardboard 
replica of a house placed in the 
window. The front of the house 
was cut away to show the interior, 
with pieces of toy furniture and 
fixtures in the rooms. Artificial 


snow was distributed on the floor 
of the window, suggesting that 
the time to paint the interior of 
a home is in the winter. A simi- 
lar cardboard model house, with- 
out the cutaway front, was used 
later in the year, to promote the 
sale of exterior paints. 





This display suggested painting to many a prospect. 
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Sell 
CAMPBELL 
CHAIN 


Campbell makes chain for every need: swing chains and log 





chains, tie-outs and cow ties, halter chains and binding chains... 
all kinds of chain needed by your customers. And Campbell Chain 


is packaged for profit. It is easier to stock, display, and sell! 


Ask your wholesaler—or write direct—for complete information. 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 


CAMPBELL CHAIN Company 


MAIN OFFICE: YORK, PA. 


Factories: York, Pa., and West Burlington, lowa 





Z~—_- Chain for every need... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE 
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LAWN and GARDEN TOOLS 
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LAWN and GARDEN TOOLS 


THE LEWIS 
ENG. & MFG 
co 








How Retailers Use New 
NPA Allotment Plan 


(Continued from page 86) 


controlled materials quotas. They 
total the invoice dollar value (dol- 
lars billed on supplier’s invoice, 
less trade discounts and delivery 
charges) of any particular con- 
trolled material purchased during 
the base period for resale to the 
general public. 

One quarter of the total of such 
purchases, multiplied by the per- 
centage in column 3 of Schedule 1, 
becomes the quarterly quota for 
that particular controlled material. 
The percentages are 100 pct for 
steel controlled materia!s, and 60 
pet for copper and aluminum con- 
trolled materials. 

For example, during the 1950 
base period, a retailer received 
shipments of copper wire, totaling 
$1,000. To arrive at his quarterly 
quota for copper wire, he divides 
$1,000 by four—result $250. Then 
he multiplies $250 by 60 pct which 
gives him his quarterly quota of 
$150. 

Retailers may choose to establish 
seasonal quotas. If they do, they 
may not change this method of 
setting their quotas without written 
permission from NPA. A seasonal 
quota is established by the method 
described in the preceding two 
paragraphs, with one difference. 
The invoice dollar value of the par- 
ticular controlled material pur- 
chased during each corresponding 
quarter of the base period is sub- 
stituted in place of one fourth of 
the total base period purchases of 
that material. 

Retailers who operate more than 
one retail store! establish their 
quotas on the basis of the total pur- 
chases for all of their stores during 
their base period, unless each store 
made its purchases separately. In 
that event, separate quotas must be 
established for each store. 

Inventories of a controlled mate- 
rial, as listed in Schedule 1 of Order 
M-89, may not be greater than the 
average quarterly inventory of that 
material during the base period. 


© Record Keeping Requirements 


Retailers must keep records of 
receipts and inventories resulting 
from the use of the W-5 allotment 
for a period of at least three years. 
These may be copies or originals. 
No particular form of accounting 
is prescribed, nor need a retailer 
































A Merry 
Christmas 


and a 


Happy New Year 


to you 
and 


Yours 


May We Say 
THANK YOU 





SUPERIOR FASTENER CORP. 


2949 Elston Ave. Chicago 18, Ill. 
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More Mass Sales Today Mean 
More Class Sales Tomorrow! 


< y< 
Die-Cast Aluminum 
Handle Rods 


Appeal To 
Mass Market 


Here is one of Pre- 
max Best Sellers — a 
die-cast aluminum 
handle rod with pistol 
grip — detachable, of 
course! 





With it, an oil-tem- 
pered steel blade that 
has plenty of “snap”! 
A profit-maker at sug- 
gested $3.15 price in- 
cluding tax. 


See your jobber or 





write. 


PREMAX PRODUCTS 


DIVISION CHISHCLM-RYDER CO., INC 





5221 Highland Ave., Niegera Falls, WN. Y. 
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change his method of keeping his 
records, providing such records sup- 
ply adequate information for an 
audit by NPA. 


Bill Collecting Pays Off 


In Increased Traffic 
(Continued from page 92) 


made a check to see how many peo- 
ple had paid their utility bills at his 
store and found that 166 had paid 
by cash. Those who brought their 
checks to the store brought the 
total to over 200. 

The extra effort involved in han- 
dling an average of 200 payments 
each month is not small. The Cal- 
houn store began working with the 
local utility company on this bill- 
paying service before World War 
II, but when manpower became 
short during the war, the store was 
forced to discontinue the service. 

For, then as now, it invoived al- 
most daily payments to the New 
Orleans Public Service. 

“It’s impossible to handle a ser- 
vice like this by paying the utility 
once a month, because customers’ 
bills become due at staggered dates 
throughout the month. In order 
for the customers to receive proper 
credit, and avoid the penalty charges 
levied for late payments, we have 
to turn over the money at once. We 
now send in our check daily, or, at 
the longest, every two days. 

Certain steps are necessary for 
the triple protection of the cus- 
tomer, the store and the utility, and 
these do require considerable time 
on the part of the office force. 

“When we take cash,” explains 
Mr. Faivre, “there’s more to it than 
just furnishing a receipt. We write 
a single bulk check, every day or 
two, for all the cash turned in to 
us. The name of each person mak- 
ing payment is written on the back 
of the check stub, along with the 
amount and the date. The invoice 
stubs, of course, accompany our 
check to the utility. 

“Naturally, every one of these 
people does not make a purchase 
every month when they come in to 
pay their bills,” says Mr. Faivre, 
“but I’ve observed that almost every 
one makes a purchase at some time. 

“They have to walk to the back 
of the store to make their pay- 
ments, past merchandise displays 
and attractive point of sale mer- 
chandisers, and they see something 
they want at one time or another.” 

Most of the bill-payers are women 
and their purchases are usually 
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WEIGHT 
ROLLER 





Sell the original water weight roller — Dunham-designed to give 
absolute satisfaction. You can’t sell a better roller. 





© Sturdy Construction 

® Hollow, Water Tight Drum 

® Heavy Steel Heads 

® Rounded Edges Prevent Turf Harm 

® Bronze Plug 

© Weight Completely and Easily Adjusted 
® Oilite or Roller Bearings 

® Easy to Fill and Empty 

® Uses Either Water or Sand 


Sell the Green Dunham roller with the Red Handle— 
the Original Water Weight Lawn Roller. 


Manufactured by 


Ohio Machine Products, Inc. 
Columbus 11, Ohio 


Write to: Sales Agents 


JOHN H. GRAHAM & CO., INC. 


Dept. HA, 105 Duane St., New York 8, N. Y. 
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More users fell us 


NO OTHER SAW FILE 


BUT A HELLER 
will fill the bill 
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Once saw filers try 
a HELLER Saw 
File . . . once 
they’ve gotten that 
smooth, sleek, keen 
finish on the saw 
teeth only a HEL- 
LER makes pos- 
sible, they’re sold 
for good. Users 
we’ve recently con- 
tacted tell us they 
won’t accept any 
substitute. 


Only HELLER Saw Files 
Have All These Features 


Precision milling of the blank; 
uniform tooth structure; ad 
vanced edge design minimiz- 
ing breakage or shelling; ex- 
acting accuracy in texture and 
cut; the right temper that 
means lasting service and 
more effective filing — these 
and other features put a HEL- 
LER Saw File in a class by 
itself. 

Send for full information on 
these quick-selling files. 
Lengths 4” to 8” in regular 
taper, slim, extra slim and 
double extra slim. 


33! 


HELLER 
OTHERS COMPANY 
‘mencomtasrown one 





Ask also about our complete line of 
Hammers; Masterenches; Scrapers; 
Trowels and other quality tools. 
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household items. Generally, though, 
the purchases made by men are for 
larger amounts. 

The dealer said that he noted one 
man who had been coming into the 
store regularly for about six months 
before he made a single purchase, 
but then he stopped to make one 
purchase and now he is a regular 
buyer. 

Asked whether he would discon- 
tinue the service if manpower 
should again become short, Mr. 
Faivre said, “I certainly wouldn’t, 
for 200 shoppers a month represent 
a lot of sales.” 


Steel Output Higher Than 
Rated Capacity 


Steel production for the week 
ended Dec. 1 was scheduled at 
104 pct of theoretical capacity, a 
0.3 pct increase over the previous 
week’s rate, reported the Amer- 
ican Iron & Steel Institute. 

An improved supply was re- 
ported in a few special products, 
such as wire and electrical sheets. 





1952 Father's Day Poster 


JUNE 15 
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Happy Fomilies 
make @ peacetyl world! 
CHEERS FOR DAD --TOAST OF THE PARTY 











The new official Father's Day poster for 
1952 features the Father's Day Dinner-at- 
home and the phrase, “Cheers for Dad— 
Toast of the Party”. 

This is the only official Father's Day poster 
and it ties in with the public service and 
welfare program to be stressed in all 1952 
Father's Day publicity. It will be centered 
around the theme, “Happy Families Make 
a Peaceful World." 

The poster is distributed in many sizes 
from I! in. to 50 in. high, and comes in 
different shapes including poster, streamers 
and card tops. 

Broadsides will be sent to all retailers 
this spring, offering the poster and complete 
promotion service. For further information, 
contact Alvin Austin, Father's Day Council, 

50 E. 42 St., New York, N. Y. 














Can’t beat JENKINS 
GOLD SEAL TAPE 
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Features like 
these mean volume sales! 


GUARANTEED FOOTAGE— full measure 
in every roll. 

NO WASTE— Gold Seal Friction Tape tears 
evenly, does not ravel, conforms closely to 
uneven surfaces. 

HIGH DIELECTRIC STRENGTH — less foot- 
age is needed per job with Gold Seal. One 
thickness insulates. 

LASTING “TACK"’’— adhesive compound is 
prepared under laboratory control; Gold Seal 
sticks to the job under severe conditions of 
cold and moisture. 

EASY HANDLING — does not peel, dry out 
or smear the hands in hottest weather. 
CELLOPHANE-WRAPPED — keeps Gold 
Seal Tape factory-fresh until ready to use. 











PACKAGED FOR 
EVERY NEED— 
In single rolis and 
handy 10-roll con- 
m tainers, it's the best 
buy in tapes. 
Jenkins Bros. (Rub- 
ber Division), 100 
Park Ave., New 
York 17, New York, 





* 


FRICTION . . . RUBBER 


MADE BY JENKINS BROS... . 
MAKERS OF FAMOUS JENKINS VALVES 
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ut 
your 
money 
on the 


The GREEN SPOT, of course. 

For now America’s most complete, high quality line 
of garden hose accessories is broader than ever, with the 
right product at the right price for every customer. 

And you get a great new ’52 Promotion Kit (no fixed 
assortment or minimum order required) featuring the 
“related sales’? window display shown at right, give- 
away booklets on lawn care, counter card, dealer news- 
paper ad service, etc. Every GREEN SPOT item is promo- 
tion-packaged with silent salesmen, product displays and 
colorful cartons. 

Heading the line is the WEATHERMATIC, queen of auto- 
matic sprinklers . . . with free-spinning arms mounted 
on ball-bearings . . . distance-marked, adjustable noz- 
zles. There are three brand-new volume items . . . Dura- 
Seal hose coupling and mender, both with king-size 
shanks and wider, dip-shaped clinching fingers that seal 
stronger . . . new, compact Quick Connector machined 
from brass rod for easier hose connections. 


See your GREEN spoT wholesaler now (merchandise 
available in accordance with metal limitations). 
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GET THIS POWERFUL, 3-PANEL DISPLAY 
that boosts all garden goods, not just one line. This window is one of 
hundreds in which the GREEN SPOT display has helped increase related 
garden sales up to 100%. Consists of full-color, easel-mounted backdrop; 
two matching side panels, listing lawn care items; diagrams for window 
set-up, inside-the-store counter display. .. .See your wholesaler or write 
Merchandise Division, Scovill Manufacturing Company, 36 Mill Street, 


Waterbury 20,Conn. , 


GARDEN HOSE ACCESSORIES 


Sprinklers «© HandSprays «+ HeseNezzies «+ Quick Connectors 
“Y" Connectors * Couplings « Hese Menders + Clamps + Goosenecks 
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Why The Record 
DEMAND? 


’ ‘Your guess is as good as ours. 

Maybe it’s TV. Bassick Casters and 
Glides ease furniture moving, for easier 
TV viewing. 

Maybe it’s Bassick advertising. Our 
column cartoons in THE SATURDAY EVE- 
NING POST are real eye-catchers, sug- 
gesting the importance of good casters. 

Maybe it’s just the times. Possibly 
people are more fussy about protecting 
floors. 

Whatever the reason, you'll profit by 
displaying Bassick’s HD-10 caster de- 
partment. Compact 12 in. x 614 in. dis- 
play block. Types and sizes mounted on 
removable wooden plugs, numbered for 
quick identification. 

We're producing more casters and glides 
than ever before, and still can’t fill the de- 
mand. But we’ll do our best to keep you 
supplied. THE BASSICK COMPANY, Bridge- 

‘ port2,Conn.Divisionof 
Stewart -Warner Corp. 
In Canada: Bassick Di- 
vision,Stewart-Warner- 


fi 7 

p.-.4 Alemite Corp,, Ltd., 
SR Belleville, Ont. 
t 2 


MAKING MORE KINDS OF CASTERS 





MAKING CASTERS DO MORE 
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Appliance Display Makes Pleasing Arrangement 


ae 
hid 


HARDWARE STORE 


Paper-covered display boxes and pedestal units of different heights helped add pleasing 
variety to this display of electric housewares and kitchen items in the Kendall Hardware 
store in Marion, lowa. Scissors and other cutlery were shown on a panel at the end. 








HARDWARE HUMOR 
By Hardware Age 
































"Santa won't let you down, little boy. If you want the tricycle all you have to do is write 
a letter and tell him." 
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__ When your customer asks for hinges—sell him the best—sell 
‘him Griffin. And when he asks for Griffin by name, you can be 
) ve i: ‘ sure he’s right. He has probably used them before and knows that 
the Griffin line of fine builders’ hardware is a quality line . . . finest 
materials, expert craftsmanship, carefully finished and packaged. 
The Griffin line is fast moving—bringing you greater volume 
and more profit. 





aa 
ad: 
PLA) Euery DOOR NEEDS THREE 
ERIE «© PENNSYLVANIA 
REPRESENTATIVES 
CHARLES L. LEWIS R. F. BEVERS 
1639 W. Fargo Avenue 1355 Morket Street 4524East 60th Street 
Chicago 26, Illinois Son Francisco 3, Calif. Seattie, Washington 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgio Jackson 6, Mississippi Denver 6, Colorado 
THE B. $. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 


45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dollas 5, Texis Kansas City, Missouri St. Louis 9, Missouri 








WILBUR H. DAVIS H. C. GLOVER 
2611 Garrison Bivd. 
Baltimore 16, Maryland 


ROY L. ROGERS 
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Model 421 


Standard two-step model 
back rest 







with form fit 
Model 423 
as model 421 


chromium plated legs, step 



















(not shown) 


same with 


sides and back braces 


- Model 420 
The same as 

= model 421 
: without back 
>: vest. Model 
: 422 has chro- 
mium plated 
legs, step 
: sides and back 
= braces. 
























METALOID Step Stools feature the 
“Swing-Ezy” rubber treaded steps 
for double duty as a rugged step 
ladder and convenient household 
stool. Available in four handsome 
models. In red, yellow, blue or 
black baked enamel finishes. 


Write for complete, colorful catalog: 


THE METALOID COMPANY 
5815 Kinsman Rd., Cleveland, Ohio 





Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 122 E. 42nd St., New York 
City 17. 

Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, 1952, 
at the Palmer House, Chicago. 
Sponsored by the National Contract 
Hardware Association and _ the 
American Society of Architectural 
Consultants. John R. Shoemer, 
managing director, 420 Madison 
Ave., New York City. 

Garden Supply Trade Show, Feb. 5-7, 
1952, at the Hotel Astor, New York 
City. Sponsored by National Gar- 
den Supply Marketing Bureau, 
George E. Perry, director, 1901 St. 
Paul St., Baltimore 18, Md. 

Hardware Week (irha) April 17-29, 
sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis, 4, 
Ind. 

Hardware Show, National, Oct. 6-10, 
1952, at Grand Central Palace, New 
York City. Sponsored by National 
Hardware Show, Inc., 331 Madison 
Ave., New York City, Frank M. 
Yeager, managing director. 

Home Builders Convention and Ex- 
position, Jan. 20-24, at the Con- 
gress and Stevens Hotels, Chicago. 
Sponsored by the National Asso- 
ciation of Home Builders of The 
United States, 111 W. Jackson 
Blvd., Chicago 4. 

Industrial Supply Convention, May 
19-21, 1952, at Atlantic City, N. J. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 


Ace Stores, convention and exhibit, 
Jan. 28-30, 1952, at Stevens Hotel, 





Chicago. E. G. Lindquist, secretary, 


National Events 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





necticut Ave., N. W., Washington, 
D. C.; the National Industrial Dis- 
tributors’ Association, H. H. Rine- 
hart, executive secretary, 1900 Arch 
St., Philadelphia 3, Pa.; Southern 
Industrial Distributors’ Association, 
E. L. Pugh, secretary-treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 

National Housewares and Home Ap- 
pliance Exhibit, Jan. 17-23, 1952, at 
the Navy Pier, Chicago. Sponsored 
by the National Housewares Manu- 
facturers’ Association. A. W. Bud- 
denberg, executive secretary, 1140 
Merchandise Mart, Chicago. 

National Retail Hardware Association 
Congress, July 14-17, 1952, at 
Statler Hotel, Washington, D. C. 
Rivers Peterson, 333 No. Pennsyl- 
vania St., Indianapolis 4, managing 
director. 

Sporting Goods Show and convention 
(National), Jan. 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2, 
G. Marvin Shutt, secretary. 

Sportsmen’s Show, 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand Cen- 
tral Palace, New York City. 

Toy Fair, March 10-19, at permanent 
exhibits in 200 Fifth Ave., 1107 
Broadway, and other year-around 
permanent locations in New York 
City; hotel exhibits at the McAlpin 
and New Yorker. Sponsored by the 
Toy Manufacturers of the U. S. A., 
Inc., 200 Fifth Ave., New York 
City; H. D. Clark, show manager. 

Trade Fair, Chicago International, 
March 22-April 6, Navy Pier, Chi- 
cago, Ill. Headquarters: Merchan- 
dise Mart, Chicago 54; executive 
vice-president, John N. Gage, 
Colonel, U.S.A. (Ret.). 


Regional Events 


2355 S. Blue Island Ave., Chicago. 
American Hardware Supply Co., Mer- 
chandise Fair and Stockholders’ 
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BMC thanks YOU for its biggest year! 


The "Mark" 


in wheel goods 


Sure, we’ve done big things in ’51, thanks to you—dealers and 
distributors all over the country who have sold the BMC line! 
You’ve picked America’s fastest selling wheel toys and you've 
educated your customers to the quality, the features, the ad- 
vantages of BMC! You've really helped sell BMC successfully 
to happy youngsters and parents the country over! Today, BMC 
is “Young America’s Favorite TOY Ride!” 

So, we’re telling Santa to fill your stockings with an even more 
complete line in ’52. We'll have an out of the ordinary adver- 
tising program to help you sell it! 

BMC will be good news for you in ’52! 


You still have time to get your BMC 
1951 catalogue— Our brand new ’52 
catalogue will be ready early in 


February! 


BMC MANUFACTURING CORP., BINGHAMTON, NEW YORK 








HERE’S WHY 





SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


s . J 
Easier to identify see how the tabel 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle pheon products are 


packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


J 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll .products are 


money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


See eae = 

FR business builders 
5 Ss 
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Square Head Set Screws 
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Meeting, Jan. 28-29, 1952, at com- 
pany headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 
Wm. M. Stout, executive vice-presi- 
dent and general manager. 


Coast-to-Coast Stores Central Organi- 
zation, Inc., 39 S.E. Main St., Min- 
neapolis 14, Minn., Annual Meeting, 
Feb. 17-20; Mastercraft Convention, 
April 6-8. 


Cotter & Co., Spring Merchandising 
Show, Feb. 4-5, 1952, at the com- 
pany office and warehouse, 365 E. 
Illinois St., Chicago, Ill. 


Franklin Hardware & Supply Co., 
annual convention, Feb. 5, at com- 
pany headquarters, 918-928 No. 
Delaware Ave., Philadelphia 23, Pa. 
F, Leon Herron, president and gen- 
eral manager. 


Gift Show (California), Jan. 20-25, 
1952, at the Merchandise Mart, 
Brack Shops, Alexandria and Bilt- 
more hotels, and individual show- 
rooms in Los Angeles. Sponsored by 
Los Angeles Trade Fair, Inc. 


Gift, Toy, Housewares Shows, Feb. 
3-6 at Civic Auditorium, Palace, St. 
Francis, and Sir Francis Drake 
Hotels, and Western Merchandise 
Mart, San Francisco; Feb. 17-21, 
Olympic and New Washington 
Hotels, Seattle, Wash.; Feb. 24-27, 
Columbia Athletic Club, Portland, 
Ore. 


Industrial Distributors’ Mid-year Con- 
ference, Jan. 16-18, 1952. Sponsored 
by the Southern Industrial Associa- 
tion, at the Edgewater Gulf Hotel, 
Biloxi, Miss. E. L. Pugh, 208 Peach- 
tree Arcade, Atlanta 3, Georgia, 
secretary-treasurer. 


Marshall-Wells Stores Congresses, 
sponsored by the Marshall-Wells 
Co., Duluth 1, Minn., at the follow- 
ing places: Duluth, Feb. 11-13; Spo- 
kane, Wash., Feb. 18-19; Seattle, 
Wash., Feb. 20-21; Portland, Ore., 
Feb. 25-26; Billings, Mont., March 
8-4. 

New England Hardware Dealers’ 
Assn., convention and exhibit, Feb. 
20-22, at the Statler Hotel, Boston, 
Mass. Executive secretary, Russell 
R. Mueller, 185 S. Dartmouth St., 
Boston 16. 


New England Housewares Show, Feb. 
17-19, 1952, in Mechanics Bldg., 
Boston, Mass. Sponsored by the 
Housewares Club of New England. 


Rehm Hardware Co. Spring Dealer 
Convention and Merchandise Ex- 
hibit, Feb. 12-13, at the company’s 
warehouse, 1501 Blue Island Ave., 
Chicago 8. 


Sportsmen’s Shows: New England 
Sportsmen’s and Boat Show, Feb. 
2-10, 1952, at the Mechanics Bldg., 
Boston, Mass. Detroit Congress 
Sportsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 
Show), March 15-23, 1952, at the 
State Fair Grounds, Detroit, Mich. 


Sports, Travel and Boat Show, Feb. 
29-March 9, 1952, at Civic Audi- 
torium, San Francisco, Calif. Spon- 
sored by California Sports, Travel 
and Boat Shows, Inc., 369 Pine St., 
San Francisco 4. 


Texas Wholesale Hardware Associa- 
tion convention, June 19-21, 1952, 
at the Plaza Hotel, San Antonio. 
Secretary, Nat Johnson, P. O. Box 
386, La Feria, Tex. 


State Events 


Alabama Retail Hardware Assn. con- 
vention and exhibit, March 30- 
April 1, 1952, ‘at Whitley Hotel, 
Montgomery, Ala. Mrs. Euna G. 
Ramsey, 1926 Fourth Ave., North, 
Clark Bldg., Birmingham, secretary. 

Arkansas Retail Hardware Assn. con- 
vention and exhibit, Feb. 21-22, 
1952, at Robinson Auditorium, Little 
Rock. Headquarters, LaFayette 
Hotel, J. Wayne Tisdale, 604 Rec- 
tor Bldg., Little Rock, executive 
secretary. 

California Retail Hardware Assn. con- 
vention and exhibit, Feb. 11-13, 
1952, at Fairmount Hotel, San 
Francisco. K. B. Jacobsen, 262 
Western Merchandise Mart, San 
Francisco 3, secretary manager. 

Carolinas, Hardware Association of, 
convention and exhibit, June 10-11, 
1952, at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 


Connecticut Hardware Assn., conven- 
tion, Feb. 6, 1952, at Hotel Bond, 
Hartford. Ned Russell, Harris 
Hardware, Southport, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
1952, at George Washington Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Box 183, Waycross, Ga., ex- 
ecutive manager. 

Illinois Retail Hardware Assn. con- 
vention, Feb. 256-28, 1952, at Chi- 
cago. Convention at Sheraton Hotel, 
exhibit at Navy Pier, W. F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
managing director. 

Indiana Retail Hardware Assn. con- 
vention and exhibit, Jan. 29-31, 
1952, at Murat Temple, Indianapolis. 
Headquarters, Lincoln Hotel, G. F. 
Sheely, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 

Intermountain Assn. convention, Feb. 
11-12, 1952, at Boise Hotel, Boise, 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET... “smart looking” mem- 
ber of the new Shurlok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. g a 


GCO GLASS KNOBS ARE 
LONGER LASTING / 


There once was a burglar called McInnish, 
Who thought Tegco Glass Knobs would diminish, 
But he found after awhile, using a wrench and a file, 
He couldn’t even scratch up their finish! 


Quality 
( [ESC 0) 
Since 1920 














TEGCO TUBULAR GLASS 
TECHNICAL GLASS COMPANY, INC. TEGCO TUBULAR GLASS 
2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA celled “Sales-Appeal,” 
quality and distinction... 
The world’s largest selling 

knob style. 





WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 
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VALUS 


THAT BUILDS 


SALES 


AND CUSTOMER - SATISFACTION! 














SUGGESTED 


RETAIL PRICE | $02 “or senders 
for 
$15 ae 
GRILLE OWLY La 








Beautiful, Adjustable 
NATIONAL GUARD 


SUREEN DOOR GRILLES 


Yes, here is beauty of design plus 
really fine workmanship and ma- 
terials. And that adds up to out- 
standing value . . . at a price that 
has terrific sales appeal. Fully adjust- 
able, easily installed—handcrafted 


of lasting steel! Immediate delivery! 

Other designs featuring beautiful, 
artistic cast figurines available. Send 
for descriptive literature. 


SOLD THROUGH LEADING HARDWARE and 
BUILDING SUPPLY JOBBERS 


NATIONAL GUARD 
PRODUCTS, INC. 


P. O. BOX 1520 MEMPHIS 1, TENN 


MANUFACTURERS OF 


‘ Weatherstripping, Mouldings, Window Guards 
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Idaho. Leon L. Weeks, 211 Conti- 
nental Bank Bldg., Boise, secretary. 

Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, 1952, 
at Des Moines, Iowa. Sessions, 
Hotel Savery; exhibit, Iowa Ex- 
hibit Bldg., State Fair Grounds. 
Philip R. Jacobson, Mason City, 
secretary. 

Kentucky Retail Hardware Assn. con- 
vention and exhibit, Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 

Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Grand Rapids. Sessions, 
Hotel Pantlind; exhibit, Civic Au- 
ditorium. H. W. Schumacher, 1916 
Olds Tower Bldg., Lansing 8, 
manager. 

Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, 1952, 
at St. Paul. Hotel Headquarters, 
St. Paul Hotel. C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 
manager. 

Missouri Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952. Jefferson Hotel, St. Louis, 
Harry F. Scherer, 1180 Arcade 
Bldg., St. Louis, secretary. 

Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 
24, 1952, at Cosmopolitan Hotel, 
Denver, Colo. Francis W. Reich, 
1233 Spruce St., Boulder, Colo., 
secretary. 

Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Omaha. Sessions, Hotel 
Paxton; exhibit, Auditorium. C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 

New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
12-14, 1952, at Buffalo. Sessions. 
Statler Hotel; exhibit, Memorial 
Auditorium. N. H. Kiley, Hills 
Bldg., Syracuse 2, secretary. 

North Coast Retail Hardware Assn. 
convention, Feb. 3-5. 1952, Mult- 
nomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Se- 
attle 14, Wash., secretary. 

North Dakota Retail Hardware Assn., 
convention and exhibit, March 25- 
27, 1952, at Fargo. Exhibit and 
meetings, Crystal & Avalong Ball- 
room; headquarters, Graver Hotel. 
Miss E, J. McGrann, 54% Broad- 
way, Fargo, secretary. 

Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, 1952, at Cleve- 
land. Sessions, Statler Hotel; ex- 
hibit, Public Auditorium. John B. 
Conklin, 198 So. High St., Colum- 
bus 15, secretary. 

Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, 1952, at Municipal Auditorium, 
Oklahoma City. Robert K. Thomas, 
515 Midwest Bldg., Oklahoma City, 
secretary. 

Pennsylvania and Atlantic Seaboard 
Hardware Assn. convention and ex- 


hibit, Jan. 22-24, 1952, at Bellevue- 
Stratford Hotel, Philadelphia. W. 
Glenn Pearce, 1616 Walnut S&t., 
Philadelphia 3, secretary. 


Southern California Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, 1952, at Long Beach. Ses- 
sions, Wilton Hotel; exhibit, Muni- 
cipal Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, 
secretary. 

South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-3, 1952, at Cataract Hotel, Sioux 
Falls. O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls, se¢retary. 


Tennessee Retail Hardware Assn. 
convention, Feb. 17-19, 1952, at 
Nashville. Morris Jones, P. O. Box 
784, Nashville 2, secretary. 

Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
1952, at Dallas. Sessions, Baker 
Hotel; exhibit, Baker and Adolphus 
Hotels. Ray M. Souder, 822-23 
Texas Bank Bldg., Dallas 2, secre- 
tary-manager. 

Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, 1952, 
at Herring Hotel, Amarillo, Tex. 
M. D. Shepherd, Canyon, Tex., sec 
retary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
1952, at Hotel John Marshall, Rich- 
mond. George T. Omohundro, Jr., 
Scottsville, secretary. 

West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
1952, at Waldo Hotel, Clarksburg. 
James C. Fielding, 1628 McClung 
St., Charleston 1, secretary. 

Western Retail Implement and Hard- 
ware Assn. convention and exhibit, 
Jan. 14-16, 1952, at Municipal Audi- 
torium, Kansas City, Mo. W. J. 
Shaw, 291 Main St., Kansas City 
2, secretary. 

Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, 1952, 
at Auditorium, Milwaukee. Head- 
quarters, Schroeder Hotel. H. A. 
Lewis, Stevens Point, secretary. 





JOIN THE MARCH OF DIMES 
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Autoyre accessories are not counter fixtures; 
they’re made for bathrooms and kitchens. 

Naturally, the major part of our selling activity 
is concerned with getting Autoyre Fairfield accessories 

off the counter—into the home. The handsome styling, 

bright finish, exceptional value, and Autoyre guarantee 

make for brisk counter action, of course. To make your selling job 
even easier, Autoyre brings Fairfield selling features right into your 
customers’ homes via full-page, color ads in America’s best selling magazines: 
LIFE, LADIES’ HOME JOURNAL, GOOD HOUSEKEEPING, McCALL’S, WOMAN’S 
HOME COMPANION, TODAY’S WOMAN, BETTER HOMES & GARDENS, AMERICAN HOME. 


MATCHED ACCESSORIES FOR BATHROOM AND KITCHEN 
Designed to Make the Passer Buy 


THE COMPANY 


OAKVILLE, CONNECTICUT 
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(Continued from page 13) 
25,000 Btu size, single unit, or 50,- 
000 Btu size, double unit. Designed 
for easy installment above floor 
level, they feature one-piece Royal 
cast iron burners with drilled 
raised ports. A. G. A. approved for 
natural, manufactured and LP-Gas, 
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; : 7 
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and finished in neutral tan. Chat- 
tanooga Implement & Mfg. Co., 
Chattanooga 6, Tenn. 





Insect Tension Screen 


The improved Keystone frameless 
insect tension screen has a new, 
adjustable tension catch at the sill 
that secures the screen firmly. The 
free floating sill bar assures snug 
fit even when sills are off-level or 





uneven. Each screen is pre-sized 
and ready to install. Construction 
is all-aluminum. Keystone Wire 
Cloth Co., Fostoria, Ohio. 
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Mixer Improvements 


Beetle plastic is now being used 
for the housing of the Osterette, 
this small two-beater mixer. Plastic 





housing makes the mixer lighter to 
hold, and the smooth, hard-sur- 
faced compound is wear resistant. 
Stainless ‘steel beaters are detach- 
able for easy cleaning. John Oster 
Mfg. Co., 1 Main St., Racine, Wis. 





Garbage Can Holder 


This Grip-Lok garbage can or 
pail holder will fit on wall, tree, post 
or pole to hold all sizes and styles 
of cans or pails safely off the 
ground. The handle grip is wide 





to prevent swaying, and the bottom 
of the holder locks with the raised 
bottom of the can, holding it firmly. 
Made of galvanized steel, it will hold 
more than 200 lbs. Boxed indi- 
vidually, and retailing at 98¢. 
Gardner Products Co., 2088 Watson 
Ave., St. Paul 5, Minn. 


Sponge Display Deal 
Shown here is the attractive dis- 
play carton in which dozen lots of 
du Pont 6C cellulose sponges are 
shipped. This new size of colored 
sponge comes in coral, green, blue 
and yellow, and is currently in- 
cluded in two deals. Deal “A” offers 





6 6C sponges free with the purchase 
of 24 4A sponges, and 42 6C 
sponges. Dealer cost is $11.70, retail 
value is $20.40. Deal “B” offers 6 
6C sponges free with the purchase 
of 12 6A sponges, 12 8A sponges, 6 
10A sponges, and 6 6C sponges. 
Dealer cost is $12.42, retail value is 
$20.82. Finishes Div., E. I. du Pont 
de Nemours & Co., Inc., Wilming- 
ton 98, Del. 





Window Shelf 


This new Carlco self-attaching 
window shelf is heavy gage metal 
with twin non-slip brackets that 
fasten to a window sill without 
screws or nails, and allows the win- 
dow to be opened or closed. It is 
finished in white or ivory rust-re- 





sistant baked enamel, with non- 
snagging rolled edges and _ spill- 
proof ledge. Measures 23x5 in., and 
retails for about 98¢. Carlisle Mfg. 
Co., 109 Meeker Ave., Newark 5, 
N. J. 





Electric Paint Remover 


An electric paint removing tool, 
Professional Model 360, removes 
3% sq. ft. of paint per minute. 
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SUPPLIER exclusive features that create outstanding consumer demand. Ask your 
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natural, manufactured and LP-Gas, 


mn 


| 


1 








and finished in neutral tan. Chat- 
tanooga Implement & Mfg. Co., 
Chattanooga 6, Tenn. 





Insect Tension Screen 


The improved Keystone frameless 
insect tension screen has a new, 
adjustable tension catch at the sill 
that secures the screen firmly. The 
free floating sill bar assures snug 
fit even when sills are off-level or 





uneven. Each screen is pre-sized 
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Mixer Improvements 


Beetle plastic is now being used 
for the housing of the Osterette, 
this small two-beater mixer. Plastic 





housing makes the mixer lighter to 
hold, and the smooth, hard-sur- 
faced compound is wear resistant. 
Stainless ‘steel beaters are detach- 
able for easy cleaning. John Oster 
Mfg. Co., 1 Main St., Racine, Wis. 





Garbage Can Holder 


This Grip-Lok garbage can or 
pail holder will fit on wall, tree, post 
or pole to hold all sizes and styles 
of cans or pails safely off the 
ground. The handle grip is wide 





to prevent swaying, and the bottom 
of the holder locks with the raised 
bottom of the can, holding it firmly. 
Made of galvanized steel, it will hold 
more than 200 lbs. Boxed indi- 
vidually, and retailing at 98¢. 
Gardner Products Co., 2088 Watson 
Ave., St. Paul 5, Minn. 





Sponge Display Deal 

Shown here is the attractive dis- 
play carton in which dozen lots of 
du Pont 6C cellulose sponges are 
shipped. This new size of colored 
sponge comes in coral, green, blue 
and yellow, and is currently in- 
cluded in two deals. Deal “‘A”’ offers 





6 6C sponges free with the purchase 
of 24 4A sponges, and 42 6C 
sponges. Dealer cost is $11.70, retail 
value is $20.40. Deal “B” offers 6 
6C sponges free with the purchase 
of 12 6A sponges, 12 8A sponges, 6 
10A sponges, and 6 6C sponges. 
Dealer cost is $12.42, retail value is 
$20.82. Finishes Div., E. I. du Pont 
de Nemours & Co., Inc., Wilming- 
ton 98, Del. 





Window Shelf 


This new Carlco self-attaching 
window shelf is heavy gage metal 
with twin non-slip brackets that 
fasten to a window sill without 
screws or nails, and allows the win- 
dow to be opened or closed. It is 
finished in white or ivory rust-re- 





sistant baked enamel, with non- 
snagging rolled edges and _spill- 
proof ledge. Measures 23x5 in., and 
retails for about 98¢. Carlisle Mfg. 
Co., 109 Meeker Ave., Newark 5, 
N. J. 





Electric Paint Remover 


An electric paint removing tool, 
Professional Model 360, removes 
3% sq. ft. of paint per minute. 
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Lock line of distinctive hardware. The reason lies with the recently-intro- 
duced (yet, already nationally known) NATIONAL LOCKset. Like other 
quality National Lock products, NATIONAL LOCKset embodies many 
exclusive features that create outstanding consumer demand. Ask your 
supplier about them... then join the thousands of hardware and building 
supply outlets who are ‘cashing in’ on this newest member of the National 


Lock family. Write for descriptive NATIONAL LOCKset catalog NOW. 


I 


ee ee 


4 
oe i 


ALL FROM 1 SOURCE 


—_ 


4 
s 
+ 
es ™ 
+ 
+ 
‘ 


DISTINCTIVE HAROWARE... 


LOCh COMPANY 


ie oe ee ee OoOrviston 


woke G20) a') 
ILLINOTS 











WHAT’S NEW 








Heating area is 18 sq. in. and there 
is a 500 watt ceramic heating ele- 
ment guaranteed for the life of the 
tool. The body is chrome plated 
quality steel, and steel blades are 
detachable. Front and back handles 
are hardwood, and there is 8 ft. of 
cord. Packed individually, 6 or 12 
units to the carton. Powermet Corp., 
12501 Madison Ave., Cleveland 7, 
Ohio. 


Dish Drainer 


This combination dish drainer 
with glass dryer attachment, 50-GD, 
holds glasses of all kinds and has 
a separate silverware compartment. 
It is heavily coated with Vinylite 
plastic, and will not blister, soften 


or become gummy in hot water, 
soap or acids. Measures 161x 
1314x714 in., and available in red, 
yellow and white. Artistic Wire 
Products Co., Inc., 230 Fifth Ave., 
New York, N. Y. 





Automatic Washer 


This new fully automatic wash- 
ing machine, AW5B6, is a top-load- 
ing, free-standing machine with 
agitator action that automatically 
washes, double rinses and spin-dries 
a load of clothes before shutting it- 
self off. Small-load selector washes 
up to 5 lbs. with 10 gal. of water in 
each cycle. At capacity the tub 
holds 17 gal. of water and up to 9 
Ibs. of dry clothes. Interior is 
lighted, and there is an instant stop 
and start control. Major Appliance 
Div., General Electric Co., Bridge- 
port 2, Conn. 

























































Safety Plug Fuse 


Royal - Lag “Shok - Absorber” 
Safety glass-top plug fuse safely 
absorbs starting overloads and sud- 





den current surges to prevent need- 
less blowing, and gives ample pro- 
tection to the entire circuit. Pack- 
aged in either the handy five-pack 
or the new individual pack, both in 
display cartons of 50. Royal Elec- 
tric Co., Inc., Pawtucket, R. I. 





Mouse Killer 

Added to the line of d-Con rodent- 
icides, Mouse-Prufe is a ready-to- 
use mixture in a compact package. 
The self-feeder dispenses the right 





amount for mice to eat. d-Con Co., 
Inc., 112 E. Walton St., Chicago 11, 
Ill. 





Scroll Wall Brackets 


Two new metal scroll wall brack- 
ets, designed for large wall areas, 
come equipped with adjustable pot 
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You can put your confidence in- 


line 


PARCEL POST TWINES 
GIFT CORDS : 
SEA ISLAND TWINES 
HOUSEHOLD TWINES 
KITCHEN LINES 
EXPRESS TWINES 
KITE CORDS al 
CHALK LINES ( “ 
JUMP ROPES 
WRAPPING TWINES 
MOP HEADS 
STARTER ROPES 
SHOE LACES 


(Samples furnished on request) 


DISPLAY 
PACKING 
7; B eller 

0 Mferchandiing 


als These display cartons save time and handling of 
rr ‘oa ; = a» merchandise because they show full information as to 
contents when closed—and open into attractive coun- 
ter displays. They are standard packing for at 
Art. 522 Chalk Line, Art. 523 Chalk Line, Art. 52 

Chalk Line, Art. 562 Mason Line, Art. 568 Clothes 
Line and Art. 569 Venetian Blind Cord. 











= | VENETIAN 
BLIND CORD 








ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f. 0. b. 
Mill, Lawndale, N.C. or Marietta, Minn. Orders | 
of $20.00 to $50.00, freight allowed to $1.00 
per cwt. Freight prepaid does not include ex- 
tra charges incurred outside carriers regular | 
zone of delivery. } 

J 











When you display the YING tine- 


: it Sells! 
Cleveland Mills Company .awsoace, nontH caroLina 
} 








ESTABLISHED IN 18673 


Marietta, Minnesota 
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Genuine ASL 


BANARAT 


Most Effective RAT and 
Mouse KILLER Known 


Feature BANARAT, the pioneer warfarin 
rodenticide that’s fully guaranteed to 
ban all rats and mice. t's sure to please 
your customers. 


New! BANARAT BITS 

ready-to-use death deal- 

J ing pellets; also home 

size for mice. 

NE" BANARAT PREMIX a 

— concentrate your custo- 
= mers mix with any pre- 

= ferred bait. 


Localized National Advertising 
Powerful, continuous advertising that's 
read by your customers in their favorite 
local publications. Merchandising helps 
sent free. 











Order From 
Your Wholesaler 


There are dozens of war- 
farin products but only 
one BANARAT. Insist on 
it from your jobber or 
write American Scientific 
Laboratories, Madison I, 4 
Wisconsin. 


DEPENDABLE 








“ONLY THE BEGINNING”! 


Scores of hooks by Brooks are 
listed in the Hardware Age Di- 
rectory issue, as well as rings, 
eyes and wire forms—all of that 
old-fashioned high quality that 
has been our way for 100 years. 
If you don’t find what you want 
there, write us. Those are “only 


the beginning”! 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


‘BROGKS  HOGKS' 
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WHAT'S NEW 








rings and can be hung vertically, 
horizontally, or at any angle and 
still allow the pots to remain up- 
right. The three-pot style, No. OB- 











| 35, shown right, is 50 x 20 in., and 
| comes in white with 5-in. pots in 
| red, green, yellow, and white, or 
| verde green antique with pots to 
| match. The two-pot bracket, No. 
| OB-25, shown left, is 30x14 in., 
and has pots of the same assort- 
ment. George Koch Sons, Inc., 
Evansville, Ind. 


Automatic Water System 


The new Climax Blue Streak 
automatic water system for shallow 
or deep well service has only one 








moving part, a one-piece impeller 
that is securely mounted on a stain- 
less steel motor shaft. There is a 
new improved self-aligning shaft 
seat, self-priming positive pumping 
action, and oiling and greasing is 
not necessary. » For water levels 
from 5 to 150 ft., with pressures up 
to 40 Ibs., and can be used with in- 





terchangeable motors from 1/3 to 
1% hp. Climax Engine & Pump 
Mfg. Co., Clinton, Iowa. 


Improved Shell Tubes 


Plastic-treated paper tough 
enough to withstand the rolling 
tracks of an Army tank is now used 
to make the paper tubes of shotgun 
shells made by Western-Winchester. 
In developing the material, it was 
tested by soaking the shells in warm 
water for half an hour. They were 
then bounced for 15 minutes in a 
“mechanical hunter’s pocket,” a de- 
vice reproducing the action to 
which shells are subjected when 
carried loosely in the pocket of a 
sportsman’s jacket during wet 
weather. Shells showed little signs 
of injury after the test. Olin In- 
dustries, Inc., East Alton, IIl. 


Combination Lock & Cable 


An interesting keyless padlock is 
this Combo-Lock which has its own 
secret number, one of 10,000 dif- 





ferent combinations, for easy open- 
ing. The combination cylinder is 
brass-plated, case is die-cast, and 
the shank is tempered steel. A spe- 
cial 36-in., plastic covered steel 
cable combines with the lock for se- 
curing hard-to-lock items. Both are 
precision made in England. Dawes 
Distributors, 5-7 Bow St., Cam- 
bridge, Mass. 


Buoyant Cushions 


Three attractive new designs 
have been added to the Tapatco line 
of Kapok-filled buoyant cushions. 
Shown here is a lighthouse scene in 
color on a green background, and 
others have signal flags on a red 
background, and four water sport 
scenes in color separated by a com- 
pass rose on a blue background. All 
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HOW TO MAKE 
tATRA SALES f 


WITH A BILLINGS* 


. paint and a brush... 




















Like a hammer and nails. . 
Billings LIFE-TIME® Wrenches are natural “Companion 


Sellers” for Lawnmowers; Power Tools; Plumbing Sup- 





plies and kindred products. Better still . . . a Billings* sold 
with each of these items means EXTRA Sales — Profits — 
Turnover .. . for YOU! 











Billings* LIFE-TIME Wrenches are drop forged from quality 





steel, accurately machined and perfectly finished to give a life-time 


of usefulness. They’re quickly identified — easily sold — with 


for EX7RA SALES that count 


Billings* popular, sales-packed Wrench Merchandisers. SELL A BILLINGS* with every... 










THE BILLINGS & SPENCER CO., HARTFORD 1, CONN., U.S.A. 
Specialists in drop forgings since 1869 


‘THE BRAND NAME MOST 
FREQUENTLY REQUESTED in the 
fixed opening wrench field! (According 
to Popular Mechanics magazine’s 
unbiased Study.) 





MAGIC-CLERK 
COUNTER DISPLAYS 


BILLINGS 


LIFE-TIME: = 
44g 
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SOCKET BOARDS 
SETS AND PARTS 





Sales Winners... 





Consistently advertised nationally 
to your customers in The 
Saturday Evening Post 
Country Gentleman, Popular 


Science and Popular Mechanics 


Model 625 Zephyr 
Electric Hand Saw... 

The Saw with All the Features. 
6%” blade; depth of cut 2%”. 
Adjustable for depth and angle of cut. 
Bench and floor model saw tables available 













“ee 





Everybody’s Buying 
WORK-SAVER TOOLS 


Every one of your customers is a 
prospect for one or more of these 
PORTABLE electric tools for doing jobs 
easier—faster and better around the 
home, on the farm, and in the shop. 


Rt Model 1950 Zephyr — 


VY,” Electric Drill. 


PORTABLE offers a variety of tools 
that will appeal to your customers in 
attractive streamline design, perform- 
ance, light weight, and handling ease 
—each tool an outstanding compet- 
itive value in every way. 


Horizontal and Vertical Drill Stands 
—Multiply uses for this electric drill. 


To the dealer, PORTABLE tools mean 
sales turnover at a good profit, and 
repeat business for other tools, acces- 
sories, and attachments. 


Don’t delay.‘Ask your wholesaler today, or write 
for profitable dealer plan with window and 


counter displays and other merchandising helps. 








Model 400 Hi-Power—Bench Grinder. Spraymaster SM-25—Complete portable 


paint spray outfit. 


PORTABLE ELECTRIC TOOLS, INC. 
332 West 83rd Street, Chicago 20, Illinois 
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WHAT’S NEW 








have durable vinyl leatherette cov- 
ering and long loop handles for use 
as life preservers. U. S. Coast 








Guard approved. The American 
Pad & Textile Co., Greenfield, Ohio. 


Roller Painter 

This new fill type roller, Deep- 
Cushion Roll-A-Painter, is for use 
with rubber base and water paints, 
and holds enough paint to cover 80 
to 100 sq. ft. per filling. Rubber 
cushion cover gives even distribu- 
tion and ease of applying to all in- 
terior surfaces. The slip-on cover 
is reversible and washable, and the 
handle is threaded to fit a standard 
mop handle for reaching high 
places. Will not splash or drip. S-X 
Graham Corp., 219 N. Carpenter 
St., Chicago 7, IIl. 


New Stove, Table Mat 


Added to the Pro-Tex line of all- 
purpose stove and table mats is 
“Linen,” available in red, yellow 





and gray. Sizes and retail prices 
include 18x20 and 1514x20 in., both 
at 79¢; 14x17 in. at 59¢; 81x20 in. 
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YOUR CUSTOMERS KNOW 
CONTINENTAL Means... 


@ OUTPUT IN EXCESS OF RATED POWER 
@ AMPLE TORQUE FOR PEAK LOADS WITHOUT STALLING 
@ QUICK, EASY STARTS EVERY TIME 


ore ae <P ow. nme nee 


DEPENDABLE POWER | 
For LAWNMOWERS | 
GARDEN TRACTORS | 
COMPRESSORS | 
SPRAYERS 
GENERATORS 








AUT (14h p.) and AUT-B (2 fi.p.). For 
applications where lateral space is limited. 
This is one of five series of small air- 
cooled four-cycle engines, ranging from 










1 to 24% hp. 


[ontinental Motors [orporation 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 





12800 KERCHEVAL AVENUE -« 


DETROIT 14, MICHIGAN 
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The sweefesf name 


in Bath Scales is 


Health-o-Meter 





MODEL 161 
Magnifying Lens 







MODEL 187 
Magnifying Lens 


MODEL 134 
Airplane Dial 


“*...arose 
by any other 


name would 





...wrote Shakespeare. And he was 
right—about roses—but if Will 
were a housewares buyer, he’d 
know that there’s no sweeter name 
in bath scales than Health-o-Meter. 

Yes, since 1919, when Health-o- 
Meter introduced the original bath 
scale, no other make has been so 
well known, so universally 
accepted. It’s the first choice 
from coast to coast because, for 
more than 30 years, Health-o-Meter 
has been Number One in accura- 
cy, dependability and design. 

Make Health-o-Meter your first 
choice, too, and get your share of 
steady profits from the “‘sweetest”’ 
name in bath scales. Ask your job- 
ber or write direct for details. 


Built Right Priced Right 
Always Right 


CONTINENTAL SCALE CORPORATION 
5701 S$. Claremont Avenue « Chicago 36, Iilinols 
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smell as sweet,” | 


WHAT'S NEW 








at 49¢; 84 in. round at 19¢; 7x7 
in. and 7 in. round both at 15¢. 
Linen is also featured in matching 
hot dish mat set of three, retailing 
at about 65¢. Ballonoff Metal Prod- 
ucts Co., 2536 Euclid Ave., Cleve- 
land 15, Ohio. 


—_——__—_—_ 


| Pocket Bolt & Nut Gage 

Here is a pocket bolt and nut 
gage for bolts and screws from No. 
8 through 34 in. diameter and nuts 
from No. 8 through % in. diameter. 
Plug gages for nuts give the diam- 
eter and tell whether it is coarse or 
fine thread. Accurate to .005 in. 
tolerances, and measuring 714 in. 
overall. Priced at $1.00 each, or 





| 
available at special quantity prices. 
Sorrell & Sons Co., 295 Argyle Rd., 
Rocky River 16, Ohio. 





Safety Plug 


Designed for safe and easy at- 
| tachment to an electric cord, this 
| new Safe-Plug ‘has a slide-off top 

where the cord is inserted. Two 
| metal teeth bite into the insulation 


| and contact is made with no bare 








wire being exposed. Gilbert Mfg. 
Co., 24-20 46th St., Long Island 
City 3, L. I. 





Outboard Motor 


This Lightwin outboard motor, 
new in the Evinrude line, is 3 h.p., 
weighs 30 lbs., and is an alternate 
firing twin with Evinrude’s Fisher- 
man Drive. It has a big propeller, 
a three-bladed wheel 6%% in. diam- 
eter by 534 in. pitch, and a high 
gear ratio. There is transom trigger 
for correct vertical adjustment, and 





sili 
tvesnibe Wet 


an automatic exhaust relief. Steer- 
ing is 360 deg. with full pivot re- 
verse. Evinrude Motors, Div. of 
Outboard Marine & Mfg. Co., Mil- 
waukee 16, Wis. 


Coffee Filters 


Here are new Sytex single service 
coffee filters, for Sunbeam Coffee- 





master Model C-30B, that can be 
thrown away after use. Insertion 
and removal of each filter is simple 
and convenient. Package of 50 
Sytex coffee filters retails for 25¢. 
Schwartz Mfg. Co., Two Rivers, 
Wis. 
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Color Mixing Systems 


Here is a new color mixing sys- 
tem, called Colortoner, which is 
capable of blending over 1600 
shades with reliable exactness. It 
is available in washable flat, muted 





semi gloss, and full gloss enamel 
finishes. The base comes in pt., 
qt., and gal. cans, and the Color- 
toner tubes in six sizes. There is 
a Colortoner Album with 1600 color 
chips to assist in selecting the de- 
sired shade. Hoboken White Lead 
& Color Works, Hoboken, N. J. 





Convertible Jet Pumps 


Additions to the Delco Horizontal 
Convertible Jet Pump line include 
new 34 and 1 hp. pumps that de- 
liver up to 1620 g.p.h. and operate 





at depths to 120 ft. They are pow- 
ered by a Delco condenser-start 
motor, which operates on 115 or 230 
volt 60 cycle AC, and have built-in 
overload protection, ball bearings 
and lifetime lubrication. Delco Ap- 
pliance Div., General Motors Corp., 
Rochester 1, N. Y. 





Disposable Metal Polish 


This new polish, called Golden 
Bear Disposable Metal Polish, is 
soft cotton impregnated with a spe- 
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TWO Profits for You! if you 
Nake UP 


all 






PROFIT 


45,000,000 householders 


who have to change 
storm windows or screens 


are each a potential 
“FRAME-UP” buyer. 


mom) 


You'll sell at least 25 
feet of sash cord with 


nearly every 
“FRAME-UP”. 


yao 




























E-UP’ takes the pain out of changing 
screens and storm windows. It’s so simple that either 
husband or wife can use it. Here’s all you do. Using “FRAME-UP” like 
tongs, grip the top of the sash in the center. Tighten the locking device 
that holds 70 pounds with no slipping. Lower the window to the ground, 
hand-over-hand. When the window leans against the house, a quick 


flick of the wrist automatically unlocks the device. 


Contact your jobber for this 2-profit item or write: 


HOUSEHOLD GADGETS, INC. ¢ 41 BROAD STREET, NEW YORK 4, N. Y. 
DISTRIBUTORSHIPS OPEN 





“PATENT PENDING 
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King Cotton Sash Cord 
looks, tests, feels and is a quality 
cord... designed and manufac- 
tured to give longest service life 
under severe conditions. It's a 
TOUGH CORD for TOUGH JOBS. 


And it’s priced for VALUE... 
your best buy in a quality sash 
cord. To assist you in merchan- 
dising this fine cord we now offer 
Sizes 7 and 8 in an attractive 
floor display self shipper... 
Packaged to Sell! Order from 
your jobber — today. 


@ MADE FOR 
© PRICED FOR 


Value 


@ PACKAGED TO 








THE King Coton LINE | 


© Sash Cord © Chalk Line 









© Cable Cords 





© Clothesline 






>? Mason's Line * Venetian Blind Cord 


© Twine 







€, 


Send for The 
King Cotton Catalog. 









JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 












WHAT’S NEW 


cial grease solvent. It is ready-to- 
use out of the jar, and can be 
thrown away after using, eliminat- 
ing spilling and messy rags. 
Polishes all metals easily and 
quickly. Golden Bear Products, 
Inc., 9363 Wilshire Blvd., Beverly 
Hills, Calif 





Mixing Bowl Nest 


Two Styrene plastic mixing bowls, 
with 144-qt. and 2%4-qt. capacities, 
are called Mixing Bowl Duet. Fea- 
tures include Easy Grip edge, con- 
tour formed lips for clean pouring, 





and the smaller bowl nests in the 
larger one for convenient storage. 
For use on all types and sizes of 
electric mixers. Available in ebony 
and yellow. Retail: about $1.00 a 
set. Massachusetts Plastic Corp., 
Ludlow, Mass. 


Outboard Motor Stand 


Called the Brinktun All-Surface 
Portager, a new outboard motor 
stand has big 8-in. dual rubber-tired 
wheels for use on soft ground or 
loose sand. The all-angle iron 
frame is extra sturdy for secure 
mounting of heavy motors. Brink- 
tun Co., 2580 University Ave., St. 
Paul, Minn. 





Paint Roller Cleaner 


Here is a quart of paint roller 
cleaner, Kolor-Brij, that comes in a 
two-quart can for quick cleaning by 
submerging the entire roller cover. 
A single rinse makes the roller 
ready for the next color, and Kolor- 
Brij can be used over and over, as 
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.«- for Pulpwood and Small Logs 


Sure, it pulls easier and stays sharp longer than any pulpwood 
saw! That’s because it’s made of the same tough Simonds Steel as the 
famous “Crescent Ground” Cross-cut Saws (shown below) . . . tapered 
for full clearance with minimum set . . . and specially heat-treated for 
CROSS-CUT SAWS added strength, stiffness and edge-holding qualities in any type of 


Tough, edge-holding Steel ; . timber. Made in 30”, 36”, 42” and 48” lengths. 


plus Simonds special method of 
grinding ...here’s why these 
saws stay sharp longer, cut faster 
and freer, give top satisfaction. 
Made in 1-man and 2-man types 
in all standard lengths and a 
variety of tooth styles. 


... and for heavier 
cutting, sell the Famous 
SIMONDS ‘‘Crescent Ground’ 





That’s why it pays to sell Simonds No. 460 Pulpwood Blades, 
easily identified by the Red End...and Simonds 


Pulpwood Frames and Tools. 


SIMONDS”* 


SAW AND STEEL CO. 







Branch Offices in Boston, Chicago, 
San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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it will not lose strength or evapo- 
rate. It preserves as it cleans. Also 
available in pint, quart and gallon 





cans. Brush-Save, Inc., 5047 W. 
Loomis Rd., Milwaukee 15, Wis. 





Odorless Flat Finish 


Sapolin’s Mel-Lux Flat Finish is 
now being made odorless in all 
colors and white. Three new shades 
have also been added, pink, blue and 
green, expanding the line to 12 
colors. Mel-Lux Flat Finish is a 
washable oil base paint that seals, 
primes and finishes in one coat and 
comes ready to use. Sapolin Paints, 
Inc., 229 E. 42 St., New York 17, 
My. XY. 





Shelf and Lining Paper 


Here is Handy super-sheen finish, 
cellophane wrapped, colored shelf 


rc 





and lining paper. The sheets are 13 
in. by 21 ft. and come in blue, green, 
turquoise, yellow, moss green and 
scarlet. Packed four rolls of each 
color in a carton. Also in white. 
Hano Paper Co., 1 W. 34 St., New 
York 1, N. Y¥. 
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Labelon Tape Dispenser 


Labelon pressure-sensitive tape is 
now available in a plastic dispenser 
in 54 and 3% in. widths, in blue, red 
or green. The tape makes a perma- 
nent label that will not erase or 
smudge, and can be written on with 
pencil, stylus, or other blunt instru- 
ments. Adheres to almost any hard 





it 


surface without moistening. Rolls 
80 in. long come in both sizes and 
all colors, retailing at 59¢; and rolis 
150 in. long in %4 in. width and all 
colors, retail at 98¢. Labelon Tape 
Co., 450 Atlantic Ave., Rochester 9, 
N.:2. 


Container Cover 


A vacu-tite polyethylene cover 
that fits tightly over the container 
is a new addition to the Freeze-Pak. 
It permits easy stacking in freezers 
or refrigerator, or can be used for 
many other purposes. Comes in 8, 
16, and 30 oz. sizes in transparent 





blue polystyrene. Rogers Plastic 
Corp., West Warren, Mass. 





New Drill Bits 


These new Magic Black high 
speed, mechanics length drill-bits 
have Quick-Cut points for easy 
drilling, and are designed for long 
life. The split-end drill-bits pene- 
trate twice as fast with less pres- 
sure, reduce the load of the electric 
drill, and have four cutting edges 
instead of two on the point. Type 
999 includes sizes 1/16 to % in. by 
64ths with full-sized shanks. Type 
B-25 has sizes 17/64 to % in. by 
64ths with %4 in. diameter shanks 
for use in 4 in. electric drills. The 
Y% in. drill with % in. shank is 
shown here. Drill bits are packed 
individually in plastic tubes, in 
envelopes, or in sets. Century Drill 


& Tool Works, Div. of Avildsen 
Tools & Machines, Inc., 311 S. 
Green St., Chicago 7, IIl. 


—— 


Windshield Visor 


There is a new inside windshield 
visor of blue-green transparent 
plastic for automobiles, called 
“Sight-Saver,” that is designed to 
eliminate all glare and eyestrain 
from sun, snow, headlights, sky and 
reflections. Equally effective for 
day or night driving, it does not dis- 
tort or cause loss of vision. It ad- 
heres instantly to the windshield 
and rear window with pressure 
only, and the heavy gage plastic 
film will not peel, crack, tear or 
fade. Available in custom-tailored 
and “Fit All” universal models. 
States Development & Mfg. Co., 11 
W. Cullerton St., Chicago 16, IIl. 


New Caulking Compound 


A caulking compound that stays 
pliable over long periods of time, 
called Rub-Bub Chromated Caulk, 
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sales 


and INFLUENCE POULTRYMEN 
with this KEYSTONE DISPLAY 


Here’s the winner in more ways than one. The new 
Keystone Poultry Netting display is a real, potent, 
point-of-sale reminder. Just set it “out in front” and 
let it do the sales job for you. 

And, poultrymen recognize it as a winner, because 
they know that Keystone Improved Poultry Netting is 
precision built, it has a neat uniform weave... it’s made 
with a reverse-twist weave producing a mesh that is 
unusually strong, that stretches up evenly... and it 
unrolls flat, like a rug, there’s no buckling. 

Dealers know it’s a winner because “made by Key- 
stone” means customer preference. In addition to the 
new point-of-sale reminder, the bright trim rolls help 
sales. The inventory tag is another Keystone merchan- 
dising help... just a number jotted at the time of the 
previous sale tells you how many feet are left. You'll 
find it on every roll. Ask for free envelope stuffers. 
Local newspaper mats and radio scripts are ready to 
help you make a bigger NET profit. Order from your 
jobber, or write him for catalog sheets and prices. 


keystone poultry netting 


KEYSTONE STEEL & WIRE COMPANY, Peoria 7, Illinois 


Red Brand fence, Red Top steel posts, gates, Keymesh plaster and concrete reinforcement 


HARDWARE AGE, DECEMBER 13, 1951 





HE DIFFERENCE» 








DOWN 


goes the price 





Heat-Timer thermostatic 
steam radiator valves, replacing ordinary 
valves, assure the exact temperature wanted 
in each room. New, improved design and 
20% lower price move Heat-Timers 
quickly. Use the coupon to start getting 
your share of sales. 





HEAT-TIMER 


| HEAT-TIMER corporation 

! 520 Broadway, New York 12. 

| O Send me____ “‘Silent Salesmen"’ cartons, 
each containing one dozen Heat-Timer valves 

| @ $33.18 per carton, F.O.B., N.Y.C. 

| G Send me a sample valve, gon aid. I en- 

| close $2.77, which you will refund if I return 
the valve. ; 
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is for use around joints and pro- 
tects against moisture, dirt, dust, 
insects or corrosives. It is espe- 
cially suitable for use on parts be- 
tween which movement is possible. 
Available in consistencies for use 
with Rub-Bub Calkezee guns, brush 
or knife in 1-pt. metal cartridges, 





RUB-BUB 


BAUL is 


CHROmATED 











RUB-BUB i 
tome ae i 
DAU LS @ 


SWRomares 





l-gal. cans, 5-gal. pails and 55-gal. 
drums. Samuel Moore Chemical Co., 
Inc., Mantua, Ohio. 


Grinder and Slicer 


This Capson Food Slicer and Nut 
Meat Grinder is of die-cast alumi- 
num with durable nickel-plating, 
and has two cutting blades. Light 
in weight, it attaches easily to table 
or board with a wing nut. It dry 
grinds coarse or fine. Work Savers 





Industries, 28104 Orchard Lake Rd., 
R. 4, Farmington, Mich. 





Cased Steak Knife Set 


This Simmons steak knife set, 
available in a new leatherette case, 


features scalloped blades of double 
hollow ground stainless steel. Blades 
stay sharp because there is no 
straight edge to dull. Set sells for 





$5.95. Also available in a walnut 
gift case. Simmons Slicing Knife 
Co., 1110 Emerson St., Evanston, Ill. 


Fishing Lure 

Here is a new lure in the Jigit- 
Eel line for fresh or salt-water fish- 
ing. Tied to the metal head are 
bright nylon fibres with a fish-like 
sheen, which will not mat. The lure 
weighs % oz., is 2 in. overall, and 
can be used with or without weights 
for spinning, casting and jigging. 





Tony Accetta 


Retail price is 35¢. 
& Son, 890 E. 140 St., Cleveland 10, 


Ohio. 





improved Broom Rake 


This improved broom rake, Rug- 
ged Robert, has a frame of one 
piece, and the horizontal and verti- 
cal tabs (shown here in detail), lock 
the cover plate to the frame. Part 
of this plate extends into the neck 
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DON’T LET CHAIN CUSTOMERS GET AWAY. 


Sell McKAY CHAIN .. . the complete line that 
offers ‘‘a chain for every use.’ Dealers report 
increases up to 600% after installing the McKAY 
“Silent Chain Salesman.’”’ Write for full details. 


THE McKay COMPANY 


440 McKAY BUILDING - PITTSBURGH 22, PA. 
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Use this 
handsome 
Display Case 
to boost your 
Fishing Line 
Sales... 


F REE with special order of $90 worth 
of Gladding lines, (dealer cost) 


This is no ordinary display case. It’s 
hand-built of handsomely finished 
sturdy wood with glass-enclosed 
front and colorful display head. 
19” x 16” x 19”. Plenty of storage 
space in back. Don’t miss this 
extraordinary bargain. Make the 


case your silent salesman. Order 
from your jobber NOW while sup- 
ply lasts. If you want case without 
merchandise, order direct from 
B. F. Gladding & Co., Inc., South 
Otselic, N. Y. Cost $6.00 (This is 
1% of what the case costs us). 


B. F. Gladding & Co., Inc., South Otselic, N. Y. 





MODEL K-12-2, 3 H. P., 4-cycle, single 
cylinder, air-cooled. Length 14", width 
14", height 19”. Weight 43 lbs. 
recwanctge POWER FOR: 
npressors e Farm Conveyors e Weed Cutters 
Floor Sweepers e Generators @ Sprayers 
Grain Elevators @ Hoists e Lawn Mowers 
Pump-Jacks @ Vibrators 
Snow Removal Machines @ Garden Cultivators 
Portable Saws @ Garden Tractors 








KOHLER 
ENGINES 


Four-Cycle, Air-Cooled 


Kohler Engines are engineered and built 
to give the economical service that has 
won world-wide acceptance for Kohler 
Electric Plants in construction and other 
industries. Made in several sizes, they 
are suited to a wide range of uses. The 
name Kohler, identified with quality 
products for three-quarters of a century, 
gives Kohler engine-driven equipment 
ready acceptance. Write for information 
about sales and service franchise. 


Kohler Co., Kohler, Wisconsin. Established 1873. 


KOHLER or KOHLER 


FLUMBING FIXTURES 


AIR-COOLED ENGINES 





° HEA 


NG EQUIPMENT 


* ELECTRIC PLANTS 


* PRECISION PARTS 
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of the ferrule for extra strength. 
The plate also has a semi-circular 
depression that prevents tines from 





becoming loosened. Wire Products 
Co., 2713 N. 25th St., Birmingham, 
Ala. 





Two-Disc Plow Converter 


A new unit which converts the 
Ferguson two-disc plow into a 
three-disc implement is now avail- 
able. The third disc, 26 in. in diam- 
eter and 3/16 in. thick, adds 10 in. 
to the normal cutting width of 20 
in. The new unit fits on the main 
tubular beam by removing the end 
cap behind the second disc. Com- 
plete assembly instructions are con- 
tained in an illustrated booklet is- 
sued with each conversion unit. 
Harry Ferguson, Inc., 3639 E. Mil- 
waukee Ave., Detroit 11, Mich. 


Dick Tracy Watch 


One in the line of children’s 
watches is this Dick Tracy wrist 
watch. Dick Tracy is pictured on 
the face of the watch, and a mech- 
anism fires 120 “shots” a minute 
through an automatic held in his 





mar) 
Paes? 





hand. New Haven Clock & Watch 
Co., New Haven, Conn. 
(Resume reading on page 13) 
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Folds into carrying case, packed 
with instructions. Easy to set up, 
rugged, welded construction. 


OUTDOOR STOVE and GRILL makes camp 
cooking easy. Cooks a complete meal 
directly on hinged frying top or grill. Burns 
charcoal or inexpensive solid fuel. Heat is 
regulated by moving fire pan to any of four positions. 
Easy to use—handy, light and compact for storage. 

Everyone wants it for camping, picnics, backyard 
use. Attractive display carton sells it on sight. Order 
from your jobber. 





UNION STEEL PRODUCTS COMPANY 


Consumer Products Department ALBION, MICHIGAN 
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70 HELP YOU SELL sa 


24 ball 
| New Displays and Other box, si 


ican WV 
Dealer Sales Helps Brookl 


hf ‘ (Continued from page 13) 
Items presented on the new fixture Abra 
are dish drainers, plate racks, dust- Fou 
pans, drainboard trays, and others. ESA-5: 





ell 
fi 












tion 0 
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of hori: 
and su 
Form | 
bulletir 
KESTER METAL MENDER mounte 
with re 
The handy size of acid-core solder page © 
- inform: 
that is in such demand for household abrasiv 
use. This fast seller is packed a 
in a new eye catching counter iia 
display carton. Your customers Dealer cost: $30. The Wooster Rub- 
‘ll i tee tite 2 ber Co., Wooster, Ohio. i 

will grab for this item. Wind 
Also available in the area This 
handy size is Kester Radio Dishwasher Selling Digest plays © 
Solder (Plastic Rosin- A series of monthly digests, part oo 
of the Hotpoint dishwasher cam- cneess 





Cove Setter). paign, highlighting the market po- 


| tential, knowledge about the prod- 
| uct, sales tips, and methods of in- 
| 





stallation, is available to dealers. 
The theme of the activity is “Dol- 
lars from Dishwashers. through 
Demonstration,” and new sales 
training and display aids for store 
use are outlined for the dealer. 
Hotpoint, Inc., 5600 W. Taylor St., 
Chicago 44, TI. 


KESTER Vem 7 


METAL MENDER | Jute Twine Boxes 
Four popular sizes of the best 


SOLDER y quality American jute twines are 











FREE OFFER now packaged in Handy Boxes. ia 
Send for your free RE sures « 
supply of Kester’s aciD = TIN AND LEAD | om iit a 
big new soldering june soupER MADE TT . retaile 
booklet, ‘Soldering Co., 3 
Simplified.” N. Y. 
Plum! 
A 4 
tains 
and he 
KESTER indust! 
SOLDER stallati 
manuf. 
Aetna 
KESTER SOLDER COMPANY Twines included are American's ucts at 
| Polished Fine India in numbers 24, are gi’ 
4207 Wrightwood Avenue, Chicago 37, Illinois » Newark, New Jersey + Brantford, Canada 36 and 48 and three-ply, number in the 
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24 EZ Wrapping Twine in balls 
weighing about 4% lb. There are 
24 balls of one type packed in each 
box, six boxes to a carton. Amer- 
ican Mfg. Co., Noble & West Sts., 
Brooklyn 22, N. Y. 


Abrasive Catalogs 


Four-page catalog bulletin, Form 
ESA-54, describes use and applica- 
tion of nut-inserted and bolt-in- 
serted abrasive discs and cylinders 
of horizontal or vertical spindle disc 
and surface grinding operations. 
Form ESA-65-A, also a four-page 
bulletin, describes a line of abrasive 
mounted wheels and mounted points 
with removable spindles. An eight- 
page catalog, Form AH-22, gives 
information on grinding wheels and 
abrasive grain used in building and 
construction trades. Simonds Abra- 
sive Co., Philadelphia 37, Pa. 





Window Shade Display 


This new “Shade Selector” dis- 
plays window shades so that cus- 
tomers can see, feel and quickly 
choose the color, quality and size 





desired. The merchandiser mea- 
sures 44x74x24 in., and is part of 
five different deals available for 
retailers from: Stewart Hartshorn 
Co., 350 Fifth Ave., New York 1, 
n. Y. 





Plumbing, Heating Catalog 


A 40-page catalog, No. 3, con- 
tains information on plumbing 
and heating material necessary for 
industrial, residential and rural in- 
stallations, made by experienced 
manufacturers and bearing the 
Aetna label and guarantee. Prod- 
ucts are pictured and specifications 
are given, and there are price lists 
in the back of the catalog. Avail- 
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STREAMLINE y 


This fine steel tape has more exclusive sales features than 
any other rule made today. It has handy lever action lock 
... Direct reading top of case measuring ... Blade is printed 
on both sides. One side for regular measurements, the other 
for bench work #406, 6 ft., $2.50 each; #408, 8 ft., $2.75 
each; +406W (enamel finish blade), $2.75 each; +408W, 
$3.00 each; +410W, $3.25 each. 





TUFBOY 


A really tough, heavy duty rule housed in a rugged chromed 
zine alloy case. Accurate, long-lasting, it is the mechanics’ 
favorite. #306, 6 ft., retails at $1.60 each; +308, 8 ft., at 
$1.75 each; #310, 10 ft., $2.00 each; +306W (enamel finish 
blade) $1.75 each; #308W, $2.00 each; +310W, $2.25 each. 
Both white enamel finish (Brite Blade) and satin finish are 
U sealed against rust and 














q 
chemical action. 


LAS TER: 
MFG., CO. INC. Middletown New York ® 
PO AND STEFF rt . | 
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Why not make sales easy by 
selling your customers 
STAR hacksaw blades, 
frame and metal-cutting 
band saws? Over the years, 
you can’t beat this combina- 
tion of the best-selling line 
plus consistent advertising 
to your customers. 


Remember —with the STAR 
line the first sale is easy, re- 
peat sales are easier. 


ye he Sold only through 
bs recognized distributors 


~ GLEMSON BROS., Inc. 
DDLETOWN, N.Y., U.S.A. 


Mokers of Hand ond Power Hack Sow Blades, 
Frames, Metal Cutting Band Saw Blades 
ed Clemson Lown Machines. 
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TO HELP YOU SELL 








able on request. Aetna Sales Co., 
1289 McDonald Ave., Brooklyn, 
i 





Fishing Hints Booklet 


“How to Take More Fish” is the 
name of a booklet, containing a fly 
line chart for selecting correct lines 
for different length and weight 
rods. There is also a table of recom- 
mendations for determining the 
proper size line for over 50 species 
of salt water fish, and other hints 
for better fishing. Offered free, 





and dealers may obtain the booklet 
in quantity for counter distribution. 
B. F. Gladding & Co., Inc., South 
Otselic, N. Y. 





Glue Campaign Aids 


A counter display holding six 
4-oz. jars or 12 Z-oz. jars of Elmer’s 
Glue-All, is one of the dealer aids 
offered in the Borden advertising 
campaign for Glue-All. There is 
also a four-page booklet explaining 
the uses of the Glue-all. This all- 
purpose household glue was for- 
merly called Cascorez, and is sold 
in 2-, 4-oz. and pint sizes. Borden 
Co., Chemical Div., 350 Madison 
Ave., New York 17, N. Y. 





Ten-Lamp Carton 


The new 10-lamp carton is de- 
signed for GE’s most popular types 
of miniature lamps, including those 
for flashlight, automotive, and 
radio panel applications. Printed 
in blue and yellow, it measures 
1 3/16x34x4¥% in. Tuck flaps at 


each end allow easy access to the 
inner platform, and pertinent rat- 
ing data is printed on the tongue 





of the rating panel flap. General 
Electric Co., Nela Park, Cleveland 
12, Ohio. 





Condor V-Belt Bulletin 


Describing the “Precision Bal- 
anced” “More Grip, Less Slip” fea- 
tures built into the improved Con- 
dor V-Belts, is Bulletin No. 6868-E. 
Construction features are also ex- 
plained, interesting installations 
are shown, and a table of standard 
industrial sizes and list prices are 
included in the folder. Raybestos- 
Manhattan, Inc., Manhattan Rub- 
ber Div., Passaic, N. J. 





Tool Wall Charts 


Here are two wall charts, measur- 
ing 28x10 in., one telling how to use 
pliers (illustrated here), and the 





other showing how quality tools are 
forged and electronically hardened. 
Both have pictures and diagrams 
with quick-reading charts. “How 
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to Use and Conserve Pliers” shows 
how to hold pliers, what types to 
use for various jobs, and how to 
avoid excessive wear and breakage. 
Utica Drop Forge & Tool Corp., 
Utica 4, N. Y. 





Wet-Pit Pump Bulletin 


A new bulletin, W-317-B-12, de- 
scribes wet-pit Freeflo Pumps for 
sump, sewage and drainage service. 
Included is a cross-section drawing, 
graph of coverage for 60-cycle mo- 
tor speeds, dimensions in inches, 
and data on flanges. Available on 
letterhead request. Worthington 
Pump & Machinery Corp., Harri- 
son, N. J. 


Saw Display Card 


Here is a new counter and win- 
dow display card for Arco-Saws, 
featuring No. 444 and No. 445 
Models. The display card, free to 
dealers carrying the line, measures 
1214x14 in., and is printed in red 
and black. New window streamers 





EVERY ELECTRIC DRILL 


A PORTABLE SAW. 


be 4 “ARCO-SAW” convents any 
“ 


or BRILL inte « POWERFUL ~ 


are also offered. Arrow Metal Prod- 
ucts Co., 140 W. Broadway, New 
York 13, N. Y. 


Tool Catalog 


A new catalog, No. C851, for the 
Challenger line of hand tools con- 
tains complete detailed description 
of the line in individual tools, mer- 
chandise boards, tool sets and tool 
boxes. It is 842x11 in. and punched 
for binding. Plastic coated cover 
insures long life, and the inside 
pages are lithographed on fine 
enamel stock. Penens Corp., Schil- 
ler Park, IIl. 

(Resume reading on page 14) 








MANUFACTURING 


COMPANY 


ELIZABETHTOWN, PENNA. 





>» 


ox. 
2 






Contains 
FULLER 
COMPLETE BASIC j 
ASSORTMENT 7° 7 


@ 4 Dozen Screw Drivers in 
complete range of wanted sizes 





Priced for FAST TURNOVER. Plenty of room for your present open stock. 


Display it! Keep it filled! 
SCREW DRIVER & WOOD CHISEL e 
SELF-SERVICE DEPARTMENT 











{ Fuller Metal 
/ Display Rack 
| In Eye - Striking 
Blue and Orange. 
Worth $5! ou 
Pay only for the 
i) Screw Drivers and 
Wood Chisels. 


i RETAIL LIST 
uP $24.40 





Shipping weight 12 Ibs. 


Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., Inc. 905 FAILE ST., BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Merchant Trade Wire 
Products Covered by 
NPA, OPS Orders 


Retailers now have their own 
“little” Controlled Materials Plan. 
This was accomplished by NPA 
order, M-89, which gives them 
token relief, at least, in that it 
allows them to rate their own 
orders for merchant trade wire and 
tubular products. 

Quotas set by this new regula- 
tion will probably work more to the 
advantage of the larger retailer 
operations, while the small store 
may prefer to carry on its purchas- 
ing “as usual.” 

Also, the new order, most trade 
sources feel, is not likely to be ef- 
fective, for while it is designed to 
enable a retailer to compete with 
other rated orders, it does not 
assign any specific tonnages to him. 

However, a simple, step-by-step 
explanation of how to use Order 
M-89 appears on page 85 of this 
issue. If you can’t secure a copy 
of the order locally, write us for 
one, enclosing a 3-cent stamp to 
cover postage. 

; At the same time, OPS has 
issued a set of pricing rules 
(CPR-98) for merchant trade wire 
roducts on the wholesale level. 
Retail ceilings for those products 
remain under the GCPR. CPR-98 
Allows wholesalers to use their cus- 
tomary percentage mark-ups but is 
generally expected to result in 
lower ceilings than under GCPR. 

‘Meanwhile, a number of manu- 
facturers—those producing hand 
and power lawn mowers, galvanized 
ware, among others—can continue 
to price under GCPR, instead of 
switching to CPR-22, until such 
time as OPS issues tailored ceilings. 


Outside Salesmen Pay 


Boosts Approved 


The Salary Stabilization Board 
in its General Salary Stabilization 
Regulation 5, has permitted cer- 
tain boosts in the pay of outside 
salesmen. These boosts are mainly 
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in adjustment of drawing ac- 
counts or salaries chargeable 
against commission and in pay- 
ments made to cover the sales 
employee’s expenses. 

GSSR 5 freezes the commission 
rate or method or formula for 
figuring commissions as of Jan. 
25, 1951. However, it does permit 
variations in commission earnings 
of individual sales employees 
which result from normal opera- 
tion of a system for commission 
payments on sales or business 
transactions which was in effect 
Jan. 25, 1951. 


Service Ceilings Check 


OPS recently began checking 
on compliance with its service 
regulation, CPR-34. The agency 
indicates that one of the things 
it will look for is whether legal 
ceiling prices have been posted 
where customers can see them. 


OPS Approves Prices 


For Robeson Cutlery 


The Robeson Cutlery Co., Inc., 
Perry, N. Y., maker of Robeson 
“Frozen Heat” cutlery products 
announced that it has obtained 
OPS price approval under CPR 7, 
Sec. 43 on order number 676. 
Company officials stated that now 
every item in the Robeson line of 
cutlery products has price ap- 
proval. Robeson will preticket 
every item in its cutlery line. 

Leading patterns in the Robe- 
son line now under OPS price 
approval include 780 paring knife, 
$1.50; 180 paring knife, $1.00; 730 
paring knife, $2.00; 103 Magnetic 
set, $15.00; 106 Magnetic set, 
$13.95; 116 Magnetic cutlery set, 
$11.95; 225 Gourmet Carver, 
$17.50; 100 Starter Set, $6.50; 282 
Steak set, $4.50; 266 Steak set, 
$8.95. 


Price Rules Set for Merchant Wire, Tubular 
Products, Industrial Distributors, Warehouses 


OPS in Ceiling Prige Regula- 
tion 98, set price ceilings for re- 
sellers of a wide-range of indus- 
trial iron and steel products, mer- 
chant trade wire, roofing, siding, 
pipe, and tubular goods, re-usable 
products and conversion steel. 

The order becomes effective 
Dec. 16, except that for certain 
warehouse resellers, under cer- 
tain conditions, the effective date 
is Dec. 31, 1951. 

Resellers covered by the regu- 
lation include a warehouse, dis- 
tributor, wholesaler, jobber, deal- 
er, merchant, broker, consumer, or 
any person who acts as an inter- 
mediary in connection with a re- 
sale or otherwise of the products 
or services covered by the regu- 
lation. 

CPR-98, OPS states is intended 
to eliminate exorbitant “middle 
man” profits that have been re- 
ported in the industry. OPS offi- 
cials point out that the regulation 
is designed to establish resellers’ 
ceiling prices at normal levels of 


distribution and thus prevent so- 
called gray market operations, 
maldistribution, and the pyramid- 
ing of prices and markups through 
multiple sales, finder’s fees, and 
other devious methods of selling 
through other than normal chan- 
nels of distribution. The over-all 
net result will be to limit or lower 
the cost of these products to the 
ultimate consumer, OPS officials 
said. 

Generally speaking, the regula- 
tion establishes resellers’ ceiling 
prices on the basis of the prevail- 
ing pre-Korean markups at nor- 
mal levels of warehouse distribu- 
tion, as applied to current 
producing mill prices. In most 
cases, according to OPS officials, 
ceiling prices established under 
this new regulation will be some- 
what lower than ceilings estab- 
lished under the GCPR, without 
impairing pre-Korean markups. 

Merchant trade wire and tubu- 
lar products which include wire 
nails, roofing and siding, barbed 
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EVERY CASH TRANSACTION at busy Thriftee Hardware is protected 
by a printed receipt. 





Vy 


eC 





THIS NATIONAL SALES REGISTER practically eliminated cash short- 
ages at the Thriftee Hardware Store. 


“Our National Sales Register 


Ndv@s US OVET 


*3,000 yearly...’ 


“‘We are very pleased with the 
performance of our Nationai 
Sales Register, it is doing excel- 
lent floor audit sales figure work 
in our hardware store. 


**Since the installation of this 
sales register our system has been 
greatly improved. Previously, 
we were having shortages of from 
five to ten dollars on weekdays 
and up to twenty-five and thirty 
dollars on Saturdays. Now this 
has been reduced to an all time low of thirty cents or 
less per day per drawer. We estimate this saving is at 
least $3,000 yearly. 

“The four drawers with individual salesperson’s totals 
also give us information on the activity of our sales- 
people which was unavailable previously. The separate 
transaction totals of cash sales, charge sales, etc., relieve 
us of many hours of bookkeeping, and we are now sure 





MICHAEL URAM, owner of 
Thriftee Hardware Co., 
McKees Rocks, Pa. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO |. 
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of the correct totals. Charges, received on account and 
paidouts are protected with printed figures. A printed re- 
ceipt is given to the customer on every cash transaction. 
“We fully recommend the National Sales Register 
System for hardware stores.” 
These are the benefits that Mr. Michael Uram obtains 
from a National System in his modern hardware’store. 


A National System offers many advantages for hard- 
ware dealers. It means increased sales, better cash and 
credit control, simplified record keeping and lower costs. 
Find out about the National System from your local 
National representative. Ask him to survey your present 
methods, and recommend a system exactly suited to 


your needs. 


f 


H a 
} 


| casm necisrenss avoin macnines 
f : ACCOUNTING MACHINES 
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With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man- 
ufactured . . . back in 
1843. There is a model 
to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 


LEWISTOWN, PENNA. 
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wire, fence posts, and pipe, are 
covered by the regulation when 
sold by jobbers. These jobbers 
are allowed their customary per- 
centage markup. The regulation 
sets a limitation on the price 
which persons other than recon- 
ditioners may pay for unrecondi- 
tion pipe. 

Charges for services rendered 
on, or in connection with, the sale 
or purchase of these products, 
which the seller had in effect on 
January 25, 1951, may be added 
to ceiling prices established by 
the regulation. These include ser- 
vices for cutting, flattening, paint- 
ing, loading, storing and other 
services and operations custom- 
arily performed on or with the 
material itself. 


Formula Price Rule 
For Wood Products 


OPS recently issued a formula 
type order, CPR-95, which will 
permit higher price ceiling for 
certain wood products manufac- 
turers. The new order, which be- 
came effective Nov. 21, supercedes 
GCPR, although producers cov- 
ered by it have the option of con- 
tinuing their prices under GCPR. 

Among the wood products cov- 
ered are broom and mop handles, 
paint and varnish brush handles, 
clothespins, wood Venetian blind 
slats, ash tool handles, trellises, 
arbors, and other allied products. 
CPR-95 does not apply to whole- 
salers and retailers of those 
products. 

The order fixes a base date of 
June 24, 1950, to which manufac- 
turers can add certain costs. 


OPS Warns Dealers 
On CPR-7 Compliance 


With Christmas shopping here, 
retail stores were warned by OPS 
Region 2 to make certain that their 
prices and records are accurate 
and up-to-date in compliance with 
retail ceiling charts. 

To aid them OPS is sending 
more than 25,000 retail stores in 
New York State and northern 
New Jersey a simplified digest of 
pricing rules which govern sales 
and sales records of the medium 
and large size stores selling ap- 
parel, furniture, household wares, 
sporting goods, appliances, radio 
and TV sets, as well as toys, 
games and Christmas decorations. 

The sales of these stores are 
governed by Ceiling Price Regu- 





lation 7, which limits their mar- 
ginal markup of items according 
to pricing charts they filed and 
certified with their OPS District 
Office last May 31. Each store 
retained a copy of the chart by 
which it must price merchandise 
received and sold subsequently. 
Each also must preserve its in- 
voices with notations of its sell- 
ing prices. 

Only the small stores without 
clerical help are exempt from the 
requirements of CPR 7, but they 
must abide by the general price 
“freeze” of last January and also 
must preserve simple records 
showing they are eligible to oper- 
ate under the general “freeze.” 

Gene Herz, OPS Region 2 price 
executive, said his office and its 
eight district offices in New York 
and northern New Jersey had sent 
a simple digest of pricing rules to 
all stores who filed charts under 
CPR 7, reminding them of con- 
tinued obligations. 


Cory-Nicro Retail 
Prices OPS Approved 


J. W. Alsdorf, president, of Cory 
Corporation, Chicago, has an- 
nounced approval of Cory and 
Nicro retail prices by OPS in its 
Special Order No. 678 — Docket 
No. 4007-043-931-P. 

In a letter to the trade, Mr. Als- 
dorf said that immediate action 
was taken by Cory Corporation 
to comply with the merchandise 
marking and tagging provisions 
of the OPS order. Dealers were 
instructed by Mr. Alsdorf to re- 
view current stock on hand and 


take immediate action to mark 
Cory items affected with the 
standard OPS marking: 

OPS — SEC. 43 — CPR-7, 
PRICE 6... 6sswies 


Specific products in the Cory 
and Nicro line for which OPS 
price approval was issued—and 
the retail prices thus established 
are as follows: 

Model EAB, automatic coffee 
brewer, $28.95 tax incl.; Model 
ACB automatic coffee brewer, 
$34.95 tax incl.; Model DK-2 elec- 
tric knife sharpener, $14.95; 
Model DEG electric coffee grind- 
er, $29.95; Model DQE, hostess 
set, $24.95 tax incl.; Model DEO 
2-heat electric stove (with cord, 
$5.95 tax incl—less cord, $4.95 
tax incl.); Model DES, electric 
stove, with cord, $6.95 tax incl.; 
Model DNG petite rubberless 2 to 
4 cup glass coffee brewer, $5.45; 
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No-Clog 
Cesspool Cleanser 


For Septic Tanks, Cesspools, Outdoor Toilets 


The redesigned NO-CLOG package is easier to read, 
more colorful and less space-taking. 


A 


rt 


‘it 
hile 
ui 


if 


x 
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SO-L08 Ws the tate-mens of « 
Larpeet setergent 
LeAnn cinta mais, te’ + seoomn wy, f 


No-CLoG is a cleanser made by a new and 
different formula for cesspools, septic tanks 
and outdoor toilets. No-CLoG is safe. It con- 
tains no strong agents to corrode or rust metal 
parts. Its regular use helps prevent cesspool 
clogging and backing up. No-CLoG loosens 
dirt, melts grease and promotes sanitation. It 
helps to keep the vital areas of the cesspool 
free. It gives you a clean, pleasant odor and 
is a safeguard to family health It is quick, 
economical and simple to use. Perhaps you 
have never had such an item in your line. 
Give it a try and see what the sales possibili- 
ties are on it. You may be surprised! No-CLoG 
is attractively packed in two pound boxes. Re- 
tails per package at $1.00 East of the Missis- 
sippi and $1.25 West of the Mississippi, packed 
one dozen to a case. This manufacturer has 
no limit of national advertising. The program 
is so extensive it can’t miss. Grand Central 
Mills, Inc., Dept. H. A., 628 Dean St., Brook- 
lyn 17, New York. 
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Model DCG, Royal rubberless, 4 
to 8 cup glass coffee brewer, $5.95; 
Model DIG, Imperial rubberless, 
8 to 12 cup glass coffee brewer, 
$6.95; Model DKG, regent (rubber 
bushing model), 4 to 8 cup glass 
coffee brewer, $4.95; Model DTD, 
glass tea brewer, $2.95; Model 
DCR, glass filter rod, 60¢. 

Nicro approved retail prices are: 

Model 1512B, 8 to 12 cup stain- 
less steel coffee brewer, $15.95; 
Model 500, 4 to 8 cup stainless 
steel coffee brewer, $11.95; Model 
LB501, 8 cup serving decanter, 
$8.95; Model LC15B, 12 cup stain- 
less steel serving decanter, $10.75; 
Model GL247, stainless steel filter 
for 4 to 8 cup coffee brewer, 75¢; 
Model CF12, stainless steel filter 
for 8 to 12 cup coffee brewers, 
$1.00; Model M92, multi-purpose 
mixing bowl (3 quart capacity), 
$3.95. 





Reorganize Durable 
Goods Division in NPA 


The Consumer Durable Goods 
Division of the National Produc- 
tion Authority is presently under- 
going several changes, which in- 
clude the setting up of a new 
branch, the Lamps and House- 
wares Branch, formerly handled 
under the Electrical Appliance 
Branch. 

Albert Orme, formerly head of 
the Program and Requirements 
Branch, has been appointed to the 
new position of staff assistant to 
Harry H. Holbrook, division di- 
rector. His responsibilities will 
include small business, certifi- 
cates of necessity, tax amortiza- 
tion, loan applications, and prod- 
uct assignment. 

Thornton Moére, head of the 
Electrical Appliance Branch, suc- 
ceeds Mr. Orme, and Mr. Moore 
is succeeded by Robert Ditsler. 
But the Electrical Appliance 
Branch in the future will be 
known as the Electrical Appliance 
and Specialty Products Branch, 
which will embrace the following 
three sections: 1, major household 
appliances, headed by Frank 
Bryars; 2, electric housewares, 
fans, lawn and garden appliances, 
headed by Edmond J. Molloy; 3, 
specialty products headed by 
George Nachtrieb. 

The Cooking and Heating 
Branch, headed by Carl M. Schaf- 
fer, will have two sections instead 
of three: one, the domestic cook- 
ing and heating section, covering 
electric ranges, ranges, and direct 
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heating covering by Robert L. 
Ewing. 

The new Lamps and Housewares 
Branch, under Lester W. Dett- 
man, will embrace: 1, lamp bulbs 
and dry cell batteries; 2, house- 
wares and commercial utensils, 
including cutlery, utensils, flat- 
ware, kitchen and _ household 
gadgets, etc., headed by Ray Raw- 
linson, and 8, household fixtures. 


Pricing Option Given 
Some Consumer Goods 


Manufacturers of many house- 
hold items and appliances may 
price their goods under the gen- 
eral price freeze of last January, 
instead of Ceiling Price Regula- 
tion 22, until pending regulations 
tailored for special segments of 
industry are completed, OPS has 
announced. 

Commodities to which the ac- 
tion applies include: decorative 
Christmas tree lighting sets; 
phonograph records; radio and 
television receivers; electronic 
phonographs and phonograph 
combinations; galvanized ware 
such as wash tubs, water, and 
garbage pails; power and hand 
lawnmowers. 

This action postpones indefi- 
nitely the mandatory effective 
date on which such manufacturers 
were to have made their choice 
to price either under the General 
Ceiling Price Regulation or under 
the general manufacturers’ regu- 
lation, CPR-22. That date had 
been set for Dec. 1. 

A. E. Farrenkopf, chief of the 
Industrial Materials and Manu- 
factured Goods Branch, in the 
New York OPS regional office, 
noted that in Amendment 4 to 
Supplementary Regulation 12 of 
CPR-22, these manufacturers may 
excercise the option to price under 
the general “freeze” regardless of 
whether or not they had pre- 
viously elected to use CPR-22, 
and whether or not the effect of 
CPR-22 would have been to roll 
back their ceiling prices. This 
provision is made clear in Section 
1 of the new amendment. 


Priority Transfers 


NPA recently issued Regulation 
6 which provides for the transfer 
of a company’s priority ratings, 
materials quotas and other author- 
izations granted by the agency 
along with its other assets and 
obligations when it sold as a going 
concern to a new owner. 
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New Safety Blades 
for Portable Saws 





Universal Bore— 
Fits all Standard Makes 


Here’s the first Safety Circular Saw Blade made 
especially for portable saws. Has universal bore that 
fits most standard makes—which means a minimum 
stock investment. Made of chrome vanadium steel. 
Requires less power—and minimizes danger from 
circular sawing. Attractive display unit available. 


PTI-The Original Safety Blade 
for Circular Saws 


PTI is the dependable. precision- 
made safety saw blade that is creating 
a sensation everywhere. (U.S. Patent 
No. 2,559,355.) Made of chrome 
vanadium steel—these blades are the 
outstanding value in this field. 
Nationally advertised. Effective 
display and advertising aids 

furnished to all dealers. 


Safety Blade Sharpening Attach- 











ments=—=Now 
Available 


New PTI low-cost grinding 
attachment enables anyone 
to produce precision. 
sharpening on PTI safety 
blade. Offers extra profit 
possibilities for you. 














Write for Circular and Dealer Prices 


401 Broadway 
New York, N. Y. 


Inc. 
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ROBERTON 
SELLS FASTER BECAUSE 
LOWER PRICED, BETTER VALUE 


ROBERTON 








KG51 


Fastest-Selling 
Reel-Type Mower 


It 20-inch swath er 
Cuts i finger-knob adjusts 
height . - - Light weight, 








sg closer. . - Briggs & 
amen engine.. Priced PRI6 
a as $109.50 ! This Rotary Type 

















Wins Extra Sales 


Get your share of the 
growing volume in rotary- 
type mowers by featuring 
this proved performer! 
Ideal for small or rough 
lawns or limited budgets 
-.. Cuts any length grass, 
trims within Y4-inch . . . 
Reversible 16-inch blade, 
adjustable height . . . 


sell et low os 279.50! 











dol $4,045), Bren 


KING PNEUMATIC TOOL COMPANY 
2717 NORTH ASHLAND AVE.+ CHICAGO 14, ILLINOIS 
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We're “ALL DRESSED-UP” 
And Going 


Places 


AW 


SANDING 
BLOCK 


*WON'T CLOG 


Kwiksand’s new and colorful cellophane 
wrap introduced at the recent National 
Hardware Show has powerful customer 


appeal. 
Here’s the modern way to sanding speed 
gif ' and — — he aenge ol — a original 
“twin shape” block that conforms nat- 
sorte urally to ANY surface—regular or ir- 
regular. Sells because it saves time and 
energy. Send for new descriptive free 
folder. 


SEE YOUR JOBBER OR WRITE 





529 MERCHANTS ROAD 
ROCHESTER, N. Y. 












wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The 
Wick Edger’s new and original design makes the cutting 
knife follow the contour of the ground so that it will not , 
dig or plow. Your customers will like the Wick Edger Wi 
because it is constructed to facilitate the greatest 44 









possible ease of handling. The knife is self-adjust- 
ing and self-sharpening, the heavy gauge 
spring steel cutting whéel and blade are heat 
treated for long life. A 4 inch rubber tire 
guides the edger along smoothly and 
without strain. Approximate crit 
weight, 3 Ibs., handle length, 48 





, INCORPORATED 
INDIANA 


NEWCASTLE, 





SO-HARD screws 


are The Quality Line 





... for Dependability, Uniformity 
and Wide Size Range. 





wooD 

SCREWS 
Range from 0 
Diameter through 
30 Diameter and 
up to 6” in length. 


SHEET METAL 
SCREWS 
Available in all 
standard head 
styles, materials 


and plated finishes. 








Contact your nearest jobber or write direct 





THE SOUTHINGTON HDWE. 
Since 1867 


MFG. COMPANY 


Southington, Conn. 




























All New For 2 
OF BEST- 
HANCOCK'S S SENS ATRIDED GARDEN HOSE 


SELLING RUB 


ad 
pastel green pastel re 


a oe gged extra light 
ex 





MPLETE S STION OF GARDEN HOSE 


S HANCOCK MANUFACTURING, Inc. 


135 S. Second Street ¢ Philadelphia 6, Po. 
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— and VIEWS 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


‘52 Farm Equipment 
Production to Fall 


Inpact of the defense program 
will be felt during the coming 
year when materials shortages 
will cause farm machinery and 
equipment production to fall con- 
siderably below requirements. 

No aid for equipment manufac- 
turers may be expected in the way 
of increased allotments before 
next June. Request by the Agri- 
culture Department for a little 
additional first quarter steel out 
of the government’s “reserve” was 
turned down cold by National 
Production Authority. Materials 
allotted under the original pro- 
gram, said NPA, though below 
estimated minimum requirements, 
are considered “adequate to meet 
the needs” for “critical” and 
“essential” equipment. 

Zine shortages have already re- 
duced severely inventories of 
items like roofing, feeders, etc. 
Also in short supply are pumps, 
barbed and baling wire, and some 
repair parts. Last week it, was 
not clear whether the retail order, 
M-89, would work out with re- 
spect to distributors of farm 
equipment repair parts. The NPA 
is studying the question, with an 
eye to issuing a tailored order if 
necessary. 


Government to Cut 
Its Paint Standards 


General Service Administration, 
the government’s housekeeper, ex- 
pects shortly to make some revi- 
sions in specifications for interior 
paint which it buys for govern- 
ment use. The changes under con- 
sideration, a spokesman for GSA 
Says, will result in considerable 
conservation of scarce materials, 
the lack of which is now hamper- 
ing paint production. 

This action is in line with re- 
cent industry recommendations 
made to National Production 
Authority. Industry suggestions 
were aimed at having the govern- 
ment lower the quantities of both 
white and red lead pigments. 


(Resume reading on page 11) 
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Here's the new improved GREEN- 
tee Calculator for carpenters and 

other wood workers. It gives bit sizes 
for screws, nail specifications, concrete 
and mortar mixes . . . compares charac- 
teristics of various woods, converts linear 
to board feet . . . 
to many other building problems. All 
this for only 25c. 


provides instant answers 


But it does another job that’s even more 
important! It builds extra Greentee 
hand tool business for you! 


As Greentez Calculators go out to the 
thousands upon thousands who write in 
for them in answer to GREENLEE national 
advertising, they are accompanied by 
literature telling all about the famous 
GREENLEE line. Thus, every month more 
and more people everywhere become even 
better acquainted with Greenues Chisels, 





Improved Greenlee Woodworking 





for your 


hand tool 
department 





Calculator makes more and 
more customers for Greenlee 


high quality tools... 


Gouges, Auger Bits, Spiral Screw Drivers, 
Automatic Push Drills and the other high 
quality GREENLEE tools you stock. 


Here’s another example of the sales- 
making ‘“‘plus’’ that brings extra cust- 
omers to you when you handle the 


GREENLEE line. 


7’ 





NOW, YOU TOO CAN USE THE 
GREENLEE CALCULATOR TO 
BUILD EXTRA STORE TRAFFIC 


Stock and display these Haady Calculators for 
extra business. They sell on sight to those who 
work with wood, cither as a hobby or as a 
trade. If you prefer, they can be furnished 
imprinted with your store name to serve as an 
ideal advertising reminder, either when sold 
at the regular 25c price or given to your special 
customers. Write today for free sample, dis- 


count, and cost of imprinting 














TOOLS FOR CRAFTSMEN 


GREENLEE 





GREENLEE TOOL CO., 1812 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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E. F. Pritzlaff Named Head 
Of John Pritzlaff Hardware 


Edward F. Pritzlaff has Club, comprised of past presi- 
been elected president of John dents of the American Hard- 
Pritzlaff Hardware Co., 333 ware Manufacturers Assn., 





EDWARD F. PRITZLAFF 


N. Plankinton Ave., Milwau- 
kee 1, Wis., succeeding his 
father, Fred C. Pritzlaff, who 
died recently. John C. Pritz- 
laff was named secretary- 
treasurer and vice-president 
of the firm. 

Formerly vice - president 
and secretary, Edward F. 
Pritzlaff joined the firm in 
1919 and became a director 
in 1928. He is a former presi- 
dent of the National Whole- 
sale Hardware Association, 
and a member of its Advis- 
ory Board. He has also 
served as Chief-X of the X- 





JOHN C. PRITZLAFF 
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National Wholesale MHard- 
ware Assn., Southern Whole- 
sale Hardware Assn., Texas 
Wholesale Hardware Assn., 
and the Old Guard. 

John C. Pritzlaff, formerly 
vice-president and treasurer, 
joined the firm in 1913 and 
was made a director in 1917. 





1952 Hardware Week 
Dates Set April 17-26 


The dates for the 1952 
irha Hardware Week have 
been announced as April 17- 
26, by the National Retail 
Hardware Assn., 333 N. 
Pennsylvania St., Indianapo- 
lis 4, Ind. A colorful 206- 
piece display kit is being 
made available to all hard- 
ware retailers in 1952. 





NSGA Show Expected to 
Exceed 1951 Record 


Promising to be the big- 
gest in the association’s his- 
tory, the National Sporting 
Goods Association Conven- 
tion and Show, to be held 
Jan. 20-23, 1952, will occupy 
all space on the first 12 
floors of the Morrison Hotel, 
Chicago, Ill. The final total 
of assigned exhibitors is ex- 
pected to surpass the 1951 
record, with a top attendance 
of sporting goods’ dealers, 
wholesalers, and manufac- 
turers also expected. Set-up 
day for all exhbitors is 
Jan. 19. 

Beside the 12 floors of dis- 
plays, the Show will feature 
the industry’s annual ban- 
quet, a general meeting, spe- 
cial clinics. There will be 
activities for the ladies. 

Stickers promoting the 
1952 Show have been mailed 
to all exhibitors, as well as 


sample stuffers which double 
as registration cards. More 
may be obtained for a nom- 
inal fee. 

All Morrison Hotel rooms 
have been reserved for ex- 
hibitors, and room reserva- 
tions at the convention hotel 
must be made with the 
NSGA office. Convention vis- 
itors other than exhibitors 
may obtain room accommo- 
dations with hotels directly, 
or through the NSGA office, 
1 N. LaSalle St., Chicago 2. 


Disston Names Head of 
Power Tool Service 


Joseph A. Richter, Jr., has 
been named manager of ser- 
vice for the power tool di- 
vision, Henry Disston & Sons, 
Inc., Tacony, Philadelphia, 
Pa. He succeeds Joseph T. 
Thayer, who has been pro- 
moted to the post of sales en- 
gineer for Disston’s overall 
operation. 

Mr. Richter joined Henry 
Disston & Sons as assistant 


—. 


service manager in the chain 
saw sales department in 1949, 
and in 1950 he was appointed 





JOSEPH A. RICHTER, JR. 


chain saw specialist in the 
market requirements division. 
In his new position, he will 
establish the service pattern 
for Disston chain saw service 
stations, and will supervise 
all mechanic training classes 


for distributor and dealer 
mechanics at the Philadel- 
phia plant. 








Chicago Retail Assn. Thanksgiving Party 





More than 500 hardware retailers and distributors attended 
the successful | 7th annual Thanksgiving party of the Chicago 
Retail Hardware Association, held in the Merchants and Man- 
ufacturers Club in the Merchandise Mart, Chicago, Ill., on 
Nov. 14. Edgar U. Hamel, president of the organization, gave 
the welcoming address, and J. C. Amis, secretary, also spoke. 


Photographed at 


the party, left to right, are: Mr. and Mrs. 


Hamel; Ralph Bergman, president of the Paint & Wallpaper 
Association of Cook County, and Mrs. Bergman; and Mrs. 


Ewert and W. F. E 


Retail Hardware Association. 


wert, managing director of the [Illinois 
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Olson Elected Head of 
Taylor Instrument Co. 


Raymond E. Olson was 
elected president of Taylor 
Instrument Companies, 95 





RAYMOND E. OLSON 


Ames St., Rochester 1, N. Y., 
at a recent meeting of the 
board of directors. He suc- 
ceeds Lewis B. Swift, presi- 
dent since 1938, who was 
named chairman of the 
board. 

Mr. Olson joined the firm 
in 1917, and in 1927 was 
made manager of the applica- 
tion engineering department. 
He was elected to the board 


of directors in 1944, and a 
year later was named general 
sales manager. In 1946, he 
became vice-president. He is 
also a vice-president of the 
Taylor Instrument Com- 
panies of Canada, Ltd. 

Other officers were re- 
elected as follows: Herbert J. 
Noble, executive vice-presi- 
dent and treasurer; Fred K. 
Taylor and P. Richard Jame- 
son, vice-presidents; Rodney 
C. Mertz, secretary. 

The above officers were re- 
elected as directors in addi- 
tion to the following: David 
C. Barry, N. Herbert Eisen- 


hart, Karl H. Hubbard, 
Harry Y. Norwood, Arthur 
F. Reed, and Thomas M. 
Stewart. 


Igoe Bros. Adds Two 
New Tool Lines 


Igoe Bros., Inc., hardware 
tools and building materials 
division, 73 Metropolitan 
Ave., Brooklyn 11, N. Y., has 
been appointed a distributor 
of Black & Decker Home- 
Utility Electric Tools, of 
Towson, Md., and for John- 
son Power Lawn Mower 
Corp., Ottumwa, Iowa. 








L. A. Paine, Bigelow & Dowse Vice-President 
Treasurer Dies; Noted as Credit Authority 


Leon A. Paine, 61, vice- 
president and treasurer of 
Bigelow & Dowse Co., 169 
St., 


"4" Boston 5, Mass., 





LEON A. PAINE 


hardware wholesaler, passed 
away on Nov. 25. 

Mr. Paine started his 
career with Bigelow & Dowse 
in 1918, after serving as 
eastern credit manager for 
Cudahy Packing Co. He 
joined the firm as credit 
man, advancing to director 
in 1931 and assistant trea- 
surer in 1932. In 1945, Mr. 
Paine became vice-president, 
and in 1949 was given the 
additional duties of trea- 
surer. 

Mr. Paine had earned for 
himself the unofficial title of 
Dean of Credit Men of New 
England, and he was fre- 
quently sought out by in- 

(Continued on page 152) 
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Yakima Hardware Board 


Names Sinclair President 


Robert C. Sinclair has been 
named president of the 
Yakima Hardware Co., 230- 
232 S. First St., Yakima, 
Wash., heavy hardware 
wholesaler, by the firm’s 
board of directors. 

Mr. Sinclair joined Yakima 
Hardware 42 years ago, and 
at that time became vice- 
president and head of pur- 
chases. A few years later he 
was elected to the board of 
directors, and was placed in 
charge of all retail opera- 
tions conducted in a separate 
location when the firm enter- 
ed the wholesale business in 
1914. He has continued ac- 
tively in the management of 
the company. 


Other officers include 


George V. Rankin, vice-presi- 
dent and secretary and Don- 





ROBERT C. SINCLAIR 


ald W. Sinclair, vice-presi- 
dent and treasurer. 








Heads Kyanize Sales in 
Middle Atlantic Area 
William J. Beatty, Jr., has 


been appointed to the newly 
created post of Kyanize dis- 





WILLIAM J. BEATTY, JR. 


trict sales manager in the 
middle Atlantic area, com- 
prising metropolitan New 
York, New Jersey and east- 
ern Pennsylvania, for Boston 
Varnish Co., Everett Station, 
Boston 49, Mass. 

Mr. Beatty joined the com- 


pany in 1939, with experience 
in sales and sales executive 
work with other companies in 
the color and chemical indus- 
try. He served with Boston 
Varnish Co, as Kyanize sales 


representative in New Jersey. 





Sampson Handles Texas 
Sales for John Oster 


Roy R. Sampson, Jr., has 
been named salesman for 
John Oster Mfg. Co., 1 Main 
St., Racine, Wis., covering 
Texas. Mr. Sampson was 
formerly associated with 
Nesco, Inc., in Arizona, New 
Mexico and west Texas. 





Distributes Sumo Pumps 


A. Y. McDonald Mfg. Co., 
12th & Pine Sts., Dubuque, 
Iowa, has been given exclu- 
sive distribution through 
central United States of the 
Sumo submersible deep wel! 
pumps. They will be mar- 
keted under the trade name 
of McDonald-Sumo Hydro- 
Sub. 
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Remington Arms Co. Announces Changes in 
Sales Organization; Nine Men Advanced 





G. E. PINCKNEY 


Changes in the sales de- 
partment organization of 
Remington Arms Co., Inc., 
Bridgeport, Conn., have been 
announced by R. H. Coleman, 
vice-president and director 
of sales. 





J. J. CALLAHAN 


G. E. Pinckney, manager, 
products sales division, has 
been appointed assistant to 
the vice-president and direc- 
tor of sales; and Gail Evans, 
manager, advertising and 
shooting promotion division, 
has been named manager, 
commercial sales division. W. 
H. Foster, Jr., manager, 
Peters ammunition sales, was 
named manager, ammunition, 
trap and target sales, com- 
mercial sales division, com- 
bining both Remington and 
Peters ammunition sales un- 
der one manager. J. J. Calla- 
han, manager, trade sales 
promotion division, becomes 


manager, sales promotion 
division. ’ 
R. C. Swan, manager, 


Remington ammunition, trap 
and target sales, was ap- 
pointed manager, governmen- 
tal sales division; and D. S. 
Reynolds, manager, adver- 
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W. H. FOSTER, JR. 


tising, was named manager, 
advertising division. Paul 
Hickman, manager, indus- 
trial tool division, has been 
named manager, industrial 
sales division. 

F. A. McGregor, special 
field representative, indus- 
trial tool division, was ap- 
pointed manager, Remington 
stud driver, stud and car- 
tridge sales, industrial sales 
division; and R. T. Catlin, 
special field representative, 
industrial tool division, was 


News of the Trade 








named manager, technical 
sales service, industrial sales 
division. 





Arvey Purchases Vimlite 
Dept. of Celanese Corp. 


Arvey Corp., 3462 N. Kim- 
ball Ave., Chicago, IIl., has 
purchased the Vimlite Dept. 
of Celanese Corp. of America, 
180 Madison Ave., New York 
16, N. Y., effective Jan. 1, 
1952. 

Vimlite, a translucent, 
heavy-duty, semi-rigid plas- 
tic coated wire mesh product, 
will be added to the present 
line of R-V-Lite all-purpose 
window materials. Vimlite 
was designed for use as wind- 
breaks, scaffold protection, 
partitions, doors and win- 
dows in farm animal build- 
ings, ete. 


Honeywell Opens Branch 


A new district office has 
been opened by Minneapolis- 
Honeywell Regulator Co. at 
Harrisburg, Pa., for the 
firm’s line of process measur- 
ing and controlling instru- 
ments and for heating and 
commercial controls. 


Allison Heads District 
Sales for U. S. Rubber 

H. Barden Allison has been 
appointed district sales man- 
the 


ager of Philadelphia 





H. BARDEN ALLISON 


branch, mechanical goods di- 
vision, United States Rubber 
Co., Rockefeller Center, New 
York 20, N. Y. 

Mr. Allison joined U. S. 
Rubber in 1918 as a clerk in 
the mechanical goods branch 
in Philadelphia. From 1933 
until 1947 he was district 
sales manager in Cincinnati, 
and in 1947 became sales 
manager of the L. H. Gilmer 
division of the company. 








Ekco Introduces Newly-Acquired Minate Mop 





John Brooks, vice-president and general sales manager of Ekco Products Co., 1949 
N. Cicero Ave., Chicago, Ill., demonstrates the Ekco Minute Mop to Ekco district sales 
managers. Left to right, they are: Maurice Murphy, New York; Paul Crawford, Chicago; 
Maurie Cossman, Michigan and northern Ohio; Ken Udell, Los Angeles; Mike Ragir, New 
York; Dan O'Connell, New England, and Dudley Drucquer, vice-president, Ekco Canada. 
Ekco Products Co. has just announced the purchase of the Minute Mop Co., and the 
Minute Mop will be sold through Ekco’'s regular sales force. 
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We Wish You All 
Could Share Our 
Southern 
Hospitality 














* 3 
A Christmas Thought fro 


SOUTHERN 


wooD 


SCREWS 


‘Nothing would please us more than to be able to 
invite each and every one of you — our associates, 
our jobbers, our retailers — to drop in for a great, 
big Yuletide get-together. 

It would be warmly satisfying to meet all our 
friends face to face .. . to have you see us as we 
really are—the men and women behind the letters 
and the invoices, the folks who actually produce 
and ship Southern wood screws. And we would 
get a real thrill from getting to know you all — 
the kindly and co-operative people who have been 
our friends for many years, and the splendid new 
friends made more recently. 

But since time and distance won’t permit a Christ- 
mas gathering, we take this means to wish you a 
very happy holiday, with a prosperous and trouble- 
free New Year to follow. 


FACTORY WAREHOUSES 
325 W. Ohio St. 
Chicago 10, Til. 


4100 Dell Ave. 

North Bergen, N. J. 
280 Decatur S. E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 Rickert St. 
Statesville, North Carolina 








News of the Trade 





G. P. Long Made Assistant Sales Manager 
Of Cleveland Chain; Faller in Purchasing 


George P. Long has been by James W. Dickey, vice- 
appointed assistant general president and general man- 





GEORGE P. LONG 


Chain & Mfg. Co., Cleveland, 
Ohio, one of the Round Chain 
Companies, it was announced 


, sales manager of Cleveland ager. At the same time the 


appointment of William W. 
Fuller as purchasing agent 
of the firm was announced. 

Mr. Long joins Cleveland 
Chain with more than four 
years of experience in the 
chain industry, most recently 
in a sales administrative ca- 
pacity. Prior to entering the 
service in 1943, and for a 
short time thereafter, he 
managed an electrical appli- 
ance warehouse. 

Mr. Fuller was formerly 
an industrial engineer for 
three years with American 
Steel & Wire Co., and prior 
to that had been associated 
for two years with Carnegie- 
Illinois Steel Corp. in a simi- 
lar capacity. 








Red Jacket Buys Water 
Systems Line from Cook 


The domestic water sys- 
tems line of A. D. Cook, Inc., 
Lawrenceburg, Ind., have 
been purchased by Red Jacket 
Mfg. Co., Davenport, Iowa. 

The sale and distribution 
of Red Jacket products will 
not be affected, as the new 
line will continue to be of- 
fered to Cook distributors, 
and no changes are contem- 
plated. 


Hocghkirk Joins Schlage 
As Aide to Sales Head 


Stanley O. Hooghkirk, 
formerly executive secretary- 
treasurer of the American 
Society of Architectural 
Hardware Consultants, has 
joined the Schlage Lock Co., 
Bayshore Blvd., San Fran- 





Pea: 


STANLEY 0. HOOGHKIRK 


cisco 19, Calif., as assistant 
sales manager. 

Mr. Hooghkirk formerly 
served with Sargent & Co. 
from 1916 to 1944, both at 
the factory and _ covering 
eastern and central states as 
sales representative. In 1944 
he joined Corbin Cabinet 
Lock Division of American 
Hardware Corp., in charge of 
Ohio, Pennsylvania and New 
York state sales. In his new 
position with Schlage Lock 
Co., Mr. Hooghkirk will di- 
rectly assist the sales mana- 
ger in the supervision of 
sales. 


Executive Appointments 
For Lewis & Conger 


Following the recent death 
of Edmund V. Lewis, trea- 
surer and one-time president 
of Lewis & Conger, Sixth 
Ave., and 45th St., New 
York, N. Y., executive 
changes have been an- 
nounced for the firm. 

W. Vaughan Lewis has 
been appointed treasurer in 
addition to his former duties 
as secretary. James M. Cor- 
bin will fill the office of sec- 
ond vice-president and mer- 
chandise manager, and Mar- 
tin M. Kalkstein was named 
comptroller and office man- 
ager. 

Richard V. Lewis contin- 
ues as president and Arthur 
V. Lewis as vice-president. 
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News of the Trade 





John Wright Becomes Vice-President of 
Sales for Diamond Expansion Bolt Co. 


John A. Wright has been 
appointed vice-president in 
charge of sales for Diamond 
Expansion Bolt Co., Ince., 
Garwood, N. J. 

Mr. Wright, who has been 
with Diamond Expansion 
Bolt for more than 40 years, 
started as an office boy in 
1910. After holding various 
positions with the company, 
he served for two years in 
the Navy in World War I, re- 
turning to the firm in 1919. 
At that time he started on 
the road as a salesman, cov- 
ering New York state, west- 
ern Pennsylvania, eastern 
Ohio and West Virginia. In 
1947 he was appointed assis- 





JOHN A. WRIGHT 


tant sales manager, and in | 


1949 became sales manager, 


which position he held until | 


his most recent appointment. 


BYS aa 


| GIVE THE WATCH 








Central States Club to 
Elect Officers, Board 


Election of officers and 
members of the board of di- 
rectors of the Central States 
Hardware Club, Inc., will 
take place at the group’s 
14th annual meeting and din- 
ner party on Jan. 21, 1952, 
in the Grand Ballroom of the 
LaSalle Hotel, Chicago, IIl. 


sume responsibilities in the 
cold heading wire division, 
later being promoted to as- 


sistant manager of the metal- 
lurgical department. In 1942 


he was named manager of 
that department, the position 


he held until his retirement. | 





Celebrates 50 Years for 
Cleveland Twist Drill 


Present officers are: pres- - 


ident, Rollin B. Plumb, Rus- 
sell, Burdsall & Ward Bolt 
& Nut Co.; vice-president, E. 
J.-Flood, American Chain & 
Cable Co.; secretary, Ben 
Leve, The Carborundum Co.; 
treasurer, James A. Billings; 
chairman of the advisory 


committee, Will J. Feddery, 


HARDWARE AGE; and chair- 
man of the board of direc- 
tors, Geo. H. Beaudin, J. 
Wiss & Sons. 





J. R. Thompson Retires 
From American Steel 


After 50 years of service 
with American Steel & Wire 
Co., Rockefeller Bldg., Cleve- 
land 13, Ohio, James R. 
Thompson has retired from 
the position of manager of 
the firm’s metallurgical de- 
partment. 

Mr. Thompson joined Am- 
erican Steel & Wire in 1901 
as a chemist at Newburgh 
Steel Works in Cleveland, 
and in 1921 he was appointed 
head chemist at Central Fur- 
naces and Docks. He was 
transferred to the vice-presi- 
dent’s office in 1934 to as- 


William E. Caldwell, first 
vice-president and director of 
sales, Cleveland Twist Drill 
Co., 1242 E. 49 St., Cleveland 
14, Ohio, celebrated his 50th 
anniversary with the com- 
pany on Nov. 23. 

Just prior to that date, Mr. 
Caldwell was honored at a 
testimonial dinner held at the 
Hotel Cleveland. J. D. Cox, 
president of the Cleveland 
Twist Drill Co., together with 
other company executives and 
61 service representatives 


from all parts of the country, | 


attended the celebration. 





WILLIAM E. CALDWELL 
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%* DUST PROTECTED 
* ANTI-MAGNETIC 
% SHOCK-PROTECTED 
% 17 RUBY JEWELS 








pioneer in the field of 


HALLMARK SHOCK PROTECTION 


GUARDS THE BRAIN OF YOUR WATCH 


Hallmark Bolance Staff is Guaranteed 
Against Breakage Forever 







* METAL BRACELETS 

& FULLY GUARANTEED 

* PACKED IN 
PRESENTATION BOXES 


ALL WITH 17 JEWEL MOVEMENTS 






Always Specify 


when you want the 
Very Finest 


WATCHES ° DIAMOND RINGS 
PEARLS 






NATIONALLY ADVERTISED 
Sold Only Through Wholesalers 
Write for Full Details, 
or Ask Your Jobber Salesman! 


WATCH CORPORATION 


Harry Aronson, President 


22 West Madison St., Chicago 2, Ili. 
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NOW YOU CAN SELL 
i] STENMAN 


IMPORTED SWEDISH 


BUILDER’S HARDWARE 


* Prompt delivery from our warehouse stocks 
* Complete range of sizes, styles and finishes 
* Competitively priced with domestic lines 


Now you can sell a line of genuine imported Swedish 
Builder's Hardware at prices comparable with or lower 
ne | than many domestic lines. They're made by the second 
: largest manufacturer in the world—and what's more, you 
can get them now when you need them. All standard U.S. 
Specifications and packaging. 


Ball bearing, regular, : 
loose pin, ball or but- Ras 
ton tips, broad and 
narrow, reversibles— 
in complete sizes and 
finishes. All are pro- 
duced withgfinest ee 
Swedish quality. oe 

















xe Wrought steel in light 


ras. styles, bright steel finish, 
made of finest Swedish 

: cold rolled steel. 

ie 


OTHER ITEMS INCLUDE: 


Barrel Bolts 
Hinge Hasps 
Safety Hasps 
: s Shelf Brackets 
; Spring Hinges 


Corner Irons 


Corner Braces y 


Handles Oo 
Window Bolts Q 






\ GeNSCO SWEDISH WO 





Flat head, oval head, round 
head styles. Steel in bright and 
blued finish, brass in plain 
finish. Standard packaging. 





OTHER GENSCO SWEDISH PRODUCTS: 


pe WOOD ond BUSHMAN BOW 
; and PRUNING 


SAWS 
MORA HUNTING 
KNIVES 





GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue + Chicago 39, Illinois | 
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| been 


| Cordage Co. 





News of 





the Trade — 


Roos Made Head of Plymouth Cordage Co.; 
Brewster, Bradley Are Also Advanced 


Edwin G. Roos, formerly 


vice-president in charge of 
sales of Plymouth Cordage 


Co., Plymouth, Mass., has 





EDWIN G. ROOS 


made president and 
chief executive officer of the 
company. He succeeds Ellis 
W. Brewster, formerly presi- 
dent and treasurer, who was 
named chairman of the board 
to fill the vacancy caused by 
ithe recent death of Augustus 
P,. Loring, Jr. Mr. Brewster 
retains his duties as trea- 
surer. Bartlett B. Bradley, 
general sales manager, as- 
sumes Mr. Roos’ sales re- 
spensibilities, and will direct 
all sales activities of the 
company. 

Mr. Roos joined Plymouth 
12 years ago, 
having previously served as 
vice-president of Certain- 
teed Corp. He has been in 


charge of Plymouth sales 
since 1939. 
Mr. Bradley spent two 


years in the industrial sales 
department of Valspar Corp. 
before joining Plymouth 
Cordage in 1931. He estab- 
lished the firm’s Pacific Coast 
district office in 1933, and 





ELLIS W. BREWSTER 


after serving on the West 
Coast for seven years was 
transferred to New York as 
eastern district sales man- 
ager. After service in the 
Navy, he returned to the 
company as general sales 


manager at the firm’s home 


office. 


Augustus P. Loring, III, 





BARTLETT B. BRADLEY 


was elected vice-chairman of 
the board of directors, and 
other board members named 
were Roger Preston and Wil- 
liam J. Kelleher. 


N. E. Club Plans Train 
To Housewares Show 


A “Frying Pan Express” 
to the Chicago Housewares 
Show has been arranged by 
the Housewares Club of New 
England, providing transpor- 
tation both out to and back 
*from the show. 

Two Pullman cars will 
leave South Station, Boston, 
Mass., on Tuesday, Jan. 15, 
at 2:30 p.m., arriving in 
Chicago at 8:20 a.m. on Wed- 
nesday, Central Time. The 
return schedule calls for leav- 
ing Chicago on Wednesday, 
Jan. 23 at 2:20 p.m., arriving 
in Boston on Thursday at 
9:40 a.m. 

Robert I. Flower, manufac- 


turers’ representative, 116 
Centre St., Brookline 46, 
Mass., is chairman for the 


project. 

Delegate to the National 
Federation of Housewares 
Clubs meeting in Chicago is 
Frank Clopeck, Harper J. 
Ransberg Co., Inc., with Bert 
Heymann, Salmonson & Co., 
Inc., and W. A. McBurnie, 
Chicago Electric Mfg. Co., as 
alternates. 
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News of the Trade 











HARDWARE BRIEFS 








Arkansas 
L. C. and Bill Schallhorn 


have moved their hardware — 


business from Hunter to the 
Duncan Bldg., Brinkley. 





lowa 


Theide Mueller Hardware 
Co., Fort Dodge, has been 
purchased by Merlin Mc- 
Gowan. The firm has been 
established for 52 years. 





W. A. Grabham and H. M. 
Sydney have purchased Love- 
lady Hardware, 129 W. Main 
St., Anthony, from Mr. and 
Mrs. L. O. Lovelady, who 
have owned and operated the 
store for the past seven 
years. 





Wilson Hardware & Sport- 
ing Goods Co., 3416 Strong, 
Kansas City, has recently 
been reopened, after being 
completely redecorated and 
the houseware department in- 
creased. It has been closed 
since the July flood. 





Burton & Boyd Hardware, 
Stockton, has been sold to 
Darrell Morrissey. 





New Hampshire 


Rochester Hardware & 
Supply Co., Rochester, has 
doubled its floor space by tak- 
ing over adjoining store 
space, and the electrical ap- 
pliance department has been 


enlarged. This is the store’s 
third expansion program 
since it was opened 15 years 
ago. 


New York 


House of Wares, 884 Madi- 
son Ave., New York, N. Y., 
held its opening on Nov. 26. 
Owners are Cecil and Simon 
Feldman, who have operated 
another store at 93rd St. and 
Madison Ave. for the past 
16 years. 





Store No. 3 of Murray 
Lock & Hardware Co., at 136- 
15 38th Ave., Flushing, N. Y., 
has been sold to John Sim- 
mons by Murray A. Carp. 





Texas 


Weischwill Hardware, 
Yorktown, held open house to 
present the newly remodeled 


and enlarged store and the | 


recently constructed ware- 
house. 30 ft. were added te 
the rear of the store, and the 
warehouse is 45x32 ft. 





Stephens Hardware, 2208 
25th St., Snyder, has been 
sold by George Stephens, Jr., 
to G. C. Coleman and Bill 
Sheid. 


Virginia 
Alco 


Hardware, in_ the | 


Alexander’s Corner shopping | 


center, Portsmouth, held its 
opening recently. It is af- 


filiated with Western Hard- | 
ware and Bonnie’s Hardware 


in downtown Portsmouth. 








Paint, Wallpaper Group 
Meets on First Birthday 
The Retail Paint and Wall- 
paper Distributors of Balti- 
more held its monthly meet- 
ing at the Marling House on 


Nov. 15, the first birthday 
of the club. President of the 
group, Ernest Johannesen, 


presided, and Hugh J. An- 
derson, national president, 
was guest of honor and 
speaker of the evening. 

Mr. Anderson spoke on the 
history and aims of the asso- 
ciation, and told how a first 
attempt to organize in 1908 
was unsuccessful, but in 
1947, Edgar E. Koretz and 
Ephraim J. Faber laid the 


groundwork for the present 
organization. 


The meeting was well at- | 


tended, and one new member 
was welcomed into the group. 





Hopp Heads Sales and 
Advertising for Dulane 


William H. Hopp has been 
appointed advertising and 
sales promotion manager of 
Dulane, Inc., 9550 W. Grand 
Ave., River Grove, IIl., man- 
ufacturer of fryers and other 
electrical appliances. 

Mr. Hopp was formerly 
with TWA, and has had ex- 
perience in marketing and 
public relations. 
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Cif CHAIN 








INSWELL PROOF COIL 





INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised... known 
and preferred by chain users in every type of business. 


LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 
| 


LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 


LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 


a 


rPrPPBPD bb BP Pp BB 


LIBERTY MACHINE TWIS@ LINK 


CM-INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 


chain supply setvice. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFF! 


es 


NEW YORK 





AGO « CLEVELAND «© SAN FRANC co 











1952 Electric Housewares Gift Campaign 
Expanded; Offers Plan Book, Display Kit 


A preview of the 1952 
Electric Housewares. Gift 
Campaign, revealing that the 
program had been greatly 
expanded for the coming 
year, and a review of the 
1951 campaign, were present- 
ed recently to industry offi- 
cials at a meeting sponsored 
by the National Electric 
Manufacturers Association, 
Electric Housewares Section, 
at the Hotel Roosevelt, New 
York City. 

The program for 1952 has 
been intensified, because of 
the enthusiastic dealer ac- 
ceptance of the basic selling 
idea, in five ways: (1) a 
larger and more widely cir- 
culated retail merchandising 
plan book; (2) a greater 
mass distribution of the in- 
dustry’s new campaign 
poster; (3) a larger display 
kit; (4) an expanded trade 
paper campaign, and (5) a 
newly-added, 20-city research 
study. 

The new spring 32-page 
Plan Book, available free to 
dealers at a later date, will 
place greater emphasis on 
visual merchandising aids, 
giving dealers a large choice 
of display ideas which can 
be set up at little cost with- 
out the need of special mate- 
rial. It contains three pages 
of reduced-size advertising 
layouts, six pages of mat 
headings and six pages of 
mat product illustrations. 

Mass distribution of the 
industry’s new three-color 
pester will be obtained by 
stitching it into the center 
fold of the Plan Book, with 
instructions for its use. 

A 72-piece disvlav kit, the 
lurgest ever offered by the 
section and _ costing the 
dealer $3.45, was introduced 
at the meeting. 

The Gift Campaign will 
also be expanded through the 
trade press, and benefits to 
the dealer in tying in with 
the campaign will be set 
ferth in both advertising and 
trade paper articles. 

The 20-city research study 
will be carried out shortly 
after the first of the year, 
testing additional ideas for 
development and implementa- 
tion in a later phase of the 
1952 campaign. 

Commenting on the cam- 
paign’s success for 1951, J. 
P. MclIlhenny, chairman of 


152 


the Electric Housewares Sec- 
tion’s sales promotion com- 
mittee, and vice-president in 
charge of sales of Waring 
Products Corp., said that the 
industry has finally hit on a 
successful formula for 
achieving the goal of a sales 
volume of a billion dollars a 
year. 

Officers of the Electric 
Housewares Section of 
NEMA for 1952 were an- 
nounced following the meet- 
ing, and are: chairman, John 
A. Sullivan, division vice- 


president, Home Appliance 
Marketing, General Mills, 
Ine.; and _ vice-chairman, 


News of the Trade 








Stanley G. Fisher, sales man- 


ager, Electric Housewares 
Div., Landers, Frary & 
Clark. 





Open Showrooms Sunday 
For Housewares Show 


Housewares and appliance 
showrooms on the 11th and 
14th floors of The Merchan- 
dise Mart, Chicago 54, IIl., 
will be open for business on 
Sunday, Jan. 20, during the 
National Housewares Exhibit 
at Navy Pier. 

The showrooms will be 
open from 9:00 a.m. to 5:00 
p.m., and luncheon facilities 
will be available at the Mer- 
chants and Manufacturers 
Club on the second floor of 
the Mart. 


GE Automatic Blanket 
Dept. Moves to South 


General 
Electric automatic blankets 


Production of 


will be transferred from 
Bridgeport, Conn., to Ashe- 
boro, N. C., early in 1952, 
according to Robert 0. 
Fickes, general manager of 
the department. 

The automatic blanket de- 
partment will locate in a 
factory of 132,000 sq. ft. for- 
merly occupied by the Na- 
tional Chair Mfg. Co. The 
move was necessitated by the 
steady growth of the auto- 
matic blanket busienss, and 
it is expected that by locating 
closer to the mills making 
the blanket fabric, produc- 
tion can be increased more 
smoothly and economically. 








Axelrod & Kupetz Celebrates Opening of Wholesale Warehouse 


Celebrating the opening 
of a new warehouse at 1835 
Gilford Ave., New Hyde 
Park, N. Y., Axelrod & 
Kupetz, hardware and house- 


wares wholesaler, recently 
held two housewarming 
parties. 


Despite very bad weather, 
142 dealers from Nassau and 
Suffolk counties attended the 
first party on Oct. 7, and on 
Oct. 21, 586 dealers from all 
parts of metropolitan New 
York turned out to see the 
new warehouse, as well as 


lines exhibited by a number 
of manufacturers. 

Axelrod & Kupetz now oc- 
cupies 13,500 sq. ft. with an 
extra 1,000 ft. for out-of-sea- 
son merchandise. There are 
6,000 additional ft. in the 
rear of the warehouse for ex- 
pansion purposes. Nearby 
transportation facilities and 
company trucks make pos- 
sible prompt deliveries. 

The partnership of Edward 
Axelrod and J. L. Kupetz 
was formed about eight 
The move to 


months ago. 


New Hyde Park was made 
after surveys indicated that 
the rapid growth of Long 
Island had left a need for 
stronger and more intensive 
distribution coverage. Al- 
though the firm covers Man- 
hattan, Bronx, Queens, Nas- 
sau and Suffolk counties, it 
is primarily interested in 
merchandising in the Long 
Island area. 

Lines handled by Axelrod 
& Kupetz include Wear-Ever, 
Universal, Swing -A- Way, 
Cory, Beacon, and others. 





A number of manufacturers’ lines were displayed at the opening of the new warehouse 


of Axelrod & Kupetz, hardware and housewares wholesaler, 1835 Gilford Ave., New Hyde 


Park, N. Y., celebrated with housewarming parties on Oct. 7 and Oct. 21. 
corner is the Wear-Ever line, adjacent to the U. S. Enamel line. 


representing this line, chats with customers. 


In the left 
Charles Slater, left, 
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These beautifully designed Black Panther Display Boards 


attract customer attention, get impulse sales. 


They're made to show off the tools and at the same time let 
your customer service himself, buying direct from the board. 


Glazier Points 


BLACK PANTHER 
DISPLAY BOARD 





No. 1 
Tool No. List Price 
40 —Wood Scraper .................. $0.15 ea. 
41 —Wood Scraper .................. 45 ea. 


42 —Wood Scraper ................... 
46 —Triangle Scraper .............. 
48 —Half Ogee Scraper ........ 





66 —Razor Blade Scraper ........ 





Tools include fast-selling items in both the popular price and higher price field. 
Both boards shown are the same size, 15”x16”, and hold the same value in tools. 


BLACK PANTHER 
DISPLAY BOARD 





No. 2 
Tool No. List Price 
50 —Putty Knife ..............0006 $0.15 ea. 
70 —Wall Scraper .............:0 25 ea. 
80 -—Linoleum Knife .............. 40 ea. 
55-1%4F—Putty Knife ............000c0ee0 85 ea. 
75-3F —Wall Scraper ..............00+ 1.20 ea. 
85-22 —Linoleum Knife .............. .70 ea 


Buy Your Black Panther Tools Through Your Jobber 


BLACK PANTHER TOOL COMPANY 


401 North Broad Street, Philadelphia 8, Pennsylvania, U.S.A. 
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Your success with Judd drapery hardware is 
due to three major factors: (1) It’s nationally 
advertised (2) We never let down on 
established Judd standard (3) We give 
production and delivery service second to 
none, limited only when conditions beyond 
our control interfere. We are working to 
capacity on all merchandise within the limits 
of the restrictions prevailing in many of our 
raw material markets. Order only what you 
need when you need it. We will cooperate 


to the utmost. 


Shown below: Curtain rod with Judd original 
built-in thimble tip that threads any fabric 
without a snag. (No, 19341 is unit packaged. 
No. 9341 in bulk)... Traverse track No. 6807. 
A best seller... extensions 28” to 120" ; 


projection 2" to 4". 


H. L. JUDD COMPANY 


WALLINGFORD, CONN. 
87 Chambers Street, New York 7 


fixture 





| 
‘| 
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News of the Trade 





W. A. Linas, Retired W. Bingham Co. Buyer, 
Is Honored by Friends on 80th Birthday 


William A. Linas, who 
has served for 54 years in 
the hardware business be- 
fore his retirement in 1944, 
was honored on Nov. 3, his 
80th birthday, at a surprise 
birthday party given by 33 
friends and business asso- 
ciates. The affair was held 
at his apartment, 1840 E. 
87th St., Cleveland 6, Ohio. 


Mr. Linas, a member of 
the HARDWARE AGE 50-Year 
Club,. joined the W. Bing- 


ham Co., 1278-1298 W. 9th 
St., Cleveland 1, Ohio, hard- 
ware wholesaler, in 1890, 
For 13 years he served in 
various sales positions, and 
was then made a buyer, 
which position he held for 41 
years until his retirement in 
December, 1944. 
Editor’s note:We are 
that Mr. Linas would like to 
hear friends 
with whom he has not been 
able to keep in close contact. 


sure 


from or see 





Honored at a surprise party on his 80th birthday recently, 
was W. A. Linas, center, who was associated for 54 years 
with W. Bingham Co., Cleveland 1, Ohio, prior to his retire- 


ment in 1944. Mr. Linas, a 


AGE 50-Year Club, resides at 


Ohio. 


member of the HARDWARE 
1840 E. 87 St., Cleveland 6. 








Cotter Distributes 1951 
Toy and Gift Catalog 


Cotter & Co., dealer-owned 
hardware distributor, 365 E. 
illinois St., Chicago, IIl., has 
just distributed 175,000 








% feQirak Cine oh thw Om te 
Gitte tor Mom and Dad . . peges % to Hh 


Cotter's catalog cover. 


copies of its 32-page, 1951 
rotogravure Toy and Gift 
Catalog for distribution by 


its dealers to consumers. 

The front cover of the 
catalog features a_ special 
25-in. baby doll at $4.95 and 
a complete electric train out- 
fit at $7.98. 

The front and back cover 
and the inside spread featur- 
ing American Flyer and 
Marx trains are in full color, 
while the merchandise in the 
balance of the book is high- 
lighted with color. 

Two pages are devoted to 
wheel goods, sleds and ice 
skates. Gifts for parents are 
featured in the back of the 
catalog, including electrical 
appliances, cutlery, Telechron 
electric clocks, tools, dinner- 
ware and miscellaneous 
houseware items. 

The Toy and Gift Catalog 
is one of the five seasonal 
promotions which Cotter & 
Co. prepares for its dealers. 
The next promotion will be 
a Mid-Winter Circular which 
will be ready for distribution 
in late January. 
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News of the Trade 











NEWS OF 


MANUFACTURERS’ AGENTS 








Halperin-Butterfield 
Co. Formed in Calif. 

H. Ward Butterfield, for- 
merly general sales manager 
of Norris Stamping & Mfg. 
Co., Los Angeles, Calif., has 





H. WARD BUTTERFIELD 


resigned his post to go into 
partnership as a manufac- 
turers’ agent with Harold 
Halperin, as the Halperin- 
Butterfield Co., 1820 Fourth 
Ave., Los Angeles 19, Calif. 
The firm handles plumbing 
ware, hardware and _ allied 
trades in California, Arizona 
and New Mexico. 

Mr. Butterfield has served 
as manager of national ac- 
counts for National Enamel 
& Stamping Co., Milwaukee, 
Wis., and as executive vice- 
president of Buckeye Alumi- 
num Co., Wooster, Ohio. 

Mr. Halperin has been ac- 
tive as a manufacturer’s rep- 
resentative on the West 
Coast since 1936. 

The firm is interested in se- 
curing lines, particularly 
housewares and hardware. 


Gasstrom-White & Co., 
Inc., manufacturers’ repre- 
sentative at 520 Hunts Point 
Ave., New York 59, N. Y., 
has been appointed by Cham- 
pion Implement Corp., 45 W. 


45th St., New York 19, N. Y., | 
York and | 


to cover New 
northern New Jersey. The 
firm will handle the Cham- 
pion electric spray gun. 


James P. 
been appointed  exciusive 
sales representative in New 
York and New Jersey for 


Joliet Wrought Washer Co., | 


Joliet, Ill. Mr. Garrigan, 
whose office is at 3509 Ave. 
H., Brooklyn 10, N. Y., also 
represents the Hanover Wire 
Cloth Div., of Continental 
Copper & Steel Industries in 
this territory. 





Leo Levine Opens Agency; 
Handles Wooster Lines 


Leo Levine has entered the 
manufacturers’ representa- 


tive field with the opening 


of Levine Sales Co., 747 Vine 
St., Elizabeth 2, N. J. Mr. 
Levine has been named to 
handle the line of Wooster 
Brush Co., Wooster, Ohio, in 
New Jersey, New York City, 
and Long Island. 

Mr. Levine was formerly 
purchasing manager of H. 
Schultz & Sons, 620 Market 
St., Newark 5, N. J., hard- 
ware wholesaler. He is pres- 
ently seeking additional lines 
in hardware, housewares, 
paints and paint sundries. 








Correction 

J. L. Peebles, owner and 
manager of Beaumont Steel 
Warehouse Co., 2615 St. 
Helena St., Beaumont, Tex., 
who recently purchased an 
interest in the Hughes Sup- 
ply Co., Beaumont. A picture 
incorrectly identified as Mr. 
Peebles was used with the 
announcement, published in 
the Nov. 15, 1951, issue of 
HARDWARE AGE, on page 151. 





J. L. PEEBLES 


HARDWARE AGE, DECEMBER 13, 1951 


Garrigan has | 





FOR TOP-HIGH SALES 





(_] Friction and Rubber Tape 


GILMER FRICTION TAPE 


An all-purpose friction tape for automo- 
tive, mechanical, household, sporting and 
general applications. Gilmer Friction Tape 
is Straight-tearing, non-raveling. Has high 
insulating and adhesive qualities. Resists 
aging—in stock, in use. Standard 34” 
width. Foil-wrapped or boxed in 60-, 30-, 
13- and 5-ft. rolls. 


GILMER RUBBER TAPE 
A splicing compound of high-grade 
rubber. Fuses readily without heat. Its 
dielectric resistance and high tensile 
strength assure a perfect splice. Standard 
34"’ width, in 21- and 10-ft. rolls. Foil- 
wrapped, boxing optional. 


. . . . . . . . . . . . . . . ° 


HANDY SHOP PACKAGES 


Both Gilmer Friction and Rubber Tapes 
can be supplied in attractive display car- 
tons for counter, shelf or window. 


FOR PROFITABLE V-BELT SALES 


Gilmer Light-Duty V-Belts are provided 
in two carefully selected assortments, 
requiring minimum stock yet fitting most 
customers’ needs. 


ORDER FROM YOUR GILMER 
HARDWARE WHOLESALER, OR— 


L. H. GILMER COMPANY 


1208 Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 


Please send me complete information and 


price listings on items checked: 


{_] Other Gilmer Hardware Items 


[| V-Belt Assortments 



































OBITUARIES 








Leon A. Paine 

(Continued from page 145) 
dustry and others for advice 
on credit matters. 

His skill in handling credit 
problems was due in a large 
degree to unusual skill in 
appraising character. On oc- 
casion he disregarded con- 
ventional credit procedures in 
his work. 

Associates of Mr. Paine 
cite as an example of this 
knowledge of human nature 
the case of a young man, 24, 
who called on Bigelow & 
Dowse, very anxious to op- 
erate a retail hardware 
store. The young man had 
none of the usually required 
credit history present, and 
had only $300 in cash. Mr. 
Paine saw other factors he 
regarded as assets, however, 
and predicted the young 
man’s success. He accord- 
ingly opened a line of credit. 
Today this man is one of 
Bigelow & Dowse’s largest 
and most loyal accounts. 

Another case of Mr. 


Paine’s unconventional credit 
practice was that of a Maine 
dealer whose store was 
flooded out and was a com- 
plete loss. Mr. Paine, basing 
his decision on an analysis 
of the dealer’s character, au- 
thorized credit for a new in- 
ventory. Six months later 
the store was again flooded 
out with complete loss, and 
once again Mr. Paine author- 
ized credit for replacement of 
the inventory. This debt has 
been liquidated and today this 
store is a profitable opera- 
tion and loyal and key ac- 
count of Bigelow & Dowse. 

Mr. Paine was a Mason 
and a Shriner, a past presi- 
dent of the Eastern Hard- 
ware Golf Association, a 
member of the New England 
Iron League and the New 
England Iron and Hardware 
Association. 

Survivors include a 
brother, George A. Paine, 
and a nephew, Lee Nash. 
Mrs. Paine died on June 10, 
1951. 


News of the Trade 





R. B. Louden 


R. B. Louden, 66, president 
of The Louden Machinery 
Co., Fairfield, Iowa, died on 
Nov. 25, of complications re- 
sulting from an automobile 
accident. 

Mr. Louden spent his en- 
tire career with Louden Ma- 
chinery Co., and served in 
various capacities until his 
election as president in 1939. 
He was also vice-president of 
the Iowa Malleable Co., and 
was active in state and na- 
tional manufacturing associa- 
tion circles. 

Survivors include his 
widow, a daughter, and a son, 
R. W. Louden. 





Walter Huff 


Walter Huff, 86, for many 
years a representative of the 
smokeless powder division of 
E. I. du Pont de Nemours & 
Co., died at his home in 
Macon, Ga., on Nov. 14. 

Mr. Huff was a well-known 
figure in trapshooting, enter- 
ing important national and 
sectional trapshoots from 
1900 until the late 1930's, 
when he retired. Among the 
trapshooting titles he won 


was Professional Champion- 
ship at the Grand American 
Handicap at Indianapolis, 
1906, and at Dayton, 1913. 





E. C. Schaaf 


E. C. Schaaf, 49, formerly 
with Wheeling Corrugating 
Co., Wheeling, W. Va., for 
28 years, died suddenly on 
Nov. 15, at his home in At- 
lanta, Ga. Mr. Schaaf had 
managed the Columbus, Ohio, 
and later the Atlanta, Ga., 
warehouses for Wheeling 
Corrugating Co., and retired 
in 1947, 





David W. Knapp 


David W. Knapp, 95, re- 
tired toy manufacturer, died 
on Nov. 22, in Poughkeepsie, 
N. Y. Mr. Knapp founded 
Knapp Electric, Inc., Indian- 
apolis, Ind., retiring as presi- 
dent of the firm in 1937. He 
resided in Highland, N. Y. 


Edward B. Dakin 


Edward B. Dakin, 88, 
member of the firm of Welch 
& Dakin, Harveysburg, Ohio, 
for 47 years, passed away re- 
cently. He had been retired 
for 12 years. 








Offer Valentine's Day 
Promotion Aids, Kits 


There are a number of vis- 
ual merchandising aids 
available to dealers for Val- 
entine’s Day promotion from 
the National Valentine’s Day 
Council, 350 Fifth Ave., New 
York 1, N. Y. All merchan- 
dising aids carry the official 
1952 Valentine’s Day poster, 
and are in color. 

Included in the selection 
are: window display blow- 
ups, 22x28 in. on heavy pos- 
ter stock; mounted posters 
with easels, 11x14 in. on 
heavy cardboard; jumbo win- 
dow strips, 10x24 in.; display 
strips, 6x33 in.; display pen- 
nants, 10x17 in., and gift 
cards, 54%x3% in. There are 
also 3x5 in. point-of-sale dis- 


play cards, and salesmen’s 
badges and small displays, 
2x5 in. 


Most of the aids are avail- 
able individually, or _ in 
larger lots at reduced cost. 

There is also a complete 
112-piece visual merchandis- 
ing kit, a $14.80 combination 
for $6.75, which contains 
some of all these aids. 
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Offered free with the or- 
der of $5.00 worth of mer- 
chandising material is a 
complete promotion kit, plan- 
ned by the NVDC retail 
sales promotion board, giv- 
ing ideas and facts on Val- 
entine’s Day promotions. If 
bought separately, the price 
of the kit is $25.00. 





Sees Few ‘52 Shortages, 
Higher Consumer Buying 


Higher consumer sales and 
shortages of only a few re- 
tail goods in the spring of 
1952 were predicted by Dou- 
glass L. Mann, general sales 
manager of Congoleum- 
Nairn Inc., 195 Belgrove Dr., 
Kearny, N. J., in an address 
before the company’s annual 
sales convention, held at the 
Roosevelt Hotel, New York, 
| ae 2 

F, J. Andre, Congoleum- 
Nairn president, told the 
same group that the days of 
the postwar slipshod selling 
methods, the result of 
scarcity of consumer goods, 
are over, and that the coun- 
try is back to normal replace- 


ment buying which requires 
keener selling competition. 

In his talk, Mr. Mann said 
that the defense program will 
be the largest single factor 
in keeping business at a top 
level in 1952. He predicted 
that, despite higher taxes, 
increased employment and 
higher wages will increase 
purchasing power by spring, 
and consumer sales will be 
up 7 pet over the same period 
in 1951. 

Both Mr. Mann and Mr. 
Andre announced that Con- 
goleum-Nairn will offer dis- 
tinctive floor covering de- 
signs, products, and 
merchandising for 1952. 





Hotpoint Gets 400 Acres 


A tract of more than 400 
acres for industrial develop- 
ment has been assembled by 
Hotpoint, Inc., 5600 W. Tay- 
lor St., Chicago 44, Ill, at 
95th St. and Harlem Ave., 
Chicago, as the final step in 
a five-year expansion pro- 
gram announced in 1947. The 
new land will provide a site 
for the erection of a 1,000,000 
sq. ft. mapufacturing facility. 


Distributors to Discuss 
Fremont's 1952 Plans 


New products and mer- 
chandising methods, 1952 ad- 
vertising and improved dis- 
tribution methods are the 
primary topics to be dis- 
cussed by the Fremont Dis- 
tributors Council of Fremont 
Rubber Co., when it holds its 
second quarterly meeting at 
Fremont, Ohio, on Jan. 28 
and 29. 





Gus Momsen Injured in 
Car Crash; Wife Dies 


Gus Momsen, president of 
Momsen-Dunnegan-Ryan Co., 
hardware wholesaler, 800 E. 
Overland, El Paso, Tex., and 
a member of the Texas 
Wholesale Hardware Asso- 
ciation, was seriously injured 
recently in an automobile ac- 
cident. Mrs. Momsen, also in 
the car, was killed almost in- 
stantly, and their daughter, 
Margaret, was seriously in- 
jured. 

The Momsens were return- 
ing to El Paso when the 
crash occurred. The injured 
were taken to El Paso Gen- 
eral Hospital. 
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News of the Trade 


HA Photo Angles a report in pictures of people and 








events in the hardware trade 


























Wm. Geo. Steltz, president of Sup- 
plee-Biddle-Steltz Co., Fifth at Bris- 
tol St., Philadelphia, Pa., right, cuts 
his birthday cake at a dinner given 
by salesmen and employees of the 
company on Nov. 16. With Mr. 
Steltz is Joseph H. Ward, executive 
vice-president of Noma_ Electric 
Corp., 55 W. 13 St., New York, 
N. Y. The Noma Talking Station, 
shown at the top of the cake, was 
selected by Supplee-Biddle-Steltz as 
the “Item of the Year’, and hon- 
ored accordingly. 





O. G. Schwenk, seated, vice-president of Yale 
& Towne Mfg. Co., discusses production 
problems with representatives of the firm's 


European plants. Left to right: John T. Wil- > 












cox, chief plant engineer of the British Di- 
vision; A. W. Herbert Bleckmann, assistant 
works manager of the German Division; and 
C. Geoffrey Smith, chief draftsman of locks 
British Division. 
















Photographed at a recent meeting of the Housewares Club 
of New England, at which time the club voted to join the 
4 National Federation of Housewares Clubs, were James S. 





Reynolds, left, New York sales manager for Robeson Cutlery 
Co., Perry, N. Y., and, president of the National Federation 
of Housewares Clubs; and William L. Boudrot, Boudrot & 
Garside, Boston, Mass., president of the New England group 






Executives and representatives of 
Rubberset Co., 146 Haynes Ave., 
Newark 5, N. J., were taxied by air 
to a three-day sales meeting in Col- 
orado Springs. Included in the 
photo are: Walter Daggett, vice- 
president of sales; Elwood Jones, 
president; Jim Smith, sales mana- 
ger special brushes, and Dave Barry, 
sales manager regular brushes. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


“the alert merchant will be in a 
position to improve his profit pic- 
ture along with increasing sales.” 

“The basis for this observation 
may be found in the fact that the 
dissipation of heavy inventories 
that has already taken place will 
reverse the losses recently in- 
curred by abnormal markdowns,” 
he continued. 

“Secondly, there is the possi- 
bility of lower expenses which had 
mounted in connection with ware- 
housing, handling, financing, and 
selling the overburdened stocks 
of the past months.” 

Meanwhile, Jack I. Straus, presi- 
dent of R. H. Macy & Co., Inc., 
told stockholders at the company’s 
annual meeting that prospects are 
bright for the Christmas season. 
Department store sales, he said, 
have picked up some momentum 
after a slow start in August and 
September. He declared that 
“there should be adequate stocks 
of all types of goods to satisfy 
normal consumer demands for as 
far ahead as we can see.” 


Fewer Washers But 
More Dryers Shipped 


October factory sales of 
standard-size household washers 
amounted to 297,210 units, as 
against 313,756 in September, a 
drop of 5.3 pct, the American 
Home Laundry Manufacturers’ 
Association reported. The total 
compared with 439,924 units in 
the same 1950 month, a 32.4 pct 
decline. 

Automatic tumbler dryer sales 
totaled 59,299 units in October, 
compared with 43,752 in Septem- 
ber, a 35.5 pet gain. It was also 
a rise of 105.3 pct over the 28,882 
units in October, 1950. 

Ironer sales totaled 29,800 units 
in October, compared with 18,300 
in September, a 62.8 pct rise. 
The total was 37.3 pct below the 
47,500 reported for October, 1950. 
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Hardware Store Sales 
Rose 3% in September 


September retail hardware store 
sales were estimated at 240 mil- 
lion dollars, an increase of 7 
million dollars over the previous 
month, and $5 million more than 
in September 1950. 

These seasonally adjusted esti- 
mates, by the Dept. of Commerce, 
represent an increase of 3 pct over 
the previous month, and a 2.1 pet 
rise over Sept. 1950 sales. 

Sales for the first nine months 
of this year have been 15 pct 
higher than in the same period of 
1950. 

The Dept. of Commerce recently 
revised its estimates of hardware 
sales, in line with new data pro- 
cured in the 1948 Census of Busi- 
ness. 

The estimates for the past four 
years follows: 

Seasonally adjusted 
(add 000,000) 

1951 1950 1949 1948 
Jan. 279 195 204 206 
Feb. 272 197 200 204 
March 258 195 193 206 
April 240 198 197 211 
May 240 207 200 205 
June 235 220 196 210 
July 226 =‘ 241 195 210 
Aug. 233 247 187 214 
Sept. 240 235 193 211 





2,223 1,935 1,765 1,877 

Oct. 230 194 210 
Nov. 224 190 203 
Dec. 245 193 204 
2,634 2,342 2,494 


Vinyl Floor Coverings 
Advanced by Sandura 


The price of Sandran vinyl 
plastic floor coverings has been 
increased approximately 15 pct 
by the Sandura Co., effective Nov. 
16. Prices of enamel surface goods 
are unchanged, the new levels ap- 
plying to vinyl types only. 





Toy Selling Running 
Ahead of Last Year 

Christmas toy sales are running 
ahead of the 1950 level, a survey 
by the Toy Guidance Council of 


chain, department and indepen- 
dent retail stores shows. 
In several instances improve- 


ment was noted as early as the 
first week in November with 
volume about 10 to 12 pct ahead 
of a year ago. Increased employ- 
ment and improved purchasing 
power of the average person is 
expected to maintain sales above 
last year’s level all through the 
holiday season. 

Some stores predict tighter sup- 
plies of brand-name electric trains 
and inexpensive metal toys, al- 
though others do not anticipate 
shortages of toys. One store 
stated that it would not advertise 
or display electric trains as _ it 
would not require such efforts to 
dispose of its entire supply. 

Improved demand for plastic 
toys was reported. Many cus- 
tomers in past years would accept 
toys of this type only if items 
of other materials were unavail- 
able. According to retailers, con- 
sumers are asking for plastic toys 
this year in preference to other 
kinds. Inflated toys were said to 
be in demand and sold in volume 
throughout the year. 

The survey reported that the 
toy business has not been par- 
ticularly good this year, except 
during certain periods, such as 
Easter. 


Anticipate Highest 
Demand for Fertilizers 


Urging farmers to order and 
store all the chemical fertilizer 
they expect to need, Russell Cole- 
man, president of the National 
Fertilizer Association, warned 
that the supply during the coming 
year will be insufficient to meet 
all demands. He said that his 
warning is based upon expecta- 
tions that fertilizer demand will 
be the greatest in history. Total 
output will probably be at least 
1 pet higher with nitrogen pro- 
duction increased 5 pet and potash 
output up 5 pet from 1951. 

It was explained, however, that 
superphosphate production may 
drop 10 pct, due to unprecedented 
demand for sulfur and sulfuric 
acid by defense industries. 

Farmers in some areas, Mr. 
Coleman warned, may be unable 
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GOLDBLATT 


Mason Tools 








Give You... 






—— y ae 
—/ 


ONE SOURCE FOR 

[~ ALL NEEDS — Buy all your 
; 
; 


\@ 


masonry tools from 
J eo Goldblatt — one order, 
c e one shipment, one billing. 
, Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 


> 


| ¢ Greater Profits ° Faster 7 
* Satisfied Customers * Repeat Sales se 


il 





SEND TODAY FOR THE 1952 CATALOG — Write 

for your copy of Goldblatt’s illustrated catalog . 
| alll 2 ~ 

describing the most complete line of the finest 

masonry tools and equipment. 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 


YOLDBL 
ey 














FIRST CHOICE OF THE TRADE FOR 65 YEARS 





, “For 3 years straight : ONE OF ss 
\ OUR FASTEST SELLING LURES. 


a LAZY (KE 


CONTROLLED! . 
a ; oN Says LANS WILLIAMS, Tackle Buyer for Warner Hard- 


tt ware, Minneapolis, one of the largest independent 
a" retail hardware outlets in the entire Northwest. 









For fast turn-over, for quick profits . . . join the thousands 
of dealers everywhere who find Lazy Ikes among their “fastest 
selling lures.”’ Lazy Ikes are easy to handle—just 5 sizes, 9 colors. 
You get proven sales helps, powerful national advertising in 
leading outdoor publications. You're profit-sure with Lazy Ike 

. .. the BIG SELLER, the money-maker from coast-to-coast. Ask 
your jobber about LAZY IKES or write for profit facts. 














RETAIL PRICES 
(OPS—Sec. 43—CPR 7) 


KAUTZKY’S 





=o..." LLY tae GOs 
ee 1.40 Dept. 12, FORT DODGE, IOWA 
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“THE ECONOMY MOWER’’ 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 
1.1 HP Briggs & 
\ Seratton engine, 
18” cutting width. 
\ An economy 
\ mower for your 
customers — 
a profitable 
one for 
you. 






































































BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 





Protecting America’s Handpower! 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 











to obtain the exact type of fer- 
tilizer desired and they may be 
unable to secure their full needs. 


October Sales of Large 
Hardware Stores Up 8% 


Sales of large retail hardware 
stores were 8 pct higher in Oc- 
tober than they were in October, 
1950, and were ahead of sales in 
September of this year by the 
same margin, the Dept. of Com- 
merce reports. 

Sales of all kinds of large retail 
stores were 2 pct higher in Oc- 
tober than in October, 1950, and 
were 7 pct above the totals for 
the previous month. 

The percentage changes are not 
adjusted for seasonal variation, 
number of working days or price 
changes. 


Cost of Living Index 
Takes Another Hop 


A rise of four-tenths of 1 pct 
in the cost of living in the month 
ended Oct. 15 was announced by 
the Bureau of Labor Statistics. 
The bureau’s newly revamped 
cost-of-living index rose to 187.4 
pet over the 1935-1939 level, from 
186.6 a month earlier. The figure 
is 10.1 pet over the level of June, 
1950, the last before outbreak of 
the Korean war and 6.7 pct above 
October, 1950. 


Urges Stocking of 
Asphalt Roofing 


Manufacturers shipped 86,704, 
100 squares of asphalt roofing in 
1950, an all-time high. Yet, ac- 
cording to the Dept. of Commerce, 
shipments in the first eight 
months of 1951 were ahead of 
the first eight months of 1,400,000 
squares. 

Heavy inventory buying during 
the past two winters made it pos- 
sible for manufacturers to ship, 
and for dealers to sell asphalt 
roofing in unprecedented volume, 
reports the Asphalt Roofing In- 
dustry Bureau. 

Jack Bryant, managing director 
of the Bureau, warns dealers that 
if they fail to build inventory 
during the winter months manu- 
facturers must curtail production 
since manufacturers’ warehousing 
facilities are relatively limited. 

The Bureau predicts another 
banner year. Despite government 
controls, another good year in new 
home construction is expected, and 
the remodeling-reroofing picture 
was never brighter. 

Except for one four-month pe- 
riod, there hasn’t been a single 
time in the past 10 years when 
dealers couldn’t have sold more 
asphalt roofing than manufactur- 
ers were able to ship. That one 
period was during the winter 
months of 1948-1949, from De- 
cember through March. 


Price Resistance is Cutting Future Orders, 
Manufacturers and Wholesalers Report 


Consumer resistance to present 
prices has brought about a sig- 
nificant reduction in future orders 
and commitments at non-defense 
manufacturing and wholesale 
levels, according to a _ survey 
among the 5,000 members of the 
New York Credit and Financial 
Management Association and the 
Los Angeles Credit Managers’ 
Association, affiliates of the Na- 
tional Association of Credit Men. 

Almost 60 pct of those partici- 
pating in the survey reported cus- 
tomer resistance to prices, as 
compared with 36 pct reporting 
a similar situation in a survey 
conducted last March. Smaller 
orders and future commitments 
were noted by 68 pct taking part 
in the present survey while only 
20 pet reported such a situation 
in the March study. 


An improvement in collections 
during the past 60 days was noted 
by 37 pct of the survey partici- 
pants; 22 pct viewed collections 
as poor and 41 pct saw no appre- 
ciable change. 

No significant change in the 
business failures pattern was seen 
by 65 pct of the survey partici- 
pants while 8 pct expected fewer 
failures and 27 pct increased 
failures. 

Of those taking part in the sur- 
vey, 75 pct said they had found 
no change in the number of cus- 
tomers discounting, while the re- 
maining 25 pct indicated there 
had been a change. Of those re- 
porting a change, 73 pct reported 
that fewer customers were dis- 
counting, and only 27 pct reported 
that more of their customers were 
taking advantage of discounts 
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Proposed Changes in 


+ J 7 
Packaging of Fittings | 
A proposed Simplified Practice | 
Recommendation for the Packag- | 
ing of Standard Malleable Iron 


Screwed Pipe Fittings, Black or 


meriesing for two inch pipe eo ELECTRIC SOLDERING snele) LS 
and ew has been ys se oe to oj sae 

h t , distributors, 

the manufacturers: ere, |~«6~ | MERCURY === 


acceptance or comment, by the No. 5. 100 watts 
Commodity Standards Division, 
STOUTLY BUILT 


Office of Industry and Commerce, 
U. S. Dept. of Commerce. Rarely comes back for 





No. 6. 150 watts 











The purpose of the recommen- np. ™ 
dation, as developed by a com- 
’ ‘ ‘ DURABLE. wii give years of use to the home 
mittee of the industry, 18 to mechanic or the shop man who has occasional 
establish a simplified schedule of soldering jobs. 
standard quantities per unit pack- 
age for the pipe fittings referred DISPLAY BOARD Free with an order of one each 
to above. of the three sizes. 
Department Store Sales | 
Sh P Sli ht ; ASK YOUR JOBBER 
Ow 4 ncrease 
9g , | VULCAN ELECTRIC COMPANY 
Department store sales in the DANVERS 3, MASS. 
week ended Nov. 17 showed a 2 | iinet aid aiid is i aes he . i 
+: of Vulcan Electric Screw Tip, Plug Tip, Pygmy an ercury 
pet increase over the same week Soldering Tools, Vulcan Electric Solder Pots, Glue Pots and Branding 


a year ago the Federal Reserve 
Board reported. In the previous 
week the increase was 7 pet. For 
the four weeks ended Nov. 17 
sales were 6 pct higher than they 
were in the similar 1950 period 
and for the year to date they were 


3 pet ahead. 
The weekly index, without sea- | p W RMEST 


sonal adjustment (1935-1939=100), 
was 374, against 368 in the same 
week a year ago and the revised | 3 . 

figure of 366 for the week of Nov. | Season S Greetings 


10, this year. 


Home Furnishings Trade naturally 


In Healthy Condition 


October was the first month this 
year in which dollar volume in | come from 
home furnishings sales did not | 
show a loss as compared with the 
corresponding 1950 month, the 
National Retail Furniture Asso- 
ciation reported. October’s volume 


was equal to the same month last 
year. | Makers of the complete line 


It was also noted that inventory | 
was up only 8 pct compared with GAS SPACE HEATERS 


October, 1950. 


~\ Irons. Electric Heating Units. 















Y) 8 Fully Vented. esters 20 Unvented Heaters 
e 15,000 BTU to 85, ( U to 50,000 BTU 
New York City Stores mA Th All Martin Heaters AGA approved for 

BW /4 natural, liquified and manufactured gases 


Reduced Inventories 
A reduction in stocks of New 


York City department stores was 
accomplished during October and MARTIN STAMPING & STOVE CO., CULE ALL CHE LEB 


as a result, at the end of the 





Over 45 I ‘ , ‘ 
stove experience Vif Write your jobber or direct for complete catalog 
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America’s Favorite Freezer— 
























The ALASKA 
—with 
Double Appeal 


The ALASKA—America's favorite 
freezer—appeals to the customer 
who knows values, and appeals to 
the dealer who likes the 6 Big Easy 
Selling Features of the ALASKA. 
Don't put it off. Place your order 
now. 


Write for full particulars, 
models and prices. 


Here they are—Six Big Selling Features 


























McGill Brand EMBUR Y 
mouse and rat Luck-E-Lite 


4 
TRAPS HIGHWAY TORCHES 























* Weather Guard Burner 
* Cam-lock Burner Hood 
no threads to strip 





@ BRIGHT 2-color printing Easy to Fill 

@ CLEAR selected wood LUCK-E-LITE Ring Chain— 
easy to carry and place 

@ AUTOMATIC or slot set Non-tipping 


McGILL METAL PRODUCTS CO.|| Ja ws 


MARENGO, ILLINOIS 
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month the total was only 1 pct 
above the level of a year earlier, 
reported the Federal Reserve 
Bank of New York. On a season- 
ally adjusted basis, the inventory 
index stood at 261, against 274 a 
month earlier and 258 a year ago. 


Westinghouse Opens 
Ohio Service Center 


A factory-operated Service Cen- 
ter to handle all Westinghouse 
consumer products from televi- 
sion sets to electric irons in the 
Greater Cleveland area is sched- 
uled to open in Cleveland, Dec. 3. 

It is the first such factory-run 
center in which all major appli- 
ances, electric housewares, tele- 
vision sets and radios, as well as 
Free-Westinghouse sewing ma- 
chines, will be serviced. 

Approximately 250 dealers will 
have use of the center at 4505 
Euclid Ave., and they can either 
have their customers call the 
center direct or they can handle 
the placing of the service call 
themselves. 

“The Greater Cleveland Service 
Center marks an important step 
in this work,” said L. K. Baxter, 
manager of the service depart- 
ment of Westinghouse. “The Cen- 
ter is designed to give the best 
possible service to Westinghouse 
appliance and television set 
owners. It frees dealers of this 
work, permitting them to concen- 
trate all their efforts on doing a 
selling job.” 


New Type Flat Enamel 
Introduced by du Pont 


E. I. du Pont de Nemours & Co. 
announced that after more than 
four years of field testing and 
trial marketing it is placing on 
general sale a true white flat en- 
amel, which it says combines the 
soft decorative appearance of a 
flat paint with the hardness and 
durability of enamel. The new 
product is known as Dulux Super- 
White Gloss Enamel and Dulux 
Super-White Eggshell Enamel. 

According to the company the 
finish dries to an exceptionally 
smooth, velvety surface on walls, 
with no side sheen, and is equally 
satisfactory for trim and wood- 
work. It was noted that since it 
is a true enamel and not just a 
more finely ground interior flat 
paint, it has a high degree of 
smudge resistance and may be 
washed freely. 
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DECTO-STIC 
FURNITURE REPAIR KIT 


An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 
GOUGES in natural-finished or stained 


woodwork, furniture, radios 
leather and plastics. pee 
EASILY APPLIED me 
CAN BE BLENDED Ke ; 

NO HEAT * 
TAKES ANY FINISH 
NO DRYING TIME REQUIRED 


LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 
Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 
4 Decto-Sticks (dark mahogany, light mah 
walnut and maple) a and instructi 


SOLD THROUGH JOBBERS 
| DXcYou Coe Co aelo db tela Ge) 
SALEM 6 MASS 


Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 
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The Columbian Vise & Mfg. Co 
Cleveland 4 r 





world’s largest make 


| a shortage 
| will be tightened. 


No Real TV Shortage 
Forecast for 1952 


The on-again-off-again future 
of radio and television set avail- 
ability appears to be clearing 
slightly. It now seems 
throughout most 


of either that prevailed during 
1951. This does not mean, officials 
hasten to say, that there will be 
only that production 





Set manufacturers are report- 


| ing to control officials that their 


inventories of unsold sets are at 
a low point as a result of stocking 
up at retail and wholesale levels 
in anticipation of the holiday and 
seasonal trade (60 pct of sales 
occur during the last four months 
of the year). 


likely | 
of 1952 there | 
| will not be the plentiful supply 


Moreover, for a major portion | 


of next year, non-defense produc- 
tion for the industry will gener- 
ally be limited to about 50 pct 
because of the materials situation 
although the aluminum supply is 
expected to ease by the third 
quarter. Thus, the rebuilding of 
depleted inventories is now ex- 
pected to be slow although not 
forecasting an actual shortage. 


Industrial Output 
Lower Than Expected 


The Federal Reserve Board re- 
ports that the rise in industrial 


production during September was | 


not as great as had been expected. 
New level is 219 pct of the 1935-39 
average, 2 points higher than the 


| August record, but considerably 


below the high of 223 pct set in | 


April. The reason is that cuts in 
production of consumer goods 
have not yet been balanced by 
increased defense production. 


G.E. Using Aluminum 
For Light Bulb Bases 


General Electric’s Lamp De- 
partment announced that it now 
is using aluminum instead of 
brass for a large portion of its 
output of bases for incandescent 
electric light bulbs. 

Aluminum is being employed to 
eonserve the scarcer brass for the 
nation’s military needs, according 
to a G.E. spokesman, who pointed 
out that the company now is in a 
position to use whichever metal 
may be in least critical supply. 





| This new use fur aluminum has 
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U.S. SALES OFFICE 
JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET 
NEW YORK 8, N. Y 














NEW MAGIC CLEANER— 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 


IN J] secon: 


WIPE ON AND 
RINSE OFF! 


Seal of Approval— 
U. S. Testing Co. 





ON EVERY BOTTLE 


Sold through hardware, variety 
and department stores exclusively 


COPPER BRITE, INC. 


s] a 1109 N. Poinsettia Place 
Los Angeles 46, Calif. 


FAIR TRADED 





MONEY-BACK GUARANTEE 








PECORA 


BRAND 


WEATHERCALK 







Available in quarts, one-gallen 
and five-galion cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK. 
LOADING CAULKING GUN (illustrated), 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


*AINT companys 8 
Lawrence & Venango Sts., Phila. 40, Pa, 


Manufacturers of Mastics for Structural Glass or Tile installa. 








ons... Sealing Compounds...Glazing Compounds... Stove 
Butties...Roof Coatings... Industrial Paints and Finishes 
e ® 
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been approved by the National 
Production Authority. 

Lamp bulbs with aluminum 
bases are beginning to appear on 
retail counters in many parts of 
the country. These lamps are 
identical in life, efficiency, and 
cost to the familiar brass-based 
bulbs, according to G.E. 

Adaptation of aluminum for 
lamp bases is considered by the 
aluminum industry to be one of 
the most important recent devel- 
opments in the application of this 
metal. It is the outgrowth of 
several years’ research and de- 
velopment by metallurgists of 
General Electric, major aluminum 
producers, and solder manufac- 
turers. 


Two Refrigerators in 
Every Home Proposed 


Refrigerator manufacturers 
were urged by W. Paul Jones, 
president of Servel, Inc., to “make 
the two refrigerator household as 
familiar as the two-car garage” 
in order to avoid imminent satura- 
tion of their market. He said that 
more than 40 million of the 45 
million families in the United 
States already have automatic re- 
frigeration. 

The remaining market of 5 mil- 
lion units, Mr. Jones said, is equal 
to the industry’s one-year produc- 
tion rate. Sales to that group 
would use up virtually all the 
new-owner potential. 


Expect 10% Drop in Construction in 1952 
With Biggest Decline in Home Building 


Residential building in the first 
10 months of this year in the 37 
states east of the Rockies was 6 
pct below the total for the same 
period a year ago, reflecting the 
effect of government controls. 

Construction dollar volume in 
the first 10 months in the 37 states 
showed an 11 pct increase over 
1950. 

Dollar volume of construction in 
the 37 eastern states is likely to 
run 10 pct less next year than in 
1951, according to the F. W. Dodge 
Corp. The estimate was prepared 
by Thomas S. Holden, president, 
and Clyde Shute, assistant vice 
president and manager of the sta- 
tistical and research division. 

“Construction projects which 
were refused allotments of critical 
metals in the fourth quarter of 
1951 were deferred, not aban- 
doned,” it was stated. “Their re- 
quirements can be reconsidered and 
granted in later quarters. Conse- 
quently, these projects represent a 
certain amount of construction de- 
mand that will carry over into 
1952.” 

Population growth and other ex- 
pansion factors were cited which 
cause potential construction de- 
mand to accumulate during the 
current period of metal shortage. 

“It seems obvious that the 
fourth quarter dip in contract vol- 
ume will carry over into 1952; it 
might even continue through the 
middle of the year,” the Dodge offi- 
cial stated. “If the anticipated im- 
provement in the metals situation 
and consequent easing of controls 
take place, there should be a definite 


uptrend of contract volume in the 
second half of 1952.” 

Largest decline of any classifica- 
tion will be in residential building, 
it was estimated, while public 
works and utilities will decline 
least. Expected dollar volume de- 
clines percentagewise, were: Non- 
residential, 6; residential, 16; pub- 
lic and private works and utilities, 
4; making an overall decline of 10 
pet. 

Next year’s total of new dwell- 
ing unit starts was estimated at 
850,000, which, it was pointed out, 
until recently was rated as very 
high volume. Smaller average sizes 
were anticipated for 1952 houses, 
accompanied by a moderate rise in 
building costs. 


More TV Picture Tubes 
Bought in September 


September sales of television 
picture tubes to TV set manufac- 
turers totaled 294,951 units, valued 
at $6,138,517, the Radio-Television 
Manufacturers Association re- 
ported. This compared with sales 
in the previous month of 210,048 
units valued at $4,327,234. Dur- 
ing the first nine months of 1951 
sales amounted to 3,146,173 tubes 
valued at $78,852,954. 


Maytag Sales Higher 


Net sales of the Maytag Co. 
washing machine manufacturers, 
amounted to $60,536,282 in the 
first nine months of 1951. This 
compared with $59,871,259 in the 
same period last year. 
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industrial Buyers Contend Conditions 
Warrant Easing of Materials Controls 


There was a further drop in 
back orders during November and 
production lagged somewhat be- 
hind the order position, said the 
monthly report of the business 
survey committee of the National 
Association of Purchasing Agents. 

Trends during the month, said 
the committee, which is headed 
by Robert C. Swanton, director of 
purchases of Winchester Repeat- 
ing Arms Co., failed to support 
indications of increasing indus- 
trial activity which were found 
developing in September and 
October. 

The survey found that indus- 
trial inventories are leveling off 
at the low point of the year. It 
was the consensus of purchasing 
agents that current levels are 
about as low as they can go and 
still support the present volume 
of business. 

It was stated, however, that 
drastic cutbacks in first quarter 
Controlled Materials Plan allot- 
ments will require further reduc- 
tion of inventories and retard the 
receipt of or cancel commitments 
for the companion materials. 

The report noted that prices 
are strong and are expected to 
continue so under the Office of 
Price Stabilization authorization 
to apply the Capehart amendment. 
Supply and demand will largely 
determine whether such author- 
ized prices will hold, it was added. 

Industrial demand currently is 


slowing and may continue to de- 
cline in the opinion of purchasing 
agents. A restricted buying policy 
was reported with 87 pct of pur- 
chasing agents holding commit- 
ments to a maximum of 90 days, 
with a more pronounced trend to- 
ward 30 and 60 days. This was 
the highest number of purchasing 
agents holding purchases in this 
range since June, 1950. 

Many industrial purchasers ex- 
pressed the view that inventory, 
price and material controls, as 
now established, are not neces- 
sary to support present defense 
plans. They felt that current 
problems cauld be handled better, 





with less disruption of the civilian | 


economy, if all had free access to 
domestic and world supplies at 
competitive prices. 

Items on which prices were re- 
ported higher during the month 
included abrasives, adhesives, 
forgings, machine tools, some 
vegetable oils, paint, rosin, zinc 
die castings and zinc and lead 
pigments. 

Those on which prices were 


lower included alcohol, belting, 
brushes, containers, cordage, 
lamps, gloves, leather, lumber, 


waste paper. 

Among items reported in easier 
supply were caustic soda, chlo- 
rine, some brass, cellophane, 
paper bags, corrugated contain- 
ers, paper, paper board, steel pipe 
and valves. 


Real Selling Will Be Required in 1952, Says 
Appliance Maker; Market Potential Is Great 


“We will have a real selling job 
to do by the last half of 1952 and 
it’s not too early now to get ready 
for it,” Edward R. Taylor, vice- 
president, Hotpoint, Inc., told a 
recent management conference of 
electrical industry officials in 
Chicago. 

While not attempting to predict 
business conditions for next year, 
he said that every eeonomic 
weather vane now points to a 
good selling climate. He urged 
dealers to start to plan for ag- 
gressive selling. 

He stated that appliances short- 
ages anticipated for the first 
quarter will be relieved by new 
raw material facilities scheduled 
to be in use by next summer. 

The official said that the re- 


HARDWARE AGE, DECEMBER 13, 1951 


frigerator market is 
rapidly saturated, with the big 
profit potential swinging to the 
appliances at the low end of the 
saturation curve. Industry fore- 
casts indicate that by 1955, 95 pct 
of wired homes will have re- 
frigerators. 

Electric ranges are second in 
volume to refrigerators, yet sat- 
uration is relatively low. In 1939, 
this appliance was used in 10 pct 
of the nation’s homes, increasing 
to 21 pet at the end of 1950, and 
by 1955 it should have a satura- 
tion of around 30 pct. 

Automatic washing machines 
have made the greatest growth of 
the postwar appliances, and are 
now outselling conventional types. 
Saturation 


becoming 


in 1946 was a little | 





fp 
i, 
Yard around 
Souta BeNo CRoqueT! 


Families with a reason for using 


their yards are more likely 
prospects for outdoor items. 
And a popular reason for yard 
activity is the great family 
game —South Bend Croquet. 

So, build your window and 
interior displays of yard equip- 
ment around South Bend Cro- 
quet. This tie-in can furnish 
a wealth of suggestions to cus- 
tomers and more sales for you. 


Show This Book, 


. 
16 page, 2-color book— 2Ow 
“How To Play Croquet” Choon, 
—describes complete his- 
tory and rules of game — 5 
25c list. Quantity dis- ad 
counts to dealers. 









SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & $S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 





AMERICA’S FAMILY GAME 
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— AN ARTMOORE PRODUCT — 








The Original 
\e Patented 
| \\ Selfi-Wringing 
yy Rubber 


Sponge Mop 


Built 
For 
Long 
Service 


For satisfied 
Customers Sell 
This Nationally 
Advertised 
Quality Product 


Write for 
details 


ARTMOORE CO. 








DEPT. A-121 
1319 North Third Street Milwaukee 12, Wisconsin 








DAI SY line 


CRUTCH AND CHAIR TIPS 


MADE TO 
GOVERNMENT 


SPECIFICATIONS 
AVAILABLE IN 
BLACK OR WHITE 
RUBBER 
The famous DAISY Crutch and Chair 
Tips are the finest quality tips you can 
stock, They sell at a popular low price— 
give complete satisfaction—and pay a 
nice profit. Made strictly to government 
specifications and available in all sizes 
in black or white rubber. 


Write today for prices 


SCHACHT RUBBER MFG. CO. 
Dept. H Huntington, Ind. 
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over .3 pct, advancing to 13 pct 
last year, and is expected to reach 
27 pet in 1955. 

Although dryers have not 
matched this growth in volume, 
sales have shot up from 1,900 in 
1946 to more than 250,000 last 
year. Eventually, dryers should 
catch up with automatic washing 
machine volume, because it is 
gaining popularity as a compan- 
ion piece of equipment in home 
laundries. Dryer saturation is 
still less than 2 pet. 

The official said that freezer de- 
mand has held strong with the 
high costs of food, and ranks 
fourth in appliance sales. He 
noted a trend toward larger sizes, 
with saturation growing from less 
than 2 pct in 1946 to more than 
7 pet in 1950. Use in wired homes 
should more than double the 
present rate by 1955, he said. 





Electric water heaters will co: 
tinue to meet strong competition 
from gas types, with saturation 
reaching about 18 pct in 1955, 
from a present level of 12 pct. 

Commenting on _ dishwashers, 
Taylor said that sales are up 
sharply from the best pre-war 
year, but dealers have not yet put 
the same sales effort behind this 
appliance that is going into less 
profitable items. The sales trend 
is continuing to move from high 
income groups into the middle 
brackets that account for the bulk 
of appliance purchases. With more 
than a million dishwashers now in 
use, acceptance could grow very 
rapidly under the impetus of sus- 
tained retail selling programs. 
Present saturation of less than 
2 pet, coupled with the play dish- 
washers are getting in kitchen re- 
modeling, indicate a _ profitable 
market to be developed. 


Hard Surface Floor Covering Market to be More 
Competitive in 1952; New Products on the Market 


A highly competitive hard sur- 
face floor covering market in 1952 
was forecast by speakers at the 
distributor sales convention of 
Congoleum-Nairn, Inc., in New 
York City. Increased consumer 
purchasing power and a normal 
supply of merchandise were cited 
as factors in the situation. 

The era of inflated demand for 
hard surface floor coverings 
which featured the war and post- 
war years is over and future con- 
sumer demand will be based on 
normal year-to-year replacement, 
F. J. Andre, president, declared. 

Replacement buying, he said, 
was largely ended by early 1950. 
New residential construction 


Laundromat Featured 
In Godfrey Promotion 


Lever Brothers Co. launched an 
“Arthur Godfrey $125,000 Rain- 
Soft Rinso Jingle Contest,” Nov. 18, 
with four-color half-page comic ad- 
vertisements in 109 newspaper 
comic sections, and full play for the 
four weeks of the contest on the 
Arthur Godfrey CBS radio show, 
Big Town radio on NBC and Big 
Town TV on CBS. 

The largest washing contest ever 
conducted will offer 400 Westing- 
house Laundromats, 100 a week for 
four weeks, plus a year’s supply of 
Rinso to each.winner, and a $10,- 
000 grand prize to the top entrant 
in the full contest period. 


which has meant a heavy demand 
for hard surface floor coverings 
will be at a lower rate in the 
future, he pointed out. 

Mr. Andre also noted that the 
productive capacity of the hard 
surface floor covering industry 
has been considerably increased 
in recent years, thus making more 
aggressive merchandising essen- 
tial. He said that strong com- 
petition will be offered by such 
new products as plastic coated 
and vinyl coverings, as well as 
asphalt and rubber tile. 

T. L. Shaffer, first vice presi- 
dent, said that merchandise will 
be in good supply. 


Prizes totalling $9,000, 18 awards 
of Westinghouse “Twins,” Laundro- 
mat-clothes dryer combinations, 
will be given dealers in each of 
Lever’s 18 sales divisions. The 
prizes will be based on display in- 
stallations in retail stores and a 
letter telling how the contest was 
used to get extra traffic and sales in 
the store. The dealer who serves 
the winning customer gets a $1,000 
cash award. 





Farmers Warned to Buy 
Insecticides Earlier 


Farmers were urged by the 
Agriculture Department to start 
buying insecticides, fungicides 
and herbicides now for 1952. The 
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Volume sellers-protit gerrers [ 


Sturdy, smooth 18" and 24" Kimble 
Glass Bars sell on sight because they add 
to the room’s décor—be it bathroom, 
kitchen or nursery. Their clear, curved 
crystal bars and gleaming metal fittings 
never look old... won’t rust, or snag 
sheer stockings and fine towels. 


You'll like them, too, because they are 
priced right for quick sales and generous 
profits. Tremendous production facili- 


ties at Kimble make it possible for us to 
offer you a cost that permits an attractive 
margin at retail levels. Order today 
from your wholesaler, or write clirect. 


A GLASS BAR FOR EVERY PURPOSE—AVAILABLE NOW! 


é er 


Kimble Bent-End Glass Bars—!/)” crystal 
or opal glass with strong, modernistic metal 
fittings. 18” and 24” lengths. 


4 = | 














d = 


Kimble Double-Purpose Glass Bars—crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24” long. 





Kimble Button-End Glass Bars—crysta! or 
opal glass with adjustable metal fittings. 
18” long. 


KIMBLE GLASS TOLEDO 1, OHIO 


Division of Owens-Illinois Gla 





ss Company 











DEFENSE ITEMS 


WRENCH BOXES 
SPECIAL 
\ v TOOL 
PORTABLE UNITS 
TOOL CABINETS 








CASES—CHESTS—CABINETS 


Here are the world’s finest metal 

boxes. They're better constructed— 

=. better looking. Known for their fine 

TEST materials—workmanship—attractive 

INSTRUMENT CASES design. These boxes out- 

ail look—outlast—outsell 
competition. 









oo S “a, 
b a ae 
N — 
idole) may) Balnicm et) 3 VALVE SPRING COMPRESSOR CO. 
WATERLOO, IOWA 
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Safe! “Tough! 
Feathered 


GITS 
No. 100“ PLASTIC EYE” 
Unbreakable Plastic 


FLASHLIGHT 


THESE FEATURES MEAN SALES! 
Safe—Non-conductive, light weight, stream- 
tined case is safe for use with any electrical 
work. ° 
Tough—Unbreakable Ethocel Plastic case has 
greatest impact strength, 

Weatherproof—All plastic parts are precision 
molded to fit tightly. 

Also—Nickel plated brass, lacquered, perfect 
parabolic reflectors give strong, prefocused* 
beam of light. “ON-OFF” and _ signaling 
switch always works. 

Lustrous colors: Red, Black, Blue, Ivory or 
Transparent. 


Order Now — from your jobber or mail coupon direct. 


GITS MOLDING CORP... 2.Me:t Huron street 


Chicago 44, Ill. 





Right Angie” 








1 © Here is my order for doz. Gits No. 100 “Plastic Eye’’ ! 
| Flashlights to retail @ $1.80 each. | 
(0 Also send me doz. No. 200 Gits Junior “Plastic Eye”’ | 
| Flashlights to retail @ $1.60 each. 
| D And. doz. No. 122 ‘Super Right Angle’ Flashlights to | 
| retail @ $2.45 each. | 
| (0 | want your balanced and well merchandised deal No. 33 in- | 
l cluding 6—No. 122’s, 12—No. 100’s, 6—No. 200’s, 6—No. 200K’s 
1 (with Belt clip) and 1. all-steel display. Total Retail Value $56.70. | 
| All subject to my full dealer discount | 
| FIRM NAME | 
| ADDRESS ee eee | 
i] CITY... Se STATE | 
. Wun TITLE l 
Enclosed Check Money Order Charge to our account | 
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AS Zh 
Shavowt Boll and. Seri Lo. 





BOSTON 10, MASS. 








PIPE 
NIPPLES 


Steel, Brass 
Copper, Chrome 
Long Screws, Tank Nipples 


Gauge Siphons 
PITTSBURGH NIPPLE WORKS, 





Inc. 
Pittsburgh 12, Pa. 
6H 











1455 Spring Garden Ave., 
IMMEDIATE « 


‘CHAIRS Miter 


steel in stock. 
Also Folding Tables 


State requirements! 


Write us when 

you have in 

quiries from 

churches, ALL 
schools, clubs, SIZES 
ete. 


e ADIRONDACK CHAIR CO. 4.7.07, 


N.Y. 1, MW. Y. 
ee®eeeeeeeevee eee @ 


eeerereee ee eee!) 














oo METAL FLOATS 


Type 
3" to 12" diameter 
ball floats of cop- 
per or stainiess 
steel for open 
tank to (i50# 
pressure In stock 
—tpecials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 NW. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
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wise, bottlenecks may develop. 
Production and distribution of 


these products, it warned, cannot | 


be accomplished in the relatively 


department warned that other- | 


few weeks before and during the | 


growing season. 


| out that although production fa- 





cilities are generally adequate 
storage capacity is not. 


N.E.M.A. Continuing 


Promotional Program 


Advertising and promotion pro- 
grams of the Electric Range, Elec- 
tric Water Heater and Farm and 
Home Freezer Sections of the 
National Electrical Manufactur- 
ers Association have been ap- 
proved for 1952. 

In formulating plans for the 
continuation of activities at the 
architect and builder, home 
economist, school management, 
plumber and dealer levels, the 
Sections felt that, even though 
production of major electric ap- 
pliances faced an uncertain fu- 
ture, these programs should be 
carried on. 


Claim Odorless Paint 


' Resists Steam, Fats 


A new line of odorless indus- 
trial paints has been introduced 
by the Wilbur & Williams Co. 
The paints, according to the man- 


| ufacturers, not only have no odor 


during the painting but have 
paint qualities required by the 
food processing industries, such 
as resistance to steam cleaning, 
dampness, butter fats and greases. 
It is claimed to be of especial use 


in dairies, hotels, restaurants and | 
hospitals. D 


Employment Record 
Set for October 


October employment set a new 
high for the month, reported the 
Commerce Dept. Civilian employ- 
ment, it was estimated, totaled 61,- 
836,000 in the week ended Oct. 13, 
little change from the same period 
a year ago. It was about 1,000,000 
higher than a year ago, establish- 
ing a new record for the month. 


G.E. Refrigerators and 
Freezer Get New Prices 


A price increase on six refrig- 


| erators and one home freezer in 


its line was announced by General 





It was pointed | 














MEET HANSER'S HUSTLERS! 
he 


5 top-notch 
Speed 


trated in a rich sales territory 

. . « 35 result-producers work- 

ing directly for you, giving you 

Complete Coverage in: 

NEW ENGLAND STATES; 
a NEW YORK (Incl. Metropoli- 

tan area); NEW JERSEY; 
; PENNSYLVANIA; MARY- 
( LAND (thru to Cape Charles, 
: Va.); DELAWARE; DIST. OF 
\j Wm COLUMBIA (Incl. Alexandria 
i wen and Arlington, Va.) 


e HARRY HANSER 
ORGANIZATION 


Manufacturers Representatives 
1841 Broadway New York 23, N. Y. 


{ 


4 




















|Gripper Clips 


istered U. &. Pat. 


Small and large 
i te bees 


lements, 


bFF 


ec, Black finish. 
‘acked on 

dos. s box. 
nits :. 


Retails 
Cireu- 


ie 
ak 





@ GIBSON GOOD TOOLS, INC. . 


' > Bem 268 Orange, Mess., U.S.A. 











Slides Paint Off 
= Like Butter! 





Write for full information, price list. 
GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. J. 














Santa Claus? 


This particular Santa —the one 
you see on the Christmas Seals— 
is a very healthy forty-five! 


Yes, this is the 45th annual 
Christmas Seal Sale —a holiday 
custom that has helped save 
5,000,000 lives. Yet, tuberculosis 
kills more people than all other 
infectious diseases combined. 

So, please, send your contribu- 
tion today. 


BUY Christmas Seals/ 
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MODEL 7 


FP 


PARK of 
quality | 
priced to 
years of 
customer 
boxes m 


WRITE: 





HARDV 





ucers work - 
rms you 


STATES: 
Metropoli- 

JERSEY ; 
MARY 
pe Charles, 
DIST. OF 
Alexandria 


ANSER 











lay 


sis 
1er 





GENERAL 
CATALOG 











and Center-Hole ~ Hydraulic Pullers =~ 
TEMPLETON, KENLY & CO. 

















A BOX to hold your 
CONFIDENCE 











MODEL 700 


PARK 


TOOL BOXES 


PARK offers you a complete line of top- 
quality tool boxes . . . designed and 
priced to sell fast . . . and built to give 
years of service. All the features your 
customers want are built into the finest 
boxes made . . . by PARK. 


WRITE: For informati te line 
OR CALL YOUR SOBBER 


PAR 





MANUFACTURING CO 


GRANT PARK. ILLINOIS 
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Electric Co. on Nov. 20. The in- 
crease ranges from $5 to $15 on 
the refrigerators and amounts to 
$10 on the home freezer. 
company announced that in the 


The | 


| 


| 
| 


New York area prices on the re- | 
frigerator line which had ranged | 


from $269.95 to $479.95 will range 
from $274.95 to $494.95. 


Rope Manufacturing 
Shown to TV Audiences 


Television audiences of 55 sta- 
tions, from coast to coast, will see 
the making of Columbian rope, 
through the NAM sponsored tele- 
vision program, “Industry on 
Parade.” 

The Columbian Rope Co. was 
selected by the National Broad- 
casting Co. as typical of the rope 
industry to be featured in the 
continuing series of industry tele- 
casts. 


Controls Cost May 
Exceed World War Il 


Cost of price controls threatens 
to exceed that of World War II, 
when it was estimated at “above 


| $5,700,000,000,” warned the U. S. 
| Chamber of Commerce in a report 
| of its economic policy committee. 


“While the amounts now seem 
small in relation to the overall 
defense program, we can expect 
them to climb higher if we be- 
come further enmeshed in the 
intricacies of controls,” the re- 
port said. 

Effective control, according to 
the committee, can only be se- 
cured by increased _ savings, 
higher taxes, credit control and 


the cutting down of non-essential 


government expenditure. 


Mobo Begins Strong 
Holiday Promotion 


Mobo Toys Inc., New York City, 
announced a large-scale Christmas 


promotion on the Mobo Pony Ex- | 


press, volume leader of the Mobo 
Action Line. It was kicked off 
with a full color ad in the New 
York Times Magazine, (Nov. 25). 
The campaign will feature com- 


mercial sound films on major 
television stations; newspaper, 
consumer magazine, radio and 


television publicity; and a full 
sales promotion kit to be distrib- 
uted free to every dealer who 
stocks the toy. 


(Resume reading on page 15) 


SELL: 
THE WARNER LINE 














3 QUALITY 








No. 724-Hog trough 20 
g°., 2 ft. long rolled edges 






No. W-89-Electric stock tank 
heater, entirely automatic 





No. P-17-All purpose pan, 
all one piece, 3 gal. capacity 


Also complete line of poultry equipment. 
Write for new catalog 


WARNER BROODER & APPLIANCE CORP. 
North Manchester, Indiana 
FACTORY, SALES AND SERVICE 


Wrought suts, 
bright zine pleted. 





$ and 8 Hooks 


Bright or zine 


6 SS" 







cy 


‘Alumaloy” 
SCREEN DOOR BRACES 


U-Bolts 
IN ALL POPULAR 1 
PIPE SIZES 
ASK YOUR DISTRIBUTOR 
OR WRITE TO 
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Ne ck 
Good Turn ‘BY 
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“EVERYONE 
WILL WANT 


Rio Grande WOODENWARE 
THIS CHRISTMAS!” 


Here’s the answer to 
the extra special gift 
that customers de- 
mand each Christmas. 
Distinctive gift box set 
contains 11” hand deco- 
rated salad and fruit bowl, 10” matching fork and spoon and 
four 6” matching individual serving bowls. Available in all pat- 
terns. Shelf wide box trimmed in bright red and green holiday 
paper is a traffic stopper. Ready for WHITE STUDIOS 3 


Gp 4 Mae 


Gift Box Set 


2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 











STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, Calif. 














" the orifinal.. 
and only complete .. 
nationally advertised 
Ine of rubber housewares 


Rbbermaid Grousewars 


THE WOOSTER RUBBER COMPANY 
WOOSTER, OHIO 









| 


You, and your customers, can de- 
pend on Moore Pushless Picture 
Hangers to hang mirrors, pictures 
and wall decorations SAFELY. 


ill 


yes 











For lighter wall decorations it’s 
Moore Push-Pins. 
Nationally Advertised 

















Simplify Y Your Stock Taking with the 


HARDWARE AGE WaITE INVENTORY SHEETS 


Aetual size of sheets 9% by 12 inches over all; writing area 8% ot” 11% inches. 


Sheets printed on both sides of white paper, with 28 entry lines on each side. 


PRICE $1 for 


60 sheets (320 pages) plus 25¢ mailing charge. 





























PAGE HARDWARE AGE INVENTORY RECORD 9 oar 
SECTION... ENTERED BY CHECKED BY 
LOCATION. PRICED BY. CHECKED BY. 

CALLED BY. EXTENDED BY. ERRORS EXD BY. 








Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Unies With Dosens, or Dosens With Gross Quantities. 





Published by HARDWARE ACE. 100 East 42nd Street, NEW YORK 


DESCRIPTION Ualt 





You can make you 
HARDWARE AGE WHITE 
ware dealers helped us design. 

From the many suggestions gag | this sheet was designed to sell at a new low 
price—160 sheets for only $1, plus a 25¢ mailing charge. As these sheets are printed 
on both sides cf good = bond paper, this means you really get 320 pages of inventory 
record sheets. Each side of the sheet Your $1.25 investment 
provides inventory space for 8,960 items. 

During the past years, thousands of retail hardware dealers and wholesalers 
have used millions of HARDWARE AGE Inventory Sheets because they have found 
them simple, convenient and handy to use. The WHITE INVENTORY SHEETS are 
the best ever—they are even more simple, more convenient and easier to use. Our 


r annual Ce taking an easier, 


surer job by using the 


INVENTORY SHEETS which 1,000 leading retail hard- 


has room for 28 items. 
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CcosT 





cost RETAIL RETAIL Y 


PRICE EXTENSION 





entire effort was directed toward making your annual inventory taking an easier and 
surer undertaking. 

These WHITE INVENTORY SHEETS will fit the regular HARDWARE AGE Inven- 
tory Sheet Binder, which are used by thousands of dealers who reorder their Inventory 
Sheets from us year in and year out, 

Due to the exceptional low price at which these sheets are sold and which applies 
to the United States and its possessions only, please have your money order or check 
accompany your order. 

Make your inventory taking this year sasier and surer with these were INVENTORY 
SHEETS. te rf your supply today from HARDWARE AGE, 100 E. 42nd St., New 
York 17, N. Y. 
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This heavy duty tractor 
clevis is just one of more than 












100 different Moline clevises 





100 ways to 








Wright Hexagonal Netting re- 
quires little or no stretching. 
Woven evenly with perfectly 
straight selvage. Users find that 
it hangs like a curtain, straight 
and even throughout. When they 
need more they ask for the net- 
ting with the famous rooster 
trademark. 


bt WRIGHT 


mUORCESTER. * 












STEEL & 


WIRE CO. 
MAS S. 

















-HARDWARE DEALERS FROM 


COAST TO COAST | 


depend upon the complete Wilcox- 
Crittenden line of heavy and shelf 
hardware. Drop forged shackles, 
wire rope sockets, connecting links, 
turnbuckles, thimbles, hooks, eye 
bolts and ring bolts are an integral 
part of every hardware dealer's 
stock in trade. They’re all fully 
described in the W-C Hardware 
Catalog “K” —sent free on request. 


WILCOX-CRITTENDEN 
“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN ST., MIDDLETOWN, CONN. 








| you 100 ways to stock up with 











it Originators of the 
Caulking Gun 






& For 42 years the leader in the caulking field. 
‘ Finest quality guns for professional and home 
+ ° ° 
‘ use ... Metal and fibre cartridges with metal 
a or plastic spouts. 
TH 
COMPLETE 
npn that makes money for 





The Jobber The Dealer 








PRODUCTS MANUFACTURING CO. 
7508 Quincy Avenue @ Cleveland 4, Ohio 






Vital, 
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make a profit! 





You can do it with the Moline clevis line 


| Yes, sir, the Moline line offers you over 100 different 
clevis styles . . . 100 different ways for you to make a 
sale and gain a profit. Each Moline clevis is made to 
take heavy duty—to do a dependable job for your 
customers. These strong, high 
quality clevises have pleased old 
customers and won new ones for 
over a quarter century. It will pay 


Moline clevises now and be 
ready for the busy season ahead. 
Write today for catalog and prices. 


Distributed by Jobbers all over the country (| | 0 











Me proouctS 


ee | the Quali Line 
—_ = Tp, 





| “WOODRUFF KEYS == 
| 2 “MACHINE KEYS 

| Ze 2 -MACHINE RACK 

— zz s- TAPER PINS 
Bee SS ‘COTTER PINS 
| * SPECIAL PARTS 

- o and other Stanho products 
of “a . AN; Bulk or Packaged 


ee S WRITE for CATALOG 
= = and PRICES 


ORSE NA/L CORP 


NEW BRIGHTON, PA 





















“Var EXPANSIVE BIT 


FOR HARD OR SOFT WOOD FOR METAL, WOOD, PLASTICS 
Cuts easier — simplified design, no blade-slippage. Chrome One Clark Adjustable Hole Cutter replaces several fixed 


; : diameter cutters. High speed steel blade cuts clean, fast ~~ 
5 Tenedinns atest Waten, a) coed Sees eM, assteate holes. Fits drill press, portable drill or hand brace. Easily | * 
adjustment; self-clearing lead screw. No. 250: %”-1%", set for any diameter. No. 100: %'-1'%", retails $2.95; No. 101: © 
retails $1.89; No. 251: %’-3”, retails $2.19. Guaranteed. 1’-2%", retails $3.95. Guaranteed, 
NATIONALLY ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. HA-12 
ROBERT H. CLARK COMPANY, Beverly Hills, California © Manufacturers of Fine Precision Cutting Tools 











INFORMATIVE LABEL DOES 
STRONG SELLING JOB! 


A 3-color label, inserted in each trans- 
parent Lit'l Bit Food Saver, tells convinc- 
ing story of usefulness. The type of facts 
sales clerks need and consumers appreciate. 
Label explains uses such as for picnics, 
lunch boxes, saving left-overs. Shows how 
they stack to save space .. . tells how 
covers keep contents in—odors out. Con- 
tainer made of crystal-clear polystyrene 
plastic, covers are white polythene. Six 
dozen to a case. Retail about 15¢ each. 


KILGORE, INC. on. 


WESTERVILLE, OHIO LIT'L BIT FOOD SAVER 


Order refills for your Assortment . . . be ready for the larger 
demand which next Spring will bring. If your Assortment Box is 
shopworn, remember you can get a new one free with an order 
for a complete assortment. Order Bead Chain Swivels, Leads, 
Spinners and Leaders now — from your jobber, or write: Sales 
Agents: ASHAWAY, INC., Ashaway, R. |. Product of THE BEAD 
CHAIN MFG. CO., 95 Mountain Grove St., Bridgeport 5, Conn. 































SELL 


ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 


WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 










PHOENIX TABLE MAT CO, 1315 W. Congress $t., Chicago 7 











auger bits | MTIVENAMIMUAALTICy | COMPLETE STOCK OF GARDNER'S SPRINGS 


- 4-drawer cabinet No. 932 i 402 precisi de industrial 
for every fregerred by rida type plated and burnished Springs. 127 different sizes, in coded 
compartments ... A 

ee . ' COMPLETE STOCK! 

Boxed refills shinped 
at once from stock. 
Be ready to fill 
practically every call 
for Springs — order 


from your jobber or 








purpose /- whe want the Gest! 


tne a ad Standard auger bits 


Auger bits for 17 sizes (4j6” to 24/46") 
electric drills 


he” to 12/6" , 
*Mircor Bright Two and one-drawer cabinets also available. 


Vahilwa Sales Office and Factory ° 1329 So. CICERO AVE. 
brody Gardner Wire Co. “2icws%a 





write us today! 


























Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 








HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 

















©oping say ENGINEERED QUALITY TOOLS SINCE 1919 — a? popular prices * 
frames & ©o Nationally Advertised Products 
hack saws ™PAss sow, x 
, nel saws * Gnd ness, tore planes ™ 

block py 5 ® prunin pisels * pock * 

: Plane * hong 9 saws wood © \ planes * ciresior 90 
Mitre saws sere! erivers vans planes *« watt seraper® x 

vd ing sows knives * 
GREAT NECK SAW MFRS., inc. “sos ceenern "UG 
MINEOLA, NEW YORK see your jobber 
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Z. 4 
ae 
SS 2=AND ALUMINUM 
ASK YOUR DEALER 
FOR 
MAYES TOOLS 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY- 


MAYES BROS.TOOL MANUFACTURING CO... Inc. Port Austin,Mich. 




















FINGER GRIP ry 1 
ADJUSTABLE CLIPS @if [ip 


Sell themselves! 


Insist on the all-purpose 3 
CLIP for ‘parking’ things | ae i 
inc CRIP Cups ” 


anywhere. om Pom 
. aif 

Display #21C means more 

profits— | $ 8%! 

6 doz.—Small 3 for 10¢ Vf 

4 doz.—Medium 8¢, 2for15¢ » 


2 doz.—Large 10¢ each 


Favorite with Home Work- 
shop Fans. Ask your Jobber. 


ARTHUR |. PLATT CO. 


FAIRFIELD, CONN. 
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The Cleveland Chain & Mfz Co. 
Cleveland 5, Ohio 





CHAIN FOR EVERY NEED 











MORE PROFIT for YOU selling the only filter disc 
line designed with your CUSTOMERS in mind 


poPULAR 0 j-chi 
PRICE 
RANGES 


America’s Finest line 
of Milk Filter Dises. er milk-producers. 


Write for Free Samples, Prices and Sales-Promoting Aids 
SCHWARTZ MANUFACTURING CO., Two Rivers, Wis. 


America's 






ae 
DUBL-CHEM-FACED... 


Triple-Filter quality at 
low cost. 








3 
Elgrade... 






Foremost Manufacturer of Filtering Aids for Dairymen 


Economy for the small. 
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Here’s the power mower line 
for dealers who want to give 
their customers the best prod- 
uct on the market! The Hur- 
ricane is a masterpiece in pre- 
cision engineering! It’s trim, 
rugged, easy to handle, and 
built to last a lifetime. When 


Out-Sells, Out-Performs, Out-Lasts Them All! 


you sell a Hurricane, it stays 
sold! Avoid customer com- 
plaints and returned purchases. 
Every sale is satisfactory! 


You, too, can handle this fast- 
selling, profit-earning power 
mower line. For information 
on dealerships, write today to 
National Metal Products Com- 
7799 


pany, Inc., Dept. H-B, 2722 
Cherry Street, Kansas City 8, 


Missouri. 


NATIONAL METAL PRODUCTS COMPANY, INC. 





ATTRACTS 


CUSTOMERS/ 
QUICKLY... 


\ MAGNET 


FX This permanent ALNICO Mag- 
Be ae net picks up nails, paper clips, 
tacks, needies,™ 
etc, FREE Dealer's Display card 
for greater Impulse Sales! 


bobby pins, 


ALNICO* HANDY 







A any 


RETAIL 
PRICE 





AGNETO SALES CO. of New York 


261 West 54th Street, 


New York 18, 








Sherman Offers Today's Best 


LAWN HOSE NOZZLES 


In Every Price Class! 






















No. 155 
“Gold Label” ® 








The patented non-rising sleeve built 
into the Gold Label Nozzle eliminates 
the up and down movement of the 
sleeve inside the packing—adds extra 
years of service. Hand polished finish, 
fingertip adjustment. 


The Diamond Nozzle is another garden 
department ‘‘must’’ and a good year 
‘round seller too. It’s heavier and 
longer, the best nozzle at its rice 


class. 

H.B. Sherman 
MANUFACTURING CO. 
Battle Creek, Michigan 





No. 161 
“Diamond” @® 








MAR LLTOWN 


— 


MARSHALLTOWN TROWEL COMPANY -« 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words 
Each additionol word.......... 10 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 word: 


s 
Each additional word .......... 5 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not acce . 
Address your correspondence and repiles to 


HARDWARE AGE 


Classified Opportanities Dept. 
100 East 42nd St., New York 17, N.Y. 





NOTE: Samples of mer dise, (iterature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 

form 


Remittance must accompany order la 
of check or money order, not currency or 
stamps. 














_ Representatives Wanted 


DISTRICT 
SALES 
REPRESENTATIVES 


Over 400 items comprise the Premier line of 
poultry, dairy and stock farm equipment— 
sold thru Hardware, Implement, Feed, Seed 
and Hatchery dealers and Jobbers through- 
out the United States and Canada. 


WE ARE EXPANDING 
AND NEED EXPERIENCED MEN 


Age 35 to 50 who know the trade and have 
had some experience in similar lines and 
who are able to command and earn $500 
per month or more above expenses. Sev- 
eral convenient warehouses provide prompt 
service—help sales. Get your complete ex- 
planatory application on file with us giving 
references and territory desired. 


THE NATIONAL IDEAL CO. 
TOLEDO 6, OHIO 




















DISTRIBUTORS AND REPRESENTA- 
TIVES WANTED FOR CHEVRONS, amazing 
new wood fastener now stocked by thousands 


of hardware and building materia!s dealers. 
Beautifully packaged with model for point-of- 
sale display. Now in second year. A steady 


repeater. Nationally advertised. Numerous choice 
territories still open. E. B. Packard Co., Ine. 
a peeataninn 139 Cedar Street, New York 6, 





REPRESENTATIVES WANTED IN TER- 
RITORY west of the Mississippi, Louisiana 
and Florida on authentic Colonial line of wrought 
iron hardware to be sold to hardware and lumber 
trade on a commission basis. Address Box A-396, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) territories open. 

mission, replies confidential. Address Box 
A-376, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 





WANTED, SALESMEN TO SELL 6” pocket 
scale with clip that can be used as depth gauge. 
Retails 50 cents, 1 doz. on display card. Ex- 
clusive territories. Salesman earns 60¢ on each 
card he sells. Fiber board knife blades .025” 
thick, pack 100 to a box. $5.00 hundred. $40.00 
thousand. Sell retailers and jobbers. Mark Spe- 
cialty Company, 183 St. Paul Street, Rochester 4, 
New York. 





ORDER REPEATER. POPULAR PRICED 
MIRROR line for the home sells to furniture, 
hardware, variety and department stores. Repeats 
5 to 6 times annually. Big commissions. Only 2 
photos necessary to sell from, Dandy sideline. 
Rated manufacturer. Write fully. Standard Art 
Industries, 327 So. LaSalle St., Chicago 4, Illinois. 
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Representatives Wanted 


Business Opportunities 








NATIONALLY KNOWN 


BUILDERS HARDWARE 
MANUFACTURER 


SALES REPRESENTATIVES 

Experience in Builders Hardware 
preferred but not necessary. 

Real opportunity for advance- 
ment. 

Several territories open. 

Give full particulars in reply. 


Address Box A-398, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN: SELL COMPLETE LINE OF 
Household and Paint Brushes. Well established 
firm. State territory desired. Address Box A-193, 
care of Harpware Acz, 100 East 42nd Street, 
New York 17, N. ¥. 





SALES REPRESENTATIVES: PROMINENT 
EASTERN BUILDERS’ HARDWARE manu- 
facturer is in position to take on capable men 
for complete line of residential and commercial 
locksets sold primarily to lumber and hardware 
dealers. We have a few excellent established ter- 
ritories and can make prompt deliveries. When 
replying, submit complete details to include age, 
territory covered, lines handled, etc. Address Box 
A-355, care of Harpwarz Acg, 100 East 42nd 
Street, New York 17, N. Y. 








i 

THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. , a are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, !00 East 42nd 
St.. New York 17, N. Y. 














SALESMAN WANTED — PROMINENT 
PAINT BRUSH MANUFACTURER has open 
territories for successful sales producer. Prefer 
men now calling on paint, hardware, lumber deal- 
ers and industrials. Drawing account against 
good commissions. Will also consider side line 
man or manufacturers’ agents. Address Box A- 
382, care of Harpware Acz, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMEN—MERCHANDISERS, SALES- 
PROMOTION MINDED, calling on retail 
hardware, variety stores to feature new mer- 
chandising idea for volume selling of low-priced 
cutlery items. Excellent opportunity to progress 
with young firm. Most territories open excepting 
metropolitan area. Car necessary. No side lines. 
Liberal drawing vs. commission. State full par- 
ticulars. Address Box A-392, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


SALES REPRESENTATIVES WANTED 


Well established distributor and manu- 
facturer has openings for sales repre- 
sentatives calling on lumber yards, 
hardware dealers and smaller contract 
hardware firms to handle line of cabi- 
net hardware, brass hardware, over- 
head garage door hardware and re- 
lated items of builders hardware. 
Protected territory. State territory now 
covered and lines handled in first letter. 


Address Box A-41!, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














TERRITORIES AVAILABLE. LEADING 
CUTLERY MANUFACTURER offers wonder- 
ful opportunity to men covering Hardware stores 
exclusively. A compact specialty line, nationally 
advertised and consumer accepted for over fifty 
years. Work a limited territory thoroughly. 
Commission basis. Real outstanding opportunity 
to add to your income. Write complete details in 
strict confidence. State line carried and frequency 
of visits to accounts. Address Box A-403, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





Accounts Wanted 








CALIFORNIA REPRESENTATION 


Established manufacturers’ representatives with show- 
rooms in Merchandise Mart, San Francisco and Los 
Angeles, calling on jobbers, chains and department 
stores, want one or two lines January Ist. No. Cali- 
fornia or all of California. 


Address Box A-393, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURERS’ REPRESENTATIVE 
SEEKS TOOL AND ALLIED LINES 


15 years association with the hardware jobbers and 
mill supply houses. Covering Eastern Pennsylvania, 
Maryland, Delaware, New Jersey, New York as far 
as Albany, and Connecticut. Excellent references. 


Address Box A-369, care of HAROWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














NATIONAL DISTRIBUTORS 
Esta’ ed—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 


Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 


the accounts or you can bill 
Write for further information and references. 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Positions Wanted 








FLORIDA 


ae edg AGENTS — ACTIVE FOL- 
LOWING — FRE ge COVERAGE, COMM. 
Basis — WILL GET DARN GOOD BUSINESS 
FOR TWO MORE HARDWARE LINES. WRITE 


KEN LAST & CO. 


2480 N. W. 20th St., MIAMI, FLORIDA 


MANUFACTURERS 


Aggressive, well connected Manufacturers’ 
Agents in Montreal with good followi in 
wealesale hardware, department and in 
store fields wants substantial line for Quebec 
Province or Eastern Canada. 


Address Box A-390, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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MANUFACTURER'S REPRESENTATIVE 


Covering Lower Michigan and Northwestern Ohio. 
Can give intelligent and aggressive representation to 
one or two more accounts of reliable or oe 
who make items for distribution through high class 
hardware and mill supply wholesalers in tis area. 
Now represents companies making hickory handles, a 
lightweight, portable hoist and sales training equip- 
ment, 


George D. McCormick, 16035 Hamilton Ave., Detroit 3. 














MANUFACTURERS’ REPRESENTATIVE, 
COVERING WESTERN KENTUCKY, middle 
and western Tennessee, northern Alabama, north- 
ern Mississippi and all Arkatisas, seeks one or 
two side lines for sale to wholesale hardware 





houses and electrical supply houses. Address 

Box A-395, care of Harpware Ace, 100 East 

42nd Street, New York 17, N. Y. 
MANUFACTURERS’ AGENT, WELL AC- 


QUAINTED WITH the Hardware and Depart- 
ment store trade in New York States, desires 
major lines from responsible manufacturers, Ad- 
dress Box A-402, care of Harpware AGE, 100 
East 42nd Street, New York 17, N : 





MANUFACTURERS’ REPRESENTATIVE, 
COVERING NEW YORK STATE, except 
metropolitan area, wishes to add two hardware 
lines with volume possibilities. Complete hard- 
ware and automotive jobber coverage. Address 
Box A-405, care of Harpware AGE, 100 East 
42nd Street, New York 17, N. Y. 





LINES WANTED, STATE OF FLORIDA, 
calling on all wholesale and hardware jobbers. 
Howard, Manufacturers’ Representative, 


171 N. W. 47 Terrace, Miami 37, Florida. 





MANUFACTURERS’ REPRESENTATIVE 
DESIRES AN ADDITIONAL quality line to 
be represented to the automotive, wholesale hard- 
ware, builders’ hardware, department store and 
novelty specialty trades in the states of Colorado, 
Wyoming, Utah, New Mexico, Montana and El 


Paso, Texas. Contacting only established, rep- 
utable firms. References upon request. Address 
Box A-406, care of HARDWARE x 100 East 


42nd Street, New York 17, N. 





SALES REPRESENTATIVE, WITH EX- 
CELLENT REPUTATION and_ experience, 
seeks volume items for sale to major hardware 
dealers, marine and mill supply trade in the 
State of Virginia. Have very good following. 
Address Box A-410, care of Harpware AGz, 100 
East 42nd Street, New York 17, N. Y. 





OPENING MANUFACTURERS AGENCY, 
ANUARY 1, Kansas City headquarters for 
Missouri, Kansas, Iowa and Nebraska. Want 
four or five quality lines. Experienced and known 
to jobbers of territory. ExceHent sales and bus- 
iness references furnished. Please address Box 
A-409, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





VAILABLE—CAPABLE SALES REPRE- 
SENTATION. for Ohio, Indiana, Michigan and 
Ken » contacting jobbers, chain stores, de- 
ry stores, premium users. Firmly estab- 

hed for many, 7 ag ll with three —_~ lines. 
in ¢t 
re field Tags Address Box A-310, care 
of Hanpware Acz, 100 East 42nd St., New 
York 17, N. Y. 
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Help Wanted 
AGGRESSIVE MEN! 


Opportunity for advancement or to own 
your own store with expanding national 
chain of Jim Brown Town & Country 
Stores. Openings for Store or Department 
Managers in Hardware, Building Materi- 
als, Fencing, Farm and Garden Equipment, 
etc. Write fully to Public Relations Man- 
ager, Jim Brown Stores, Inc., 414 Jim 
Brown Building, Cleveland 3, Ohio. 

















EXPERIENCED SALESMAN: AGE _ 37, 
WITH EXCELLENT sales record and follow: 
ing. Presently employed by national manufac- 
turer selling to wholesale hardware, mill supply, 
plumbing and heating wholesalers and industrial 
consumers (for jobbers and distributors) cover 
ing Georgia and East Tennessee. Seeks to make 


permanent change but wants to keep same or 
slightly larger territory. Address Box A-407, 
care of HARDWARE Ace 100 East 42nd Street, 


New York 17, N. 





Business Opportunities 








FOR SALE 


WHOLESALE HARDWARE CONCERN, LO- 
CATED IN CHICAGO, ESTABLISHED FOR 
MANY YEARS, CARRIES NATIONAL BRANDS, 
DOING BUSINESS IN AND OUT OF CHICAGO. 
Address Box A-404, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN, _EXPERI- 
FOLLOWING in 
builders and spe- 


HARDWARE 
ENCED, AGGRESSIVE, 
architectural wood workers, 
cialty hardware. Salary and drawing | com- 
mensurate with earnings. Address Box A-401, 
care of Harpware AGE, 100 East 42nd Street, 
New York 17, N. Y. 





ASSISTANT SALES MANAGER, EXPE- 
RIENCED SELLING wholesale trade, willing 
to travel extensively for progressive import or- 
ganization carrying substantial diversified stocks 
of competitive tools, builders’ hardware, screws. 
Salary and commission. Send full details in first 


letter. All information will be strictly confiden- 
tial, Reply to Box A-397, care of HARDWARE 
AGE, 100 st 42nd Street, New York 17, N. Y. 





MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can to jobbers. Must 
— initiative and ambition and willi 

TT North commission. Several territories in the 
11 N eastern States open. Also required is 3 
man in New York City for the Export trade 
When writing, you may state all particulars i» 
complete confidence. Address Box A-178, care of 
ea Acz, 100 East 42nd Street, New York 





Positions Wanted 


mM YORK ag A ag een MAN, pa 
to re-engage to wi 
gre or. ful i — oe Ay — y= able. 
is prevent te too 2 ae and none too l for care- 
Sons Can I be useful to you? Ad- 
dress yoy rea care of Hanpwart Aor, 100 
East 42nd Street, New York 17, N. Y. 








EXPERIENCED SALESMAN IN CALI- 
FORNIA DESIRES exclusive and permanent 
representation with reliable concern. Have con- 
tacts with hardware jobbers and dealers; also 
experienced selling to industrial and road con- 
tractors. Very conscientious, hard worker and 
strictly honest. Married, own home and car. 
Please address Box A-399, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





SALESMAN AVAILABLE DESIRES CON- 
NECTION WITH manufacturer. Well ac- 
quainted with building supply dealers and jobbers 
in Connecticut, Massachusetts. Building material 
background, 38, married. Excellent references. 
Address Box A-400, care of Harpware Acg, 100 
East 42nd Street, New York 17, N. Y 





BUILDERS HARDWARE DEPARTMENT 
MANAGER OR Sales Executive. Twenty-five 
years’ experience in all phases of contract work 
and jobber sales promotion. Interested only in 
a well established, progressive organization, Avail- 
able February ist. Address Box A-412, care of 
Harpware Acer, 100 Fast New 
York 17, , 2 


42nd _ Street, 





Aggressive hardware, plumbing, pumps, elec- 
trical. Arkansas Ozarks, between Lakes Norfolk 
and Bull Shoals. Clean stock, Corner location 
County seat square. Attractive lease; small effi- 
cient staff; profitable business. Invoice or walk- 
out. Good place to live; s man’s paradise. 
$25 to $30,000.00 needed. ox 97, Mountain 
Home, Arkansas. 





ESTABLISHED SMALL HARDWARE 
JTOBBER IN good midwest city needs working 
partner with some capital for expansion. Must 

able to sell, and share management. Good 
portunity to get into going business. Would 
merge with firm needing to move to good terri- 
tory. Address Box A-389, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. ¥ 





HARDWARE, PAINT, HOUSEWARE, 
ELECTRICAL AND SMALL PLUMBING 
SUPPLIES, established over 25 years, steady 
neighborhood trade same block Market Basket, 
drug store, bakery, etc. Large parking lot, store 
40 x 75 with two front entrances. Low rent. 
Clean stock at invoice $26,000 plus modern new 
fixtures, gross $57,000 which could be increased 
with aggressive management. 54 new homes now 
building short distance from store. Address 
Roghart, 190 Grand View Street, Pasadena 3, 
California, Bs 





FOR SALE, GOOD ESTABLISHED HARD. 
WARE “STORE in Central Illinois. Population 
150,000. In business at same location over 30 
years. Stock and fixtures, inventory approx- 
imately $15,000.00. Reasonable rent. Address 
Box A-408, care of Harpware Ace, 100 Fast 
42nd Street, New York 17, N. Y 





WONDERFUL OPPORTUNITY IN LONG 
ESTABLISHED hardware, plumbing, heating, 
tinning and electrical business. Centrally _lo- 
cated in rich and progressive dairy section. The 
possibilities here are limited only by owner’s am- 
bition. Business in family since 1884. Due to 
death of one partner and disability of the other, 
business, tools, equipment, fixtures and _ real 
property are offered for sale. For further par- 
ticulars write Box A-394, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y. 





HARDWARE STORE IN FAST GROWING 
SAN BERNARDINO, California. Good business 
center—bus stop—ideal climate year round. Stock 
new, well balanced, best brands. Complete line 
hardware, housewares, Sherwin Williams Paints, 
tools and light appliances. Shows good income. 
Owner has other interests. Write Hardware 
Store, 1189 “E” Street, San Bernardino, Cali- 
fornia. 
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Dollar for dollar neither you nor your cus- A Dewey & Almy Chemical Co 4 
i cessase ade te dee Ae: Genbaty Gore. Ry + ar or ae. " 
alloy for top impact and tensile strength. | Accurate Mfg. Co. .... .sss+. 42] Domes of Silence .......... 178 
Rust-resistant. Smooth even finish in brass, Ace Porducts Co. vesseeses 178] Dow Chemical Co. .......... 22 
chrome, bright zinc and ebony. New free Adirondack Chair Co. ....:... .. 168| duPont deNemours & Co., Inc 
catalog shows many values. Send for it, rere AE Bes .. 24| & 1. Poly Chemical Dept. Plas 
mentioning jobber’s name. Alen Werdware Wile, Co. ........ 56 tics Div. . 32 
| Aladdin Industries, Inc. ......... 178 ee See wr - 
a ‘ | Alaska Freezer Co., The 162 
Halt Wessel RASA) ASA | American Air Filter Co., Inc..... 67 E 
COMPANY == | American Chain & Cable Co..... | Eagle Lock Co., The .... F 
2116-26 W. Nicholas St., Phila. 21, Pa. | American Import Co. ........... a 
Canadian Sales Agents: Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 — Scientific Laboratories, ~ Embury Mfg. Co. .......--- 162 
- - a American Screw Co. ........ 58 
| " " Amplex Engineering, Inc. 142 F 
| HUBEO Plier Knife Artmoore Co. 166 | Federated Metals Div. ... 30 
* es | Arvey Corp. S61 IGE, Salles. .-00eck<n0ce Sooke 
Consists of PLIERS — FILE — -SCREW- | Atkins & Co., E. C. 19| Ferry Cap & Set Screw Co. 40 
DRIVER — BOTTLE OPENER — WIRE | Autoyre Co., The 113] Fuller Tool Co., Inc. .. 138 
CLEANER—GIMLET and KNIFE BLADE. | 
Made in Solingen, Germany, of the finest Sd 8 6 
gg ae | AMC Mig, Core 1» | Gordner Wire Co. - 
changeable Tools. 4 | Bassick Co., The ; .. 106 | General Filters, Inc. .... “4 
This is a fine Professional Handy . | Bead Chain Mfg. Co. 17g | Genared We, fac. aie ™ 
Tool excellent for many house- ~~ | Bethlehem Steel Co. , 3g | Gensco Tool Div., General Steel 
hold and outdoor uses. Sitter Sonas & Gardens 4 Werdhoue Co., We. <..-:. 150 
Jobbers Inquiries invited | Billings & Spencer Co. .. ; 119 | Gibson Good Tools, Inc. ... 168 
Write for price list | Black & Decker Mfg. Co 35 | Gilbert Plastics, Inc. ..... 66 
Black Panther Tool Co. 153 | Gillespie Varnish Co. . 168 
JULIUS FEIST, Importer 141 W. 73rd St., N. Y. 23 | Blair Mfg. Co. ... means 169 | Gillette Safety Razor Co. 53 
| Borden Co., The, Chemical Div... 43| Gilmer Co., L. H. tet 155 
° Boss Mfg. Co. is 160 | Gits Molding Corp. ........ ? 167 
Confidentially a wonderful buy! | Bridge Tables & Novelties, Inc... 177 Gladding & Co., Inc., B. F. 130 
4 | Brooks & Sons, M. S. 11g | Goldblatt Tool Co. aed . 159 
\ f | Buch Mfg. Co. 135 | Goulds Pumps, Inc. ........-. = 
| Graham Co., Inc., John H. 124 
BUl RS’ HARD ARE Cc Grand Central Mills .. senna 
You can recommend and sell this quality hardware to re | Campbell Chain Co. 10! —_ a to. a a 
your trade with full confidence. Valuable repeat busi- AND BUTTS =| Chadwick Co., Earl L. __, nite hina 
ness usually follows every sale because the National GARAGE | Champion deArment Tool Co. 4l : 6. W 70 
line has style—plus exclusive features —that promote DOOR SETS =| Chattanooga Impl. & Mfg. Co... 68 oad edged 17 
long, smooth operating efficiency. Bo ol Chicago Spring Hinge Co. 56 ro 
A copy of the latest Catalog No. 25 eiOoT AND SPE Sp. Sep. . 4 
or an illustrated wall chart will keep onal Clark Co., Robert H. ... 72 H & Sons Hinge Mfg. Co., C. 18 
you posted on the latest in hardware. roam onan ‘| Clarke Sanding Machine Co. ao 9 ’ 
Sets Clemson Brothers, Inc. 134 Hall-Mack Co. .. ity aig 
(} f | Cin Chain & Mig. Co. ... 173| ll-Wessel Co. re + 
furrayye » MANUFACTURING CO. Sterling, illinois Cleveland Mills Co. .. me 117 Halimark Watch Corp. .... Sse 
a . = a | Cleveland Twist Drill Co. 54| Hancock Mfg. Co. .......--..- 142 
Coburn Products ... 98 Heat-Timer Inc. y - 
Colorado Fuel and Iron Corp. 98 Hanser Sales Co. oni 
Columbian Rope Co. 3 Harris & Co., Arthur ....... 168 
Columbian Vise & Mfg. Co. 163 Helier & Co., W. C. ........ 52 
Columbus-McKinnon Chain Corp.. |51 —, Brothers Company, Newark, 104 
Columbus Plastic Prod., Inc. 178 ors P - 
Continental Motors Corp. 121 See Ge Ge. Paar ie pet 
Continental Scale Corp. 122 Meppe, tne. Hank A. - = 
Horrocks Ibbotson Co. .... 52 
Continental Screw Co. 9 
" Household Gadgets, Inc. 123 
are Oe, te. a Huenefeld Company, The 180 
ROYAL ELECTRIC CO. nite Corbin Cabinet Lock Div. 51 ' 
PAWTUCKET «© RHODE ISLAND Corning Glass Works 36 P 
WIRE * PLUG and CARTRIDGE FUSES . hy Cite Sete. Ay. So. 
CORD SETS + TROUBLE LIGHTS [& A tens vetetaxe se OM 
* CHRISTMAS LIGHTING SETS * Davis Corp., G. W. 61 | Jenkins Brothers ... . 104 
Dayton Pump & Mfg. Co. 62| Jones & Laughlin Steel Corp. 23 
Decto Products Co. 163 | Judd Co., Inc., H. L. ‘54 
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Kwiksand, Inc. 
Kwikset Sales & Service Co....... 
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Lockwood Hardware Mfg. Co..... 
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Noble Mfg. Co. 
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Park Mfg. Co. ..... 
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Phoenix Table Mat Co. 
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Portable Electric Tools, Inc....... 
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Sall Mountain Co. 
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Sharon Bolt & Screw Co. ........ 168 
Sheffield Bronze Paint Corp... .. 42 
Sherman Mfg. Co., H. B. ........ 173 
Simonds Saw & Steel Co. ........ 125 
Skillman Hdwe. Mfg. Co. ........ 147 
SE EE. Si ctnsvaceeventm sei 29 
Slaymaker Lock Co. .......... +. ! 
South Bend Toy Mfg. Co. ...... . 165 
Southern Screw Co. ..........--+- 148 
Southington Hdwe. Mfg. Co...... 142 
Standard Horsenail Corp. ....... I7I 
Stanley Works, The .......... ..- 55 
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Union Steel Products Co. ......... 131 
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Wiel Goad. Wile. Ge. ........ see 71 
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Waterloo Valve Spring Compres- 
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Wheeling Machine Prod. Co... .. 139 
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Yale & Towne Mfg. Co. a 
Youngstown Mfg., Inc. 








Transparent-Plastic 
WALL PROTECTOR 


A wall protector of attractive, 
transparent plastic. Covers wall 
yet does not hide it. For walls be- 
hind stoves, around sinks, bathtubs, 
and light switches. 


Two 25x40" 





sheets in a tube. 





PROFITABLE — COMPLETE PACKAGED PAPER LINE 


Shelf Lining Napkins Baking Cups 
Cups Household Wrap Guest Towels 
Doilies Plates Col. Thumb Tacks 
Garbage Bags Lunch Bags Sandwich Bags 


Freezer Supplies 
Write for Price List 5511 


RUBY PRODUCTS CO. ain ew! 


















ROTO-EDGER 
Lawn and Garden 
EDGING, TRIMMING 
AND SHEARING TOOLS 


The Tools With The 
Exclusive 
FULL FLOATING 
(Compression Spring) 


KNEE ACTION 


Milwaukee 2, Wis. 


ae “a al a ed a 
Stensare Universal } 4 Order Now 
95 $4.95 $5.95 


For Spring Delivery 
MANUFACTURED BY 
EARL L. CHADWICK CO. 


P.O. Box 4080 Portland 8, Oregon 





ast Sot 























SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 










10", and 12” FOR CROSS BAR 


Saves time and storage space... for home use 
or by workmen in building trades. 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 
Nationally advertised to builders 
and home mechanics. Order from 
your hardware jobber, or direct, if 
he cannot supply you. 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 












THEY'RE AMERICA’S 
LOWEST PRICED 
QUALITY TABLES! 


EXCLUSIVE "TOPPER" 


OTILITABLES 


Seven new colorful top P 
designs! Quality-built, yet fort 
priced for fast, volume 

sales. 


WRITE FOR FULL COLOR «re. v.s 
“*TOPPER'' CATALOG HA °=*. ore 


BRIDGE TABLES & NOVELTIES, Inc. 


LOWELL, MASS. 


































ACE HOMEMAKER GIFT SET 


Gries vtec Stainless Steel 


HYLO QUART & PINT VACUUM BOTTLES : Pe Catalin Hondles 
WORKMEN'S LUNCH KITS is <i Lifetime 


is Guarantee 
HOPALONG CASSIDY SCHOOL LUNCH Ng ae | Outstanding seller tor 
KITS & HALF-PINT VACUUM BOTTLES | yy I Sicadaye ond Holiday 


| : g ficthder oes canta 

WITH THE NEW ALADDIN SWEET & packaged in Gift Bex. 

SEAL Rubber Stopper | 4 | SEND FOR CATALOG PAGES 

FER BACKED BY 4-COLOR ADVERTISING | i Preaation 99995 

Good Housekeeping) IN LEADING NATIONAL MAGAZINES (rice — 
Cwm” Eh —v asig 
ALADDIN INDUSTRIES, INC., 703 Murfreesboro Road, NASHVILLE, TENNESSEE © 1107 ACE PRODUCTS Co., CHALFONT, PA. 


Merchandise Mart, Chicago, Illinois * Pacific Coast: 105 E. Lexington Drive, Glendale California Manufacturers of the famous Ace Knife Sharpener and ServespooN 






































ANOTHER 
tustno:-Wane 
EXCLUSIVE 


Large, free swingmm 612” ring adds 
a new decora j ouch for keeping 
towels convefiie nF handy in bath- 
room or kitchfn. Beal for use in sets, 
Makers of household mops so womes” use buy several. Of 

and mop heads. F sei they’re Jeasy to clean, and 
Years of Experience Behind Them. rs an not cracks Péel or chip... always 


SY The Result of Know How. age. (iy w. Your customers 
re Phopping “them and over 80 


* FINEST Workmanship Sires es ne ere 
* QUALITY Merchandise | ve ERGY Meeping guaranty seal. 
* ECONOMICALLY Priced beor. isus PLASTIC PROD., INC. 
PRICES ON REQUEST a Columbus 4, Ohio 
fs F F E. COTTON 
PRODUCTS 


MANUFACTURING CO., INC. STOCK No. 1-27 PLASTIC HOUSEWARES 








Liha” il 


Vocucai Seremest 
< os 


ESTABLISHEL 899 Attractively carded for point-of-sale iw 
D A L L A S P re) B ‘e) xX 5 ] 84 T E ».4 A ) merchandising. Complete with F Gucrexined by 
‘ ° screws and mounting suggestions. ag Housekeeping , 
vas wf 


PLANT: SOUTH LAMAR AND JAFFEE DRIVE Assorted colors. 


onicinat DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 

tainers, box or card are displayed on counters. Genuine DOMES 
Qomec tut. OF SILEN glide softly, silently, smoothly 
— over all flooring; saves floors and furniture For 
14" Wa? Whe? years the favorite with houseowners and furniture 
1%" manufacturers. 











Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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